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ANEW 
ECONOMY 
LOCK LINE 


DHXLOCK 


Here’s a low cost lock with a high quality look 
that invites Comparison with any other 

economy make. The new Dexlock line is designed 
for smooth efficiency with Dexter quality work- 
manship and materials — no die cast parts, 

of course yet costs surprisingly little. Available 
with new tulip or rounded standard knob styles. 
Rose size 234” dia., large enough for all replace- 
ment work. Pin tumbler security, bull nose 

bolt, dead locking or spring latch. Available in 
all standard finishes including aluminum — 

also two tone. Functions for every 

residential need. Installs in minutes, fits 

standard Dexter boring, only two holes to bore. 


Write for new Dexlock brochure. 


NO LOCK INSTALLS FASTER THAN A DEXTER 


- DEXTER 


New counter displays for Dexter dealers 


DEXTER LOCH DIVISION Dexter Industries, Inc., Grand Rapids, Michigan 
In Conada: Dexter Lock Canada Ltd., Guelph, Ontario. ¢ In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V. Monterrey 


Dexter Locks are also manufactured in Sydney, Australia; Milan, Italy and Porto, Portugal 
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Hundreds of window layouts are possible 
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with CRESTLINE stacking awning window See your distributor 
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units. They bring a special beauty to any room! or write 
Smaller sizes are designed to be used in ciltine er 
Full 90° opening combinations with the larger picture window x ye 
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for more view sizes. Units are either fixed or ventilating 
and ventilation with single or Crestopane insulating glass and 
install easily in any wall. Opening units are 
roto-operated, open to a full 90°, are fully MANUFACTURED BY THE SILCREST COMPANY, 
weatherstripped and come with WAUSAU, WISCONSIN 
aluminum screens applied on the inside. 
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... Offers the architect 
possibilities for interior and exterior design 


Random Grooved Texture One-Eleven has all the same popular 
qualities found in regular Texture One-Eleven. Only here the 
grooves are cut at different intervals on the face of the plywood, 
giving the appearance of random planking. The pattern is also 
available in Brushed Texture One-Eleven. 
Attractive and practical as exterior sid- 
ing, patio enclosers, carports, feature walls, 
fencing and in partitions. You'll 
(\\ also see it in commercial buildings 
7X, where a wood accent is needed. 
Remember, all Texture One- 
Elevens are split-proof, puncture- 
proof and are a grade-trademarked 
exterior fir plywood... (EXT- 
DFPA) made with 100% water- 
proof glue. 





ORDER NOW from your nearest 
ROSEBURG JOBBER 
or wholesaler 


~Lek-y 4 - LUT te P. O. Box 1091 
Mel t=), 20° Ry ROSEBURG, OREGON 
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ROSEBURG'S 


RANDOM GROOVED 
Texture One-Eleven 


EXTERIOR FIR PLYWOOD + EXT-ODFPA 





Brushed 
Textured One-Eleven 


Encompassing all the popular 
features of regular Texture 
One-Eleven, Brushed One- 
Eleven has a deep etched sur- 
face displaying a rippled 3-d 
grain effect. 





Brushed-Wood Plywood 


One of the most beautiful and 
decorative plywoods ever de- 
veloped. 100% clear panel 
faces with Roseburg's Quality 
“Deep-etch" manufacturing. 





Knotty Pine Plywood 

Always a popular plywood for 
cabinets and wall paneling. Its 
wide use encompasses both > 
new construction, remodeling. 
eling. 





Roseburg Lumber 


Cut from the nation's largest 
stand of virgin timber, Rose- 
burg Quality lumber is 100% 
kiln dried and end stamped, 
excepting plank and timbers. 
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TENEX rubbed gold panels 
(applied with adhesive to 
this gilded wall, %” spacing 
between panels) add a lux- 
urious “gold marble” deco- 
rative accent to this garden 
entry designed by the distin- 
guished architect, Henry 
Hill, A.A. 
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Visitors to your showroom Your customers can add the /  quaumeep 


LUMBER, LATH 


will be fascinated with the nat- luxury look to walls, ceilings TENEX WAPER 
ural textured beauty of the high and cabinets at low cost with P k ee 
altitude woods that constitute TENEX. That’s why TENEX ac TREE FARM 
new TENEX. But wait until they __ not only sells on sight but sells in PRODUCTS 


Engelmann Spruce 


see it finished with paint orstain! volume. kj 

Today’s high-fashion colors take Panels are 4’ x 8 and 4’ x 16'— lver ais a 

on a new three-dimensional el- 1,” thick. | eee 

egance when applied to TENEX. - Leconte 
Write Packy® for free TENEX sample and literature, « \ 

P. O. Box 1452, Spokane, Washington Wee) Whoicoale Lumber Association 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


SEE MORE STREAMLINED FHA PROCESSING OF LOANS. 

Lower down payments, as reported in the last issue, are just a part of the 
liberalized new FHA now beingfavorably considered by congress after rejecting a 
boost in VA interest rates. 

Mortgage processing would be expedited by a plan to permit local lending 
institutions to make their own evaluation and credit analysis So no mortgage 
processing would be required—the bank or S & L would accept full responsi- 
bility. Also proposed is certification by the local lumber dealer that the home 
mortgaged by the bank was built according to FHA standards. Then there would 
be no FHA inspections. 

Small towns of America would be especially benefited by the above proposals. 
In the past involved processing and inspections restricted FHA loans in many 
smaller communities. It should be added, that banks and S & L's now expect more 
freedom in handling loans. Since concentrating on conventional loans in the 
last six months, they have come to appreciate and take pride in the speed with 
which they process loans. 




















DENY TALK OF WEST COAST MILL STRIKE. 

Rumors in the midwest of a possible spring strike on the west coast have 
been scotched by our coast correspondents. It is true that both CIO and AFL 
contracts are now being negotiated but both unions and management comment it 
"would be a d... foolish time to strike with business off and men looking for 
work." Better put this down as just another glib argument for loading up on 
inventory .. . that's not justified. 





INCREASED IMPORTS WORRY MILLS, MANUFACTURERS. 

Hardwood plywood is in the news as domestic producers battle to cut imports, 
especially from Japan. Consumption of hardwood plywood in the U.S. has jumped 
74% since 1951 but domestic mills have captured only 0.6% of the increase. 

Cost per thousand tells the story. Jap plywood workers receive 11%¢ per 
hour, labor cost per M is about $4.17. This compares with $30 to $34 per M 
in domestic mills. U.S. producers are stepping up publicity, asking that 
imports be limited to 15% of domestic consumption yearly. 

Imported tools, glass, hardware and other items are knocking at the gates. 
Intensive programs of industrialization are just beginning to hit their stride 
in foreign countries. In many countries the progress is being made with U.S. 
machine tools and technicians. It's a bit ironic. We help them on one hand 
with new methods and then must raise trade barriers in legitimate self-defense. 











NEW ASSOCIATION FOR PROJECT BUILDERS ? 

Washington comment persists that there is a possibility of a new association 
being formed for big builders which would be divorced from the National Asso- 
ciation of Home Builders. The differences in objectives for the small vs. the 
project builder was first noted here after the NAHB convention in January. 
Problems for builders in different volume categories are somewhat sharp. Most 
project boys feed on rock bottom mortgage terms, they have solved most of their 
problems technically. Smaller builders seem to feel they can do well with the 
revamped FHA now in the works but admit they have a long way to go in swinging 
over to components, other cost cutting building methods. 


NEW NRLDA COLOR SLIDE PROGRAM. 

Nine color slide programs are now available on rental basis to individual 
dealers, aS well as to NRLDA's federated associations for sales training and for 
some Showings to the general public. The fee is $10 per program. 

The Profit-Maker Showroom developed by American Lumberman for the last NRLDA 
Exposition at Chicago, is included among the films. Details on all the films 


are available from the secretary of your state or regional association. 
(news eontinued on next page) 
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Home Starts Dip 


The dollar volume of home building 
contracts in February has dropped 7% 
below a year ago to $875,486,000 while 
the number of dwelling units fell 12% 
to 68,632. The February totals bring 
the two-month 1957 residential con- 
tract awards to $1,692,052,000, a 4% 
decline from the first two months of 
last year and the number of units 10% 
below year-earlier figures. 


Cut FHA Down Payment 


President Eisenhower has announced 
a two-percentage-point cut in required 
down payments under the FHA pro- 
gram. It puts the minimums at 5% of 
the first $9,000 of appraised value and 
25% of the amount over that figure. 
In addition, the FHA has announced 
it will redeem $22,790,850 of deben- 
tures July 1, thus providing private 
lenders with more funds to purchase 
new mortgages. The debentures were 
issued to lending institutions in ex- 
change for properties or assigned 
mortgages when FHA mortgages were 
defaulted. 


Lower-Priced Homes 


Some builders, particularly in Chi- 
cago and San Francisco, see the cut in 
FHA down payment requirements as 
a big help for builders of lower-priced 
homes. Joseph R. Downs, executive 
vice-president of the Chicago Metro- 
politan Home Builders Association, 
called the change “at least a half step 
in the right direction.” He added, 
“Any program to reduce down pay- 
ments will expand the market.” 

“T hope now it’s finally happened, 
it’s not too little too late,” said Earl 
W. Smith, past president of the NAHB 
and northern California builder. 


Bars G.I. Rate Hike 


The House turned thumbs down on 
an increase in the interest rate ceiling 
on G.I. home loans. It voted instead to 
expand the direct loan program of the 
Veterans Administration. The action 
was a setback to the Eisenhower Ad- 
ministration. It has contended that a 
boost in the maximum permissible in- 
terest rate to 5% from 4%% was 
necessary to bring VA rates in line with 
generally higher market levels and 
keep the program from collapsing. 

The House rejection was interpreted 
as signaling the virtual end of any 
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chance of increasing the G.I. interest 
rate this year. 

Chairman Olin Teague (Dem., Tex.) 
of the House Veterans Committee in- 
dicated that he expects the Administra- 
tion now to move ahead with its pro- 
posal to liberalize the terms under 
which veterans and others may buy 
homes under the Federal Housing Ad- 
ministration insured loan program, on 
which a 5% interest rate is currently 
in effect. Such a liberalization is now 
under study both by Senate and House 
committees. 

he measure, which passed the 
House, adds $150 million to the present, 
limited program of direct government 
financing of veterans home purchases. 
It also authorizes the use of a pre- 
viously appropriated $50 million for 
this purpose. 


Conventional Loans Rise 


While the number of housing units 
started has been declining in 1957, the 
number financed by conventional mort- 
gages has been on the rise. In the first 
two months of this year, 124,700 units 
were started, 39,300 with FHA or VA 
assisted mortgages and 85,400 units 
with conventional loans. In January 
and February of 1956, 84,200 units 
carried conventional mortgages, while 
66,500 had Government loans. 


FHA Mortgage Applications 


The Federal Housing Administra- 
tion received applications to insure 
mortgages covering 12,202 new homes 
in February. This was an _ increase 


over January’s 10,549 applications, but 
was considerably below the 18,507 re- 
ceived in February, 1956. February 
was the second straight month in 
which FHA insurance applications 
registered an advance. Along with 
seasonal factors, the uptrend was 
aided by the December increase to 
5%, from 442%, in the maximum in- 
terest rate on FHA-insured mortgages. 


Cole Cuts Prediction 


Federal Housing Administrator Cole 
lowered his prediction that builders 
would start 1.1 million new homes this 
year, but refused to say by how much. 
His statement was prompted by the 
House’s rejection of the Administra- 
tion’s proposal to increase the maxi- 
mum interest rate on home loans guar- 
anteed by the VA to 5% from the pres- 
ent 4% %o. 

The Labor Department’s latest re- 
port shows the seasonally adjusted 
annual rate of housing starts in Feb- 
ruary fell to 910,000 units—the lowest 
level in nearly eight years. NAHB 
spokesmen in recent weeks and other 
builders have talked of 1957 starts fall- 
ing to as low as 800,000 units. 


Contracts Decline 3% 

Construction contracts in the United 
States awarded in February declined 
3% from year-ago levels to $2,161,009,- 
000, F. W. Dodge Corp. reports. This 
drop offset a small increase in January 
so that the first two months together 
show no change from the like period 
of 1956. 
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NON-FARM HOME STARTS failed to show 
a seasonal upturn in Feb., 1957, and re- 
mained at the January total of 65,000 
units. The 62,500 private houses and apart- 
ments begun in Feb., 1957, represented 
a seasonally adjusted annual rate of 910,- 
000 units. (Above is chart prepared 
through the month of January, showing 


PRIVATELY-OWNED PERMANENT NONFARM DWELLING UNITS STARTED, 
BY TYPE OF AID 
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trend of non-farm units started since 
1950). While the number of housing units 
started is declining, the number financed 
by conventional mortgages has been on 
the rise, but the number of units carrying 
FHA and VA assisted mortgages dropped 
sharply in 1956 (see chart above). 


April 15, 1957, AMERICAN LUMBERMAN AND 





BUILDING PRODUCTS DEALERS! Get- 
ting new construction business takes plenty 
of smart digging. And Dodge Reports tell 
you where to dig. In short... 


We can help you ‘“‘dig up” business! 


Put down the pick—and pick up your pen if you want to know about 
new construction jobs coming up in your area . . . and how to get invited to 
bid on just the kind of work you want. Read, fill out and mail this coupon today! 


eu anavenen - 


TO: DODGE REPORTS, 119 WEST 40th STREET, DEPT. 22, NEW YORK 18, N. Y. 

Yes! I’d like to pin-point my prospects by knowing in advance who’s going to build, 
what, when, where. 

I want to know whom to contact and when to submit bids. 


I'd like to see some Dodge Reports, and I’d like a copy of your booklet that tells 
how to use this accurate, daily, up-to-the-minute construction news service to get 
profitable business. 
I understand that I can pick just the area and type of construction activity that 
interests me. Also, that I won’t have to wade through mounds of data to find the 
information I need. 


I'm interested in General Building [|] House Construction [|] Engineering (Heavy Construction) 
in the Following Area:- 


MPTP, 
ay | V7 
~ a 


ADDRESS 


Dodge Reports 
for Timed Selling to the Construction Industry 
C7 Ke 
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Two Of More Than 100 SentryLock Designs. 
Monograms and vinyl inserts catch the home prospect's 
eye. Available in Mocha and Brass—Straw and 

Dull Bronze—Flamingo and Aluminum—Black and 

Dull Bronze—Black and Bright or Dull Chrome. 
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Free Sargent Extras that help sell homes 


Guarantee 
Certificates 


Consumer Literature 
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and Brass, Straw and Dull Bronze, Flamingo and Aluminum, 




















AlignaLock’s New Vinyl and Metal Escutcheons in Mocha 





Black and Chrome. Two distinctive knob designs 





The new Sargent Locks. 
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“models” of styling, standard of 


quality...help give homes special appeal. Priced for any budget. 


Model homes are designed to sell themselves. Sargent Locks 
are designed to help them do it. 

Working for these locks .. . and thus for you .. . are all 
the things you... and your customers . . . want. 

The Sargent name . . . known and respected by everyone. 

Eye-filling beauty. Styling that’s way ahead. A wide 
range of beautiful designs. In many finishes. Vinyl inserts. 


SARGENT LOCKS 


“Sign of a well built house’ 





Quality construction features that guarantee satisfaction 


And when it comes to fast application, remember this! 
No locks cost less to install! 


You'll find it profitable to work with Sargent. You'll find 
the prices you want . . . the service you like. See your sup- 
plier today . . . or write direct to Sargent & Company, New 
Haven 9, Conn Dept. 3-D. 


.no matter how expensive 


SPREEN 
of Now ffovere © 
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Typical House Costs 

FHA says that Chicago’s construc- 
tion costs on a typical house are the 
nation’s highest. Relative construction 
costs for the same house showed the 
following figures in various cities 
throughout the country. 
Chicago 3,355 Boston 
Cincinnati ... 11,934 Baltimore .... 
Indianapolis .. 11,629 
New Orleans.. 11,503 
Seattle 11,492 Los Angeles... 10,056 
St. Louis ..... 11,186 Houston 


NAHB Contest 


Hats, homes and wives are involved 
in a new competition announced by the 
National Association of Home Build- 
ers. Knowledge, not cash, will be the 
rewards for the small volume NAHB 
home builders who enter the compe- 
tion. The contest will be conducted 
among those builders who put up 
fewer than 50 homes last year. The 
purpose is to help the small builder 
help himself and his fellow builder 
design, build and market better homes 
to the ultimate benefit of the Ameri- 
can home buyer. Wives of the home 
builders who win in the competition 
also will benefit by receiving creations 
from Nieman-Marcus store in Dallas. 

Six monthly contests will be held, 
July through December. Rules are 
available from Construction Dept., 
NAHB, 1625 L Street, N. W., Washing- 
ton 6, D. C. 


DEALER NEWS 


Business Forecast 


Exclusive Staff Report: 


A nationwide survey of lumber deal- 
ers by American Lumberman reveals 
that business was down sharply in the 
first two months of 1957. Prospects for 
the rest of the year, however, are en- 
couraging, a high percentage of re- 
tailers report. 

The first question asked was: “How 
were your January and February sales, 
compared with 1956?” The results: 

Down: 65%, on the average 15.2% 

Same: 3.3% 

Up: 31.1%, on the average 9.8% 


From the answers, we may deduce 
that it is becoming almost impossible 
to just stand still at the retail level. 
The substantial number reporting in- 
creased business from dealer comments 
volunteered can be traced to operations 
with solid merchandising plans under- 
way. Many dealers credited successful 
programs in the remodeling market for 
their increases. More volume from store 
pickup business was also frequently 
mentioned. 

The second question asked was: “How 
do you believe your sales for the re- 
mainder of 1957 will compare with 
1956?” Here 55.2% of the dealers an- 
ticipated that business would be the 
same or better than last year. The de- 
tailed answers: 
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Down: 44.8%, on the average 15% 
Same: 14% 
Up 41.2%, on the average 11.5% 


It is apparent that many dealers re- 
porting declines in the first two months 
anticipate an upturn during the rest of 
the year. Also noteworthy is a sizable 
group who still hope business will be 
the same as last year. January-Febru- 
ary totals, however, suggest that this 
may be wishful thinking. The optimism 
reflected on this question may change 
the attitude of many who look per- 
sistently on the dark side of the build- 
ing industry. 
Bright Spots. A study of the country 
shows a number of states with dealers 
strongly encouraged by business pros- 
pects for the rest of the year. These 
include: 
Percentage Anticipated 
of dealers Increase 

California 

Illinois 

Indiana 

Massachusetts ....75% 

Michigan 

New Jersey 

hio 
Oklahoma 
Pennsylvania 
Washington 


Soft Spots: Certain states where 
drought, low farm prices and other fac- 
tors have hurt business showed up im- 
mediately in this survey. Typical states 
were: 

Percentage Anticipated 
of dealers Increase 


Nebraska 
Association secretaries were polled 


on the same two questions with the 
following results: 

January-February: 

Down: 80%, on the average 11% 

Same: 15% 

Up: 5%, on the average 6% 

Rest of the year: 

Down: 28.5%, on the average 10% 

Same: 14.2% 

Up: 57.2%, on the average 8% 

On the whole, the secretaries feel 
business for the year as a whole will 
improve. When the percentages for 
same as last year or better business 
are combined, the total is 71.4%. 


NRLDA Exposition 


Amid a flood of requests for pre- 
ferred space, a profusely illustrated 
brochure announcing the 1957 Build- 
ing Products Exposition to be held Nov. 
4-7 in Philadelphia has been mailed 
to manufacturers and other prospec- 
tive exhibitors by the NRLDA, Ac- 
companying the brochure is a floor 
plan of the huge Trade and Convention 
Center where the Exposition will be 
staged, close by the joint headquarters 
hotels, the Warwick and the Sheraton. 
The brochure reveals that the 1957 
Exposition will have 25% more floor 
space and that, once again, all events— 
exhibits, demonstrations and action 
clinices—except breakfast clinics will 
be held at the Center, guaranteeing 
maximum dealer traffic through the 
exhibit area. 


Million Circulation 
The Hines Homeowner, a 12-page 
newspaper giving timely money sav- 
ing news and detailed descriptions 
about building materials products, was 
introduced last fall. As a test, the firm 
distributed the publication by direct 
mail to some 250,000 homes in the 
Chicagoland area. The venture proved 
so successful that Hines now is dis- 
(continued on page 18) 
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BRIGHT SPOTS are heavily shaded, soft spots are lightly shaded in this map based on an 
American Lumberman dealer survey. Many retailers credited increasing volume in re- 
modeling as the reason for their optimism for the rest of the year. 
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The Sure Way to Beat 
Competition! 
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CLOUD’S ‘ 
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TEMPERED OAK FLOORING AW i Je 
Mr. Dealer, your builders are out for the best! 


And they know that the engineered design and easy-go- 
down features of Cloud’s Lockwood Oak Flooring saves them 
plenty in laying-through-finishing costs . . . while assuring floors 
of such beauty that sales are made easier, too! 


Here's the trouble-free oak flooring that neither shrinks, nor 
warps, nor buckles . . . so outstanding by reputation that it gives 
you a competitive advantage from the day you stock it! 


There's a grade priced for every need, each produced in 
accordance with NOFMA standards. Descriptive literature free 
upon request. 








Thanks to Snap Side NOW! Another sure way to beat competition! 


Match Design, the 
flooring lays up 
readily, with final 
match firm and 
squeak-free, 





Lockwood has the 
Nail Groove, which 
saves time... posi- 
tions the nail... pro- 
vides seat for nail 
head. 


CLOUD OAK FLOORING CO. a 


Cloud's exclusive 
Splinter Clipper elim- 
inates annoying chip 
or spur... saves val- 
vable laying time. 


LET US QUOTE ON 
YOUR REQUIREMENTS 


BUILDING PRODUCTS MERCHANDISER 


Install Cloud's Thrif-T-Line Store Fixtures for convenient dis- 
play of builders hardware and small goods. Promote impulse 
buying and increase sales. Free information on Cloud's 
Thrif-T-Line Store Fixtures upon request. 


STORE FIXTURES 


QUALITY 


SINCE 


SPRINGFIELD, MISSOURI 
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it’s ready! 


Arlene Francis, 
Editor of the “Home” show, 
seen by millions every day! 


it’s profitable! 


it’s yours! 


BIG TV PROMOTION KIT FOR 
MASONITE PEO BOARD 


Panels and Fixtures 


It’s got everything! This year Masonite will 
stage one of the biggest national promotions 
in the entire building materials field...spear- 
headed by one of the best known, most 
watched programs on television. 

Arlene Francis, famous T'V star, will dem- 
onstrate Masonite products “‘live’”’ on the 
coast-to-coast ‘‘Home’’ show...sending 
eager-to-buy customers to you. First, she’ll 
tell them about Masonite® Peg-Board® panels 
and fixtures. Later on, she’ll demonstrate 
other famous Masonite products. 

And you’ll get further sales support —full- 
page, four-color advertising in the topnotch 


magazines for the home. Advertising in mag- 
azines read by hobbyists, builders, architects, 
plant engineers. 

Now’s the time to gear up for Masonite’s 
big promotion on Peg-Board panels. Get your 
big promotion kit. Counter cards, streamers, 
posters, “how-to” literature, ad mats, radio 
spots—every aid to bring more traffic and 
sales of these popular panels. Send the 
coupon. 


Important: Check your Peg-Board stock 
now! Be sure you’ll have enough on hand 
to meet the big demand. 
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BIGGEST PROMOTION YEARI 


®Masonite Corporation—manufacturer of quality panel products. 
MASONITE CORPORATION 
Dept. AL-415, Box 777, Chicago 90, IIL. 


Yes, we want “in’”’ on the big spring promotion for 
Peg-Board. Please send your free merchandising kit. 


Name 


Firm 


MASONITE 


ed AO} ©) Ul Ofna 


Address 


City State 





Zone.. 
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MACKS earn more... get more done... because 


PART FOR PART, MACK TRUCKS ARE THE BEST BUILT 


take the Mack Transmissions! 


Only Macks have Mack-built transmissions. 
They’re the finest units made, manufactured to 
standards no other automotive maker 
approaches. There’s one for every trucking 
requirement—from four- to twenty-speed. 

And all are built for almost unbelievable 
endurance under maximum loads. 


Only Macks have them... as only Mack trucks 
have the incomparable Mack engines, 

axles, cabs and frames. In fact, no other truck 
is built like a Mack, stands up like a Mack, 

or has the low-upkeep, high-performance, 
higher earning power of a Mack. Mack Trucks, 
Inc., Plainfield, New Jersey. In Canada: 

Mack Trucks of Canada, Ltd. 


MACK 


first name for 


TRUCKS ie 
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The exclusive, 
Mack-built, 20- 
speed Quadru- 
plex, shown 
with gears and 
shafts. 


HERE’S WHAT MAKES MACK TRANSMISSIONS 
THE WORLD'S FINEST 


* To make sure that Mack transmissions are untouched for 
strength and endurance, the exclusive Mack tetrapoid gears 
are drop forged, generator cut and case hardened. 

*To give your drivers effortless, smoothly paced control 
through all speeds, Mack makes transmissions with closely 
spaced ratios and constant mesh, helical gearing. 

* To make sure that every drop of fuel pays off in productive 
pulling power, Mack can give you gear ratios in regular 
progression through all speeds. 

* To hold maintenance and upkeep expenses to a minimum, 
Mack , provides transmissions with pressure lubrication of 
bushed bearings and with magnetic plugs. 

*To assure long-lasting, stress- and vibration-free operation, 
Mack transmissions are designed to work in harmony with 
all other Mack components. 
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this gentleman likes competition! 


He’s a Schlage lock dealer ...and he welcomes And he likes to represent the Schlage line be- 
the opportunity to match his product against cause his own sales needs are recognized and 


other manufacturers. backed by strong national advertising, useful 





promotion and sales aids. It’s profitable for him 


He knows that Schlage’s quality leadership in 
ee P to sell Schlage ... and a mark of professional 


lock mechanism and design offers him unique 
é prestige. 
sales assets. He’s proved to himself — and his ™ 


customers —Schlage’s superiority in style, con- This gentleman likes to be on a winning team. 
venience, and security. That’s why he’s préud to be a Schlage dealer. 


For complete information on the Schlage line of products, contact ¢< (¢ 6) 
your Schlage jobber, or write direct to San Francisco, Dept. Z-4. a | > 
LOCK COMPANY 


SCHLAGE LOCK COMPANY, SAN FRANCISCO « NEW YORK + VANCOUVER, B.C. « Address all correspondence to San Francisco 
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NEWS & TRENDS 


(begins on page 8) 





tributing its Homeowner as a fold-in 
part of the magazine section of The, 
Chicago Tribune, which gives the Ed- 
ward Hines Lumber Co. well over a 
million circulation. 


Labor Worry 

New York is concerned about an 
intensified move to organize employes 
in lumber offices. It is claimed in that 
state that even if workers voted 
against unionizing, picket lines could 
be set up and respected, which could 
even mean longshoremen would refuse 
to unload lumber. Nothing definite yet, 
but the situation is being watched 
closely. New York dock charges were 
boosted 10% on April 7. 


BUILDING MATERIALS 
Asphalt Roofing 


The second round of price increases 
on asphalt roofing and building mate- 
rials since the beginning of the year 
is in the works. One major producer, 
Ruberoid Co., New York City, has 
raised prices for asphalt shingles and 
roll roofing about 6% and saturated 
felt by 4% while two other big makers, 
Lloyd A. Fry Roofing Co., Summit, II1., 
and Flintkote Co., New York City, 
plan to meet Ruberoid’s increases soon, 
both companies report. 


Steel Cabinet Meeting 


Members of the Steel Kitchen Cab- 
inet Manufacturers Association will 
meet at the Greenbrier, White Sulphur 
Springs, W. Va., June 14-16. 


Hike Cement Prices 

Cement prices for the second quarter 
are going up in the east. Advances 
of 15c a barrel, effective April 1, were 
announced by several major producers 
in the area. They blamed increasing 
costs, especially for coal. 

Three major cement makers in the 
west indicated their prices for second 
quarter delivery will remain at present 
levels. Eastern mills raised prices 
about 15¢ a barrel last October. On 
Jan. 1, most western producers posted 
similar boosts. 


New Yale Plant 


Construction of a new $4 million 
Yale materials handling equipment 
manufacturing plant and mid-conti- 
ment parts depot will begin immedi- 
ately in Forrest City, Ark., announces 
Elmer F. Twyman, vice-president .of 
the Yale & Towne Mfg. Co., Phila- 
delphia. 

Located on a 35-acre plot, on the 
north side of Forrest City, the new 
Yale plant will have more than 157,- 
000 square feet of operating area. 
When completed, the new structure 
will be the center of production for 
the complete lines of Yale hand trucks 
and Yale hand hoists, now being man- 
ufactured at the company’s materials 
handling equipment plant in Phila- 
@elphia. 


\8 


Plastic “Air House" 


Frank Lloyd Wright, internationally 
famous architect, has designed a full- 
size plastic “Air House,” which will 
be on exhibit May 4 to 12 at the New 
York Coliseum during Showcase for 
Better Living, the second annual In- 
ternational Home Exposition. 

Revolutionary in theory, this house 
will be literally “blown up” as is a 
balloon and kept inflated by a con- 
stant application of low air pressure. 

Plans include having the house 
completely furnished and decorated, 
using as completely as possible prod- 
ucts, fixtures and furnishings made of 
plastic materials. 


LUMBER 


Upturn in Prices 


Green Douglas fir lumber prices 
have turned higher in the Pacific 
northwest. Mill prices for key home- 
building items jumped as much as $4 a 
thousand board feet recently. A flurry 
of buying for dwelling construction 
this spring apparently touched off the 
upturn. Mill men and wholesalers said 
prices responded vigorously because of 
scarcity in supplies resulting from low 
production. 


Shipments Top Output 


Lumber shipments of 497 mills re- 
porting to the National Lumber Trade 
Barometer were 1.3% above produc- 
tion in the week ended March 23, while 
orders were 5.8% above production, 
the National Lumber Manufacturers’ 
Association reports. 


Western Pine Orders Rise 


Orders for western pine lumber and 
associated species climbed 5.4% above 
production for the week ending March 
16, according to Western Pine Asso- 
ciation figures based on information 
from 117 identical mills. Orders were 
5.5% higher than the preceding week, 
but fell 11.3% below the like 1956 
week. Production increased 6% from 
the preceding week, but was still 4.5% 
lower than the like 1956 period. 


Tacoma 


Some slight improvement in the 
lumber market is apparent. However, 
operators are more inclined to attrib- 
ute it to the usual springtime stimula- 
tion rather than to any overall gen- 
eral change. There is no denying, 
however, that advent of improved 
weather is benefiting construction ac- 
tivity and an increase in lumber buying 
has resulted. Production likewise has 
benefited and log output appears 
to be at about the normal level. 
Plywood curtailment still is in effect, 
however, and manufacturers have 
shown no inclination to lift the short- 
ened work week. 

After 18 months of construction, 
Weyerhaeuser Timber Company’s new 
pulp mill at Cosmopolis now is in 
steady production. The mill, a sulphite 
operation, employs about 250 men. It 
uses hemlock, white fir and spruce logs 


from the company’s Clemons tree farm 
operation as well as chips from the 
Aberdeen and Raymond Weyerhaeuser 
sawmills, 


Seattle 


A fair amount of lumber is being 
purchased, but the general market pic- 
ture continues to be soft. An exception 
is green fir dimension, which has ad- 
vanced $1. The remainder of the fir list 
is holding. Transits are given credit 
for stirring up the market to the point 
where sales can be made. Production 
weather has been good, but quite a 
few mills are still down and waiting 
until business improves. 

Hemlock lumber demand is weak, 
but prices are steady. The shingle 
market is soft. Prices are holding. No. 
1 royals bring $15.25 to $15.50 and 
No. 1 perfections move at $11.00 to 
$11.25. Call for red cedar siding is 
light. When an order is spotted the 
mills go after it. Most of the pine list 
is holding though soft. 1x12 No. 3 
ponderosa pine is strong. Spruce is soft 
and not selling good. 


San Francisco 


San Francisco’s lumber industry, 
having recovered somewhat from the 
most recent barrage of earthquakes, 
now asserts that the lumber market is 
“more stable than the ground under us.” 
That, however, is not saying too much. 
The market is showing a better tone, 
particularly noticeable in Douglas fir. 
Common Douglas fir is moving more 
easily. 

The overall market is no stronger 
than it has been for some months, but 
it is easier to sell, which all spokes- 
men agree will inevitably reflect on 
other grades. The redwood market is 
dull but not weak and the industry an- 
ticipates an upward swing soon. 


Kansas City 


The southwestern lumber market 
appears to be in a state of marking 
time. Rains still hamper output and 
it is particularly pinching the produc- 
tion of hardwoods because mills can- 
not get into the lowlands for logs. 
Mills do not have much of a supply on 
hand and dry lumber is in_ short 
supply. 

The big mills are working only part- 
time and scores of little mills are not 
re-opening this spring because of the 
narrow profit spread created by the 
high cost of timber. 

Prices on No. 2 boards, 1x 8’s are 
bringing $80 for air-dried and $82 for 
kiln-dried. On 1 x 6’s the price is about 
$2 a thousand less than 1.x 8’s. On 
the east side of the Mississippi river, 
mills are hard pressed for business 
and some are quoting slightly lower 
prices. On No. 2, 1 x 4 boards the price 
of $70 to $72 a thousand represents 
some concessions from previous levels. 

Dimension prices remain firm at $85 
to $86 for 2 x 8’s, air-dried and 2 x 10’s 
in 14’ to 16’ lengths, bring $95. These 
prices are about as high as they were 
at any time in 1956. 
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FROM THIS TO THIS 
IN 4 HOURS... FOR $60 


(Paneling is real birch Craftwall) 
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Friendly family room ...and you can 














PE ao eo 
supply the birch Craftwall for an 8’x12’ wall for about $60 





Only C “eaptwall, wood paneling can give such 


“new home style so quick! 


y and easily! 





¢ nattwall HAS THAT GENUINE HAND-RUBBED LOOK .. . PROFESSIONALLY 


PRE-FINISHED TO GIVE THE MOST DURABLE, STAIN-RESISTANT FIN;SH KNOWN... 
EVERY “PLANK” SELECTED TO SHOW THE RICH, NATURAL GRAIN! 


Stvle-setting home beauty comes easy and economical with 
Craftwall wood paneling—-in new homes or old! That’s the big 
story your builder and home-owner customers will see this 
month in Better Homes and Gardens, Sunset and other popular 
national magazines 


You'll find it simple to talk and sell Craftwall. Its beauty 
speaks for itself and in nine different woods! Elm, two kinds 
of Birch, Maple, Cherry, Knotty Pine, Oak, Mahogany and Wal- 
nut. All are available 14” thick in modular sizes (48”x96”, 48”x 
84”, 32”x64”, 16”x96” ). Craftwall goes up fast with nails or 
Roddis Contact Cement. No sanding or finishing to do. Such 
time and work saving is sure to appeal to both builders and 
“do-it-yourselfers”’. 

Craftwall’s durable factory finish wins the women’s vote 
It doesn’t even need waxing! And Craftwall is guaranteed for 
the life of the installation! Get all the details on Craftwall. See 
why dealers are selling more and more of it 
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WIPES CLEAN! CRAYON, INK, EVEN NAIL POLISH WON'T STAIN CRAFTWALLI 


The special Craftwall finish gives complete protection—even 
in the V-grooves. Proof: ink dripped in the grooves won't pene 
trate the wood as in ordinary paneling. It wipes right off. So, 
too, do smudges and spots. Just use a damp cloth. 


ot BAT 


DEALERS’ CRAFTWALL FACT FILE ON REQUEST ‘eer Dey 
iwerk ode 
= 


im oO D D I Roddis Plywood Corp 

Dept. AL-457, Marshfield, Wisconsin 
Please send me the Dealers’ Fact File on Craftwall wood paneling 
Name 
Firm 
Address 


City 
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yes indeed... 


y) 
were alwa ys rea dy 
with a good suppl iy 


of Trinity White 


The use of Trinity White Cement is a constantly 

expanding source of sales for material dealers. 

It is the whitest white cement... whitest in the 

bag... whitest in the mix... whitest in the 

: completed job. Sell Trinity White for architec- 

THE WHITEST bast tural concrete units; stucco; terrazzo; cement 
WHITE CEMENT- ' i paints; and to homeowners for white concrete 
8 around the home. For information write Trinity 


ae White Cement, 111 W. Monroe St., Chicago. 


me wit 
TRiniry wring 


as white as snow 


plain or waterproofed 


a product of GENERAL PORTLAND CEMENT CO. DEALERS! — 
Send for your copy of this new 
CHICAGO + DALLAS © CHATTANOOGA + TAMPA + LOS ANGELES popular booklet for consumers. 
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.more evidence that Chevrolet Task-Force Trucks are 
engineered better and built better for bigger savings! 





These cab features give you extra comfort and 
safety behind the wheel, extra savings on truck 
maintenance. And they’re proof that the most 
modern trucks for your money are Chevrolets! 


The drawing ‘“‘doodled”’ above shows how Chevy’s 
High-Level ventilation provides a comfortable in- 
terior . . . and the numbers in the big picture 
point out other advantages equally as good to have 
around you when you haul! They include: 


1 A roof that’s specially built for safer, more com- 
fortable hauling. Sturdy all-steel construction adds 
to safety; roof’s unique inner reinforcement insu- 
lates the overhead against heat. 

2 A gleaming, durable baked enamel outside finish. 
Here’s the reason your Chevy’s exterior will resist 
wear better, look like new longer! This handsome 
finish is available in a wide variety of colors. 

3 A Nu-Flex seat that beats the bumps! Deep-com- 
fort coil springs, metered air shock damping and 
3-way adjustment let you take it easy on tough jobs! 


ina Chevy cab, 
even the 
air is better ! 


4 A cab that’s rustproofed to last! Doors and similar 
surfaces are rustproofed on the inside as well as on 
the outside by immersion. 

5 Concealed Safety Steps for convenience. Inside 
each cab door, they give you firmer footing, make 
entering or leaving the cab easier and safer. 


6 An undercoated floor, cowl side panels and fender 
flanges. Virtually all exposed surfaces on the under- 
side of the cab are protected by an anti-rust coating. 
7 A non-glare instrument panel to make driving 
safer! The textured finish on upper portion of 
Chevy’s instrument panel reduces blinding sun 
reflections, minimizes eyestrain. 

8 A reliable 2-speed electric windshield wiper* on 
each side. Powered by electricity, their action 
remains constant under all conditions. 


Such advantages as these (we’ve shown only a 
few) combine to make everything better in a 1957 
Chevrolet truck! You'll see for yourself when you 
visit your Chevrolet dealer’s. Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


*Standard in Series 5-6-7-8-9-10000 models. 


... biggest sellers because they're the biggest savers! 


CHEVROLET TASK-FORCE 57 TRUCKS 
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NEW BUDGET-PRICED LUPTON ALUMINUM SLIDING DOOR CAN 
BE INSTALLED IN 1 HOUR, CAN BE SOLD IN NOTHING FLAT 


cut installation costs, move homes faster. Each door is a 


building today—the installed 
weather-tight aluminum sliding 
valuable talking point closes more 
factor. Builders recognize a good 


point is the Lupton door “‘low 
ike the popular two-panel type 
; it takes the builder Jess than an hour to 
20’ four-panel type averages 
nstallation time. 


iminum sliding doors help builders 


packaged unit, complete with hardware, ready for quick 
assembly and installation. You can stock profitable 
basic requirements in a few feet of floor space; fill-in 
from Lupton warehouse stocks. 


Order Lupton aluminum sliding doors in three stock 
types (nine sizes): Type XO—two panels; one sliding, 
one stationary. Type OXO—three panels; center panel 
sliding. Type OXXO—four panels; two center panels 
sliding. Get the full story now from your Lupton Sales 
Representative or Distributor. You’ll find him listed in 
the Yellow Pages under Windows & Sash— Metal. 
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HARDWARE 

Standard pull-handle is ex- 
truded aluminum, 8” long. 
Deluxe Lucite handle at extra 
cost.) Tight-locking bronze latch 
is simple to operate 





STRENGTH 

Specially designed Flynn ex 
truded aluminum members 
make Lupton Sliding Door units 
strong and rigid 





SMOOTH, QUIET OPERATION 
Doors operate on quiet rollers 
with bronze self-lubricating 
bearings. 


LOW-SLOPED THRESHOLD 
Eliminates danger of tripping 
Keeps water out. Made of heavy 
extruded aluminum 


WEATHER-TIGHT CONSTRUCTION LEVELING ADJUSTMENT 


Woven pile, double row weatherstrir V t imple leveling adjustment 
long-lasting seal on all sides of movabie res tight locking 


TYPES OF LUPTON ALUMINUM SLIDING DOORS 


(Viewed from Outside) =i 


[ 
| 
Door overall wicths: 6’ to 20’; height for all types: 694’ | 
l 


Type XO 


LUPTO 


METAL WINDOWS AND ALUMINUM SLIDING DOORS 
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SCREENS (4 


Heavy 


correct, pre 


Type Oxo Type Oxxo 


MICHAEL FLYNN MANUFACTURING CO. 


e and Plant: 700 E. Godfre Avenue, Philadelphia 
24, Penna. New York Office: 51 East 42nd Street, New York 17, 
N.Y. L 1 eles Office and Warehouse: 2009 East 25th Street, 

Ange 58, Cal. Stockton Office and Warehouse 144] 
nt Street, Stockton, Cal. 


Main Off 


Los 
Frem¢ 
FFICES AND REPRESENTATIVES IN PRINCIPAL CITIES 
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New A-Line models range from 14-ton Pickups through 33,000 lbs. GVW Six-Wheelers. 


NEW ACTION-STYLING! MORE USABLE POWER! 





Here is the crowning achievement of fifty years of quality 
the great new Golden Anniversary 


truck production 
INTERNATIONAL Trucks! 


They’re Action-Styled with fresh, clean functional 


lines that set a new style pace. 


They’re powered by new engines that put out more 
including the most powerful “six” 


usable horsepower 





The result is a new line of trucks that 


available in its field! They have exclusive new cab 
mountings for quieter, more level ride. New brakes, new 
steering, new frames 


-and many other new features. 
more than ever 


before—are built to cost least to own! 


See and drive these newest INTERNATIONALS today! 
International Harvester Company, Chicago. 


Trucks Unlimited... Powered for Modern Traffic... Plus Modern Comfort 


Handsome “Golden Jubilee’? Pickup 
with the longest all-steel body in its 
class. Only Panel with third door. New 
8-passenger Travelall® models. New cab- 
forward models with ideal 89-inch BC 
dimension. Tractors to 48,000 Ibs. GCW. 
Wide range of all-wheel-drive trucks. 


24 


Redesigned engines produce increased 
power without strain from new com- 
bustion chamber and valve position. . . 
more usable power that’s “bred for the 
job”. . . at low rpm to keep operating 
and maintenance costs low. New quick- 
starting 12-volt ignition. 


Biggest windshield —1,181 sq. in.—and 
widest cab in their class! New “Silent- 
Vent” door wings. New, wider front 
and rear springs. Exclusive level-riding 
5-point cab mounting. Bigger brakes 
with more lining area, larger cylinders 
and boosters for quicker, easier stops. 
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Other INTERNATIONALS, to 96,000 Ibs. GVW, round out the world’s most complete line. 


NEW Golden Anniversary 
INTERNATIONALS 


Cost least to own! 









Motor Trucks * Crawler Tractors « Construction Equipment 
McCormick® Farm Equipment and Farmal!® Tractors 
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Are you using the only 
staple designed especially 
for ceiling tile? 


omnes 3 new € FIL TILE staple! 


Ly, 


fey, ‘ At last! A staple that drives flush... holds tight! 


e No more protruding staples! Unique leg design of Arrow’s 
CEILTILE staple enables it to be driven flush; penetrates cleanly 
without fracturing tile. Insures perfect fit of each and every tile! 












4 ‘ e No more buckled tiles! Special divergent leg that locks 
TESTED AND APPROVED BY TOP securely into wood plus special rosin coating assures tremendous 
CEILING THLE MANUFACTURERS ! holding power. Staples do not pop out! 


CELOTEX USE WITH ARROW’S T-50 ALL-PURPOSE GUN TACKER 


REG. U 5. PAT OFF Absolutely jam-proof! Can’t jam even when 
shot against metal! Same gun takes 6 dif- 
ferent staple sizes. Use for ceiling tile, in- 
sulation, upholstery and hundreds of other 
fastening jobs. 


& m st rong Jobber-distributor plan! Send for details 


corR« COMPANY 








plus price list and complete catalog. 


MRerow FASTENER £'0../NC. Sov0 ONLY THROUGH THE TRADE 


ONE JUNIUS STREET, BROOKLYN 12, NEW YORK 
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VINYL WEATHER STRIPPING 
BRAIDED NYLON LINE 
p40) 6 i Oy-¥\ ie 10 em 40) 88 5 bee 45 SEINE TWINES 
. SEINE CORDS 


TROT LINES 


CONFIDENCE IN THE a “ oy VENETIAN BLIND CORD 


SASH CORDS 

CLOTHES LINES 
MASON LINES 

FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


MIGHTY [VIN ¢s 
Seip, WOOD ~y 


FOR EVERY HOME AND SHOP USE 


Self-service Display Cartons 
Squeeze Bottles - 2, 4, 8 oz. sizes 
Full . 
directions with Spout-cap 
Pe | 3000 Ibs. per square in. test 


bottle 


Article 910—2 oz. bottles 
packed 2 dozen per carton 


Article 910-B—4 oz. bottles 
packed 1 dozen per carton 


Article 910-C—8 oz. bottles 
packed 1 dozen per cartor 


EASILY APPLIED 
READY TO USE 





“MORE MIGHT WITH MIKE" 





\ Art, 910-8 


ai 

7(% | ORDERS OF $50.00 OR MORE, FREIGHT jor a 
PREPAID. Orders of less than $20.00 f.0.b. Miill, Se 

Lawndale, N. C., Van Nuys, Calif., Marietta, Min- decorative laminates 

nesota, Dallas, Texas, or Waynetown, Ind. Orders 

of $20.00 to $50.00, freight allowed to $1.00 per 

cwt. Freight prepaid does not include extra charges WHEN YOU DISPLAY THE 


incurred outside carrier's regular zone of delivery , 
ct Sellsa/ 


ESTABLISHED IN 1873 

















14346 Bessemer St. Marietta 3104 Gaston Ave. 
Van Nuys, California Minnesota Dallas 26, Texas 
Waynetown, Indiana 


LAWNDALE, NORTH CAROLINA 
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A BIG YEAR FOR PRESSURE- 


Barrett advertising 


POLE-TYPE BUILDINGS 


FENCE POSTS 


SMe os. ee et eM oe oe 


BUNKER SILOS 
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CREOSOTED PRODUCTS 


will help make it a big year for you! 


All signs point to a record year ahead for sales of 
pressure-creosoted products. Now is the time to stock 


up to meet the big demand caused by... 


1. BIG REPLACEMENT MARKET. New fenc- 
ing and new farm buildings will be needed to replace 
the old—creating large demands for pressure-creo- 
soted posts and lumber. Barrett promotions and 
national advertising continue to pre-sell the farmer 
on the many advantages of wood products pressure- 


treated with dependable Barrett Creosote. 


2. BIG NEW MARKETS. Two fast-growing 


uses for pressure-creosoted products are in low-cost 


go 


pole-type buildings and in work-saving bunker silos. 
Barrett is helping to develop the demand for pressure- 
creosoted poles and lumber through national adver- 
tising and through specially-prepared literature which 


is mailed free to thousands of interested farmers. 


Don’t you miss out on the booming markets for 
pressure-creosoted products . . . get aboard the profit 
bandwagon now. Fill out the coupon below. We'll 
tell you where you can best get the pressure-creosoted 
poles, posts and lumber you need. And we'll send 
you the special consumer booklets we’ve prepared 


on fences, pole-type buildings and bunker silos. 


DON’T DELAY—MAIL TODAY 


Barrett Division, Dept. 66-D-15 
Allied Chemical & Dye Corp., 40 Rector St., New York 6, N. Y. 


Please tell me where I can get pressure-creosoted posts, poles and 


BARRETT CREOSOTE 


OVER 100 YEARS OF LEADERSHIP Nam 


lumber. And send me samples of your free consumer literature on 
fences, pole-type buildings and bunker silos. 





Address 








Pou City. 
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MARLITE BLOCK 16" x 16” 


! 


MARLITE PANELS 4’ WIDTHS, LENGTHS TO 8’ 


aoe 


te: Phedulea:. 


Nt be 


His and ceilings 


for any room 
new or remodeled 


Dimensioned for standard modular 
sizes, Marlite plastic-finished 
paneling fits right, looks right, 
goes up fast with minimum 
“in place” costs. That’s why you'll 
make more money with Marlite 
. . . because you can recommend 
it with confidence for any 
residential or non-residential 
interior. There’s a color, pattern, 
and size that’s “just right” for 
any job specification, Cash in on 
Marlite’s business-building 
opportunities. Tie in Marlite 
with your O.H.I. program for 
bigger paneling profits. Call your 
Marlite representative or wholesaler 
now —or write Marlite Division 
of Masonite Corporation 

a das Dept. 441, Dover, Ohio. 


<a 
‘Guaranteed by 
Good Housekeeping 
° my 


~~ Mlarlite 


plastic-finished paneling 


RESEARCH 


MARLITE PLANK 16" x 8 


kL 





é, 
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Sales-minded 


lumber dealers 





make more money 


selling 


AMF De Walt 


They demonstrate how 
De Walt does everything... 


easier, faster, better 





H 


A—They demonstrate safe and simple top-side cutting, Dealers by the hundreds know De Walt® sells best 
at any angle—how user always sees mark and blade. because it’s the finest of all home power tools. And 
B—They show how DeWalt makes any dado cut— they can prove it. They take advantage of powerful 
easily, from the top—with safety guard on cutter. C— national and local advertising...sales-making dealer 
They tilt powerful direct-drive motor and demonstrate aids...free factory training for their salesmen... 
tilting arbor shaper. D— They show how De Walt be- De Walt’s Easi-Budget Payment Plan. They demon- 
comes a horizontal drill—any of 12 basic power tools strate, they sell, they profit! 

...and even builds into workbench! They demonstrate See how you too can profit from De Walt’s Direct 
De Walt in just 15 minutes and they sell! Factory Franchise. Write the address below today. 


Among hundreds of lumber dealers who profit by selling AMF De Walt Home Power Shops are: 


G. J. Apel Lumber Co., Sandusky, Ohio Northbrook Lumber Co., Northbrook, Il. 
Banner Lumber Co., Billings, Montana Pinellas Lumber Co., St. Petersburg, Fla. 
Cadillac Hardware & Lumber Co., Livonia, Mich. South Side Lumber Co., Logansport, Ind. 
Central Hardware Co., St. Louis, Missouri Cavalier Lumber & Supply Co., Norfolk, Virginia 
Findorff Lumber & Supply, Madison, Wisc. Veenstra Lumber Co., Racine-Kenosha, Wisc. 

L. Grossman Son, Inc., Quincy, Mass. Whelan Lumber Co., Inc., Topeka, Kansas 
Gettysburg Building Supply Co., Gettysburg, Pa. White Sash & Door Co., Massapequa, L. I., N. Y 


Ladd Lumber & Mercantile Co., Pueblo, Colo. Wood Lumber Co., Birmingham, Alabama 
Woodbridge Lumber Supply, Woodbridge, Conn, 


Product 


DeWALT Inc. 
De Wait Lancaster, Pa. Dept. AL-704 ya 


POWER TOOLS < ) @ 
Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY \\ in 
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VAPOR SEAL AT ALL JOINTS! 


ANEW FEATURE YOU GET ONLY IN 


CELOTEX 


REG. U.S. PAT. OFF. 
IMPROVED INSULATING ROOF SLABS 


This exclusive CELOTEX vapor seal gasket seals 
all joints. Better. Quicker. Makes positive con- 
tact with slab’s built-in asphalt membrane, creat- 
ing continuous vapor barrier, for superior pro- 
tection. Now available in all parts of the country. 


Adds “Sell” to the Job! Attractive One Prated One Apetectiont SEALS ALL FOUR EDGES! 

white factory finish on under-surface, This multi-function product pelts CELOTEN weer onal amakin 
including bevels, Ideal for modern combines roof deck, insulation, fin- os ey _ o pete igor sis ' 
exposed-beam construction, Clean- ished ceiling and continuous vapor ne oer oe eee eee 


able, paintable. barrier. Saves time, labor, materials. seals ALL edges of slab in completed 


roof deck 
Celotex standard type roof slabs also available for areas not requiring vapor barrier 
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HELPS SELL MORE 
HOMES 


FASTER! 


i eaaraniee 
8 Sbrstipen: 


Life-of-Building 
Guarantee on 


CELOTEX 


BUILT-IN RUBBER GASKET INSULATING 
SHEATHING 


Here’s What Builders Say: 


CLAUDE T. LINDSAY: ”. . . plays a 
very important part in making the 
buying public conscious of quality 
construction.” 


JOE H. CHOATE: ”. . . your Sheath- 
ing Guarantee played an important 
part in our sales increase.” 


J. A. GRAHAM, JR.: “’. . . our home- 
building program has enthusiastic 
public acceptance, especially since 
you came out with the Life-of- 
Building program.” 


A complete line of building products, nationally advertised under one famous name CHARLES A. PARRISH: ”’. . . one of 
INSULATING SHEATHING ¢ ASPHALT ROOFING « MINERAL WOOL © FLEXCELL* the most important reasons why the 
PERIMETER INSULATION AND EXPANSION JOINT FILLER * INSULATING ROOF majority of ete homes sell be- 
SLABS * CELO-ROK* GYPSUM PRODUCTS * HARDBOARDS « INSULATING SIDING fore completion. 

CEMESTO* STRUCTURAL INSULATING PANELS « INTERIOR FINISHES * AND OTHERS Ask your Celotex Salesman to 
show you the Guarantee Certificate 
and the attractive folder available 


to your builder customers in quan- 
tity without charge. He'll show you 
how to put these sales helps to work. 
REG. U.S. PAT.OFF. The Celotex Corporation 


120 S. LaSalle Street, Chicago 3, Iilinois 
BUILDING PRODUCTS 


THE CELOTEX CORPORATION * 120 SOUTH LA SALLE STREET * CHICAGO 3, ILLINOIS *Reg. U.S. Pat. Off. 


Sales come easier when you feature genuine 
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Bessemer 
Ironwood 
Marenisco 


lomber Map 


Park Falls 


Wausau 
Marshfield 


FINE 
NORTHERN 
HARDWOODS 


Connorville 


White Lake 


Milwaukee 


Dollar Bay 
Big Bay 
Sault Ste. Marie 
Newberry 


Mass 


Marquette 


Phelps 


Iron Mountain 


Laona 
Goodman 


Menominee 
Oconto 


Neenah 


Grand Rapids 


Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northen 


Woods. 


“Copeland Lumber Co. . . . . « « « « Chicago, Ill, 


Mills—Marquette and Newberry, Michigan 
Sales Office — CHICAGO — 228 N. La Salle St. 
Hardwoods. 

Planing Mills and Dry Kilns. 


“THolt Hardwood Co. . =. 1) we) « 6OConto, Wis, 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, Herring- 
bone, Parquetry types: all types Heavy Duty Flooring. 


“iJ, W. Wells Lumber Co, . . . » « Menominee, Mich. 
Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 
Upper grades Hard Maple and Birch lumber, 

rough. 


Custom kiln drying 


tMember Maple Flooring Mfrs. Assn. 
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*Kimberly-Clark of Michigan, Inc. . . Sones 
Mills at Marenisco, Mich. 
Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


Neenah, Wis. 


** Subsidi f 
Goodman Lumber Company . . + + catumet & Herla, Inc. 
Sales Office: GOODMAN, WISCONSIN 
Mills at: Goodman, Wisconsin and Mohawk, Michigan 


Northern Hardwoods, Hemlock, White Pine and Basswood 
Hardwood Dimension, Planing Mill, Dry Kilns 
Rotary Cut Veneers 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber & Veneer Co. of Mich............ .Ironwood, Mich. 


Roddis Lbr. & Veneer Co., Ltd.......Sault Ste. Marie, Ontario, Can. 
Complete stock N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
Birch, Fig. Hdwd. Ven‘r’d Doors. Plywd. Modern Dry Kiln facilities. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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Why should you use Novoply for millwork? 


For furniture, plastic laminates, etc., Novoply is the easy-to-use, 
off-the-shelf core material. No crossbanding, no kiln drying 
Novoply is clean, easy to stoc k. 


STABLE PRICE. Because Novoply is an engineered mate- 
rial, produced under exacting production-line tech- 
niques, it is not subject to price fluctuations. This gives 
your millwork operi ation assurance of a steady supply 
at a steady price. 

STABLE PROFIT. And because Novoply’s price is steady, 
so are your profits. There’s no danger of having a big 
inventory of material that suddenly dips in price . . . 
and actually leaves you losing money with every piece 
you use. You can count on Novoply profits! 

SUPERIOR MATERIAL. Novoply is a 3-ply laminate of pre- 
cision-made wood flakes and carefully graded chips 
that is formed into a dense, flat panel under tremendous 
heat and pressure. Novoply is complete ly unlike “chip- 


Weldwood’ NOVOPLY* 


A product of 
UNITED STATES PLYWOOD CORPORATION 
Weldwood—The Best Known Name in Plywood 


BUILDING PRODUCTS MERCHANDISER 


Novoply is easy to work. Allows you to use modern, high-speed 
machines to their full advantage. Novoply takes nails and screws 


well Saws ¢ isily 


core” materials. It is, in fact, the most stable wood panel 
ever made! Won't warp, won't twist, stays flat as a pan- 
cake. It’s a perfect material for laminating; doesn't 
photograph; needs no crossbanding. 
CUSTOMER SATISFACTION. Novoply customers are satis- 
fied customers. No returns, no compl: iints, no rejects. 
Every panel of unique Novoply is built and backed by 
the world’s largest plywood organization. And Novoply 
always produces a superior finished product! Available 
in a wide range of panel sizes and thicknesses. 
Investigate the profit opportunities in Novoply today. 
Send the coupon . . . see your Weldwood representa- 
tive .. . or visit any of our 87 offices in principal cities. 


In Canada: Weldwood Plywood, Ltd. 


United States Plywood Corporation . 
55 W. 44th St., New York 36, N. Y. AL-4-15-57 


Gentlemen: Please have a Weldwood representative give me the story 
of Novoply profit opportunities. 

NAME 

COMPANY 


ADDRESS 
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the modern self-sealing shingle ! 


It goes down in a BREEZE...stays down in a GALE! 
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Sealdon application is fast and easy. A special adhesive- Every Sealdon shingle has a strip of special sealing compound 
repellent silicone paper separator keeps Sealdons from stick- factory-applied to the underside of the shingle tab. As the 
ing together in the bundle. They slide apart at a touch. They’re sun beats down, each Sealdon seals itself securely against 
packaged so every other shingle can quickly be flipped over every kind of wind or weather. The sealing compound is 
into nailing position. Clumsy end-over-end “flopping” is applied in “‘dashes”’ to channel off rain and snow—preventing 
eliminated. The silicone paper separators remain on the under- the damage that water accumulations might otherwise cause. 
side of each shingle —eliminating tedious removal by hand, A Sealdon roof will give many years of trouble-free service 
as well as time-consuming cleanup on the job. under the most severe weather conditions. 


mm. : be . , . . “¢ “RUFE" SAYS: 
This latest addition to the Certain- are bundled considerably simplifies d a . 
: ‘ Sealdons are made 


teed line of quality roofing materials handling on the job. . right and packaged 
has built-in benefits for homeowners, 


. : Sealdon is a sure seller for dealers. 
builders, roofers and dealers alike. : , 





Besides its self-sealing features, it 


Sez is self-sealing. stays . 
ildon is self-sealing. It stays put has the same long-wearing charac- 
in any weather. It means longer eo : ; oe 
naga “ teristics and wide range of beautiful 
roof life, fewer repair bills, greater Pay 
colors la lave tong been assocl- 

5 OF SEALING 


ated with Certain-teed Thick Butt COMPOUND 
Shingles. 


all-round economy for the home- 


owner. 


Sealdon is designed and packaged 


with the builder and roofer in mind. Get complete details about new 


Application is faster because waste _ Certain-teed Sealdon Asphalt Shin- 


motion is reduced. Labor costs are gles. Contact your nearest supplier SILICONE 
PAPER 


lower. The unique way Sealdon: —or write direct to us. 
) | ] ” SEPARATOR 


Products of Certain-teed Products Corporation 
SOLD THROUGH 


e | 
¥ Si | BESTWALL CERTAIN-TEED SALES CORPORATION 
iD 120 East Lancaster Avenue, Ardmore, Pa. 
(ameter pucs EXPORT DEPARTMENT: 100 East 42nd St., New York 17, N.Y. 
REG. U.S. PAT. OFF. ASPHALT ROOFING « SHINGLES « SIDING e ASBESTOS CEMENT SHINGLES AND SIDING 
FIBERGLAS BUILDING INSULATION e ROOF INSULATION e SIDING CUSHION 


PAINT PRODUCTS—ALKYD e LATEX © CASEIN e TEXTURE » PRIMER-SEALER 
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NEW INSULITEE 









New 12° 
Wide Lap Siding 


New 4 x 8 Panels 


(plain and vertical 
grooved ) 





ii, 
A i, Ln 


ida 


(Goes on 





easler and 
faster! 

















SMART, BEAUTIFUL NEW es 


WITEL INSULITE PRIMBEI 


...and you save the cost of one coat of px 
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Wide-width Insulite Lap Siding, with 10%4” exposure, goes beautifully 
with any style or design. Half inch thickness provides deep, beautiful 
shadow lines that accentuate the ‘‘long, low look’”’ so popular in contem- 
porary homes. Long lengths—8’, 12’ and 16’—mean less handling and 
waste. Vertical grooved panels on gable ends add a beautiful architectural 
touch. Grooved panels have shiplapped edges for concealed joints. 


Builders, dealers, architects and home owners all get extra 
value and extra satisfaction with new Insulite Primed Siding. 


Bullders cut painting costs; handle uniform, straight pieces; 
speed up application; reduce waste; eliminate callbacks, repairs. 


Dealers handle a clean, compact, packaged product. . . uni- 
form, precision milled. No short lengths. 


Architects have, in Insulite Primed Siding, a uniform, de- 











Board-and-batten design 
Siding in plain 4’ x 8’ panels 
make strikingly distinctive : 
on center, and are fully prim« 
applications of Insulite Prim 
garage exteriors, porch ceilir 


pendable, highly flexible m: 
dential and commercial desi: 


Home Owners appreciat: 
design value, durability, 

to paint blistering. 

The sooner you can sta)’ 
Siding, the greater your 
mation you want, mail 










No 


7 SIDEWALLS ; 
more paint 







‘ED SIDING blistering ? 





of paint! 










In laboratory tests, in field tests... 
Insulite Primed Siding has not blistered! 









Flotation test apparatus used in our research lab- 
oratory measures the paint-blister-resistance of 
woods, hardboards, and Insulite Primed Siding. 
The sample in foreground is wood, painted two 
coats. The sample at back is Insulite Primed Sid- 
ing, painted one coat. Both have been subjected to 
same moisture-forcing treatment. Notice how 
paint on one specimen has bubbled, blistered and 
completely failed while paint on Insulite Primed 
Siding shows no blistering or damage whatever. 
































ten design treatments made possible by Insulite Primed Tees 

x 8’ panels are trim and handsome. Grooved panels, too, 

distinctive sidewalls. Grooves are 7/16” wide, spaced 8” 

e fully prime coated for fast finish painting. Many other 

nsulite I’rimed Siding include light commercial buildings, . > 
porch ceilings, and soffits. 


exible material for a wide variety of resi- 
rcial designs, 


ippreciate Insulite Primed Siding for its 
lity, |ow maintenance cost, and resistance 





Test homes at International Falls, Minnesota, 
built with Insulite Primed Siding, have now been 


n star anning with new Insulite Primed weathered for three full years. Photo above shows 
your fits will be. For the special infor- exterior view taken this winter of typical home. 


. ° Here, where winter temperatures reach 35° below, 
mail upon at right hdd today! summer heat soars above 100°, there is today no 


trace of paint blistering on Insulite Primed Siding! 
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Open this fold out—read the whole story. (= 





Here’s what makes this 


siding revolutionary! 


What it is: Insulite Primed Siding is a new wood 
fiber material, made on a new $1,500,000 ma- 
chine. It is |.” thick, looks like wood, works like 
wood, yet has no structural nor surface grain. 
Comes in 8’, 12’ and 16’ lengths for lap siding, 
and 4’ x 8’ panels, plain or vertical grooved. 


Five years of research, and laboratory and 
field testing, have insured the performance char- 
acteristics of Insulite Primed Siding. 


Cuts painting costs. Insulite Primed Siding is 
prime coated on face, edges and ends; and back 
primed. Every piece is ready for quick finish 
painting on the job. Grooves in vertical panels 
are fully primed. Insulite Siding can be painted 
soon after wet weather. 


No knots—no splintering. Considerable 
waste and expense are eliminated because Insu- 
lite Primed Siding has no knots, will not split or 
splinter. 


Easy to saw—easy to work. With handsaw or 
power saw, Insulite Primed Siding cuts quick, 
clean. It nails like wood. Nails set easily. 


New wide widths. Twelve-inch wide siding— 
now difficult to obtain in lumber—creates stylish 
exteriors. All Insulite widths and lengths are 
full measure. 


Reversible weather drip edges. Both long 
edges of Insulite Lap Siding are precisely cut at 
an angle to make water drip straight down in- 
stead of flowing inward to the wall. 


build better and save with 


INSULITE 


Insulite Division of Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 


INS 


Mail 
this coupon 
today 


INSULITE 
500 Investors Bldg. 
Minneapolis 2, Minnesota 


about Insulite Primed Siding. 


CHEESES HHSHSEHHESHEHSHESHEEHESESESEHEHEESESESESEEEEEEEEEEEE 


Please send literature and more detailed information 








Company Name___ a 


Address 


City County____ 
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HOME 











dramatizes the 


products and 











services you sell 


Homeowners are your best prospects and your 
biggest market, but as far as they’re concerned, 
you’re just selling boards and nails. You have to 
draw a picture to make them visualize the home 
improvement packages you’re really selling. Here’s 
how to do it: 


Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list or 
one we can develop for you. HOME is full of de- 
tailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials. 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 


A service for lumber and building product retailers developed 


by American Lumberman and Building Products Merchandiser 


























who are looking for how-to information. A recent 
readership survey indicates that 98% of readers 
know the name of the dealer sending them HOME 
magazine; 75% have made purchases as a result 
of receiving it. 

Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 15¢ per copy, including your front cover 
imprint, all handling and mailing charges. 


We will be glad to send you full information 
about this outstanding promotional service. Just 
fill in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000E, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
FInancial 6-5380 


( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 

Business name 

Street 


City Zone State 


Your name 











Modern Siding Development 


wew OTST Anil: PANELS 


Cut Sidewall labor costs up to two-thirds! 


EASY INSTALLATION SAVES MAN HOURS 


Olympic Quik-Fit Panels are ‘‘one-man” size—18” x 463/,”, precision made 
for quick, accurate fit and alignment. One man can do the work of three laying 
up ordinary shakes and shingles. And specially trained men are not required! 
Quik-Fit Panels are easy to install around openings. Panels can be sawed 
easily in any direction and they are shiplap-edged to insure tight joints. 
They may be applied at any exposure up to 14” to match openings or make 
courses come out even. No individual fitting is required. 
Quik-Fit can be applied to insulated sheathing, wood 
sheathing or “spaced” sheathing. After panel is 
in place, shakes should be individually nailea 
with two colored 6d nails provided in 
each Quik-Fit carton. Quik-Fit 
Panels can also be applied over 
almost any existing sidewall. 


BETTER SIDEWALLS 


Quik-Fit Panels are all wood — #1, machine- 
grooved red cedar shakes bonded to cedar under- 
coursing with cross-banded veneer strips. Because 
of bonded construction and quality controlled 
precision manufacture, Quik-Fit Panel sidewalls 
are more sturdy, weathertight and longer-lasting. 
And the bonded double cedar coursing provides 
the best possible insulation. 





ALREADY FINISHED 


Quik-Fit Panels are brush-coated with long-lasting 
Olympic Stain — specially formulated for cedar — 
and infra-red dried. Exacting quality controls 
insure color uniformity. Six warm western tones 
plus white primer have been selected in preference 
tests among homeowners and architects. Quik-Fits 
are packed 11 to the carton. Each carton can be 
quickly opened with Olympic’s “Zip-tab” opener. 
Matching colored nails are included, eliminating 
need for touch-up coat. Twenty-two panels will 
cover a square at 14” exposure. 




















For further information write Dept. D-1 














OLYMPIC STAINED PRODUCTS COMPANY 


1118 LEARY WAY SEATTLE 7, WASHINGTON 


National leader in pre-stained building products for 25 years 


s 
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Association mills 
manufacture 

_. redwood of 
superior quality 


the following mills produce 
and ship “CRA (RA) DRY 
Certified DRY” redwood 


ARCATA REDWOOD COMPANY 
P.O. Box 218, Arcata, California 


HAMMOND-CALIFORNIA REDWOOD CO. 

417 Montgomery St., San Francisco 6, California 
HOLLOW TREE REDWOOD COMPANY 

P.O. Box 178, Ukiah, California 
HOLMES EUREKA LUMBER COMPANY 

1430 Russ Building, San Francisco 4, California 
THE PACIFIC LUMBER COMPANY 

100 Bush Street, San Francisco 4, California 
THE PACIFIC COAST COMPANY 

P.O. Box 611, Willits, California 
SIMPSON REDWOOD COMPANY 

3100 Russ Building, San Francisco 4, California 
UNION LUMBER COMPANY 

620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 
Hobbs-Wall Lumber Company, Sales Agent 
405 Montgomery St., San Francisco 4, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 
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Molding Display 


All the different moldings carried by Indiana Lum- 
ber & Supply Co., Indiana, Penna., are displayed in one 
place on a compact board. Both the flat side and the edge 
of each sample is shown. The samples are classified as 
to flat, crown, base, screen, etc., and the price per foot 
is plainly marked on a tag beside each sample. 


Truck Redesigned to Double Capacity 


By rebuilding the bodies of two one-ton trucks 
Evans Lumber Co., South Charleston, W. Va., doubled 
their load-carrying capacity. Now each truck can carry 
two tons easily. 

To extend the truck bed, a steel arm on each side is 
used to brace the tail gate and permanently increase 
the floor area. Extension panels have been added to the 
sides of the truck to further increase the carrying 
capacity. Holes have been cut on the edges of the for- 
ward bulkhead so long lengths of lumber and pipe can 
be extended past the cab. The truck has been equipped 
with heavy-duty tires to handle the increased load. 





April 15, 1957, AMERICAN LUMBERMAN AND 





How big Dow promotion helps you sell more Latex paints 
This spring it’s “Paint Together with Latex Paints” 


Painting is easier, quicker, more fun when 
the family paints together. They start new 
projects, re-paint more often. That’s why you 
sell more paint. Much more! 


This idea is the cornerstone for the new, 
nation-wide promotion in 1957. It is under- 
written with a big, national advertising cam- 


*Coca-Cola and ‘‘Coke"’ are registered 
trademarks of The Coca-Cola Company. 
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paign by The Dow Chemical Company, 
leading supplier of latex to paint manufac- 
turers. The program is tied in with The 
Coca-Cola Company and McCall’s Patterns 
and Better Homes & Gardens for extra impact. 


You are the one who benefits directly. For 
further facts, study the next three pages. 


YOU CAN DEPEND ON 
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These 3 major companies join with Dow 
in promoting your Latex “Paint Together” 


1 THE COCA-COLA COMPANY will promote “Coke” to help 
uu sell more latex paint. Contact your local Coca-Cola 
bottler now. He'll see that you get a “Coke” machine for 
ur store. He will provide attention-getting banners carry- 
, your message. Then you can invite prospects in to talk 
ut latex paint over a “Coke”. Don’t miss this opportunity 
) set up a friendly atmosphere . . . to keep prospects in 
dur store . to create extra sales. 
2 McCALL’S PATTERN DIVISION will tie-in with publicity and 
tterns for your Latex “Paint Together.” Already acclaimed 
vomen everywhere as that “good-looking painting out- 


fit”, the Capri pants and apron will be promoted by McCall's 
Patterns in stores. Attractive ad mats, timely direct mail 
and aggressive McCall's merchandising add up to solid 
help in promoting sales for your Latex “Paint Together”. 


3 BETTER HOMES & GARDENS PLANNING CENTERS will promote 
Latex “Paint Together” in leading stores throughout the 
country. These Planning Centers, staffed by qualified dec- 
orating experts, are a source of advice for the nation’s 
homemakers. The Centers will display ad reprints and color 
charts . . . they'll advise on color selection . . . they'll bring 
the Latex “Paint Together” story to homemakers in person! 
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Full-color ads in national magazines 
tell your Latex “Paint Together” story 


45 million readers will be reached in April and May alone! 
We're out to corner an even greater percentage of the 
market for latex paint—and this campaign will do it. The 
lively, full-color pages plant the “Paint Together” idea with 
your prospects. But only you can make it grow into sales 
for you with strong tie-ins in your own operation. 


Pinellas Lumber Co., St. Petersburg, Florida Sherwin-Williams, Main Store, Detroit 


PROVED A GREAT SALES-MAKER! 


Last year Dow introduced a latex paint pro- 
motion tied in with The Coca-Cola Company 
and McCall’s Patterns. It was tested by paint 
retailers in all parts of the country. Here are 


YOU CAN 
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typical reports: “Stopped traffic” . . 
. “Real attention-getter”. Now 
you, too, can cash in on this sales-building 


standing”. . 


The schedule includes such outstanding magazines as 
Better Homes & Gardens, leading publication in the shelter 
field . . . McCall’s Magazine, a foremost service book for 
women Living for Young Homemakers, featuring a 
wealth of home planning and decorating material . . . Suc- 


cessful Farming, influencing the heart of the farm market. 


R. H. White Co., Boston 


. “Out- 


idea (see next page). 
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Act now—let this Latex ‘Paint Together” 
boost your spring sales 


For a limited time, Dow offers to send you a free Merchan- 
dising Kit. The kit contains a can topper, an ad blowup, 
a banner and a McCall’s Pattern envelope for the eye- 
catching costume you'll want to use. 


Let the ad blowup serve as a backdrop for your display 
of latex paint, brushes, rollers and related equipment. And 
be sure to identify your latex paint with the colorful can 
topper. The long “Paint Together” banner on the front of 
a counter (or on your window), and your invitation to 
“Come in and Have a Coke*” establish a pleasant infor- 
mality in your store. Mail the coupon for your Merchan- 
dising Kit today. 


eeeeeeeeer ee eeeeeeeeeeeeeeeeeeees 


THE DOW CHEMICAL COMPANY Nome 





PLASTICS SALES DEPT. PL1804F 
MIDLAND, MICHIGAN 


PROMOTION HANDBOOK 


You are also getting a promotion handbook that will help 
you make the most of the tie-in of “Coke”, McCall's Patterns 
and Latex Paint. It contains powerful selling phrases . . . 
radio and TV commercials . . . pictures of unique, easy-to- 
make window and in-store displays. The whole “Paint 
Together” promotion is outlined for you. 


Check this promotion handbook . contact your local 
bottler of Coca-Cola . . . and, for your own Merchandising 
Kit, write THE DOW CHEMICAL COMPANY, Midland, Mich.— 
Plastics Sales Department PL1804F. 


eee ereee eee eee eeeeeeseeeeeeeeeeeeeeeeeseeeeeeeese 








Name of Retail Outlet 


Please send me the free Merchan 
Address 





dising Kit so | may tie-in with the 
promotion of “Coke”, McCall's and 


State 





Latex Paint for “Paint Together” Town 


ola and *‘Coke’’ are registered 


ademarks of The Coca-Cola Company 


Circle No. 21 on Coupon, page 142. 





YOU CAN DEPEND ON 


April 15, 1957, AMERICAN LUMBERMAN AND 








goes over beautifully with 


...leading advertising feature 
in GOOD HOUSEKEEPING Sells Flintkote Building Materials for you! 


The editors of BEST in the HOUSE know a good 
thing when they see it. Flintkote asbestos sidings! 
For these products . . . along with other Flintkote 
materials .. . are featured over and over again in the 
‘‘model home’’ advertising feature in GOOD 
HOUSEKEEPING. 

Now. ..in the April issue of that highly re- 
garded magazine... your customers will see the 
handsome money-saving Flintkote Flintwood “32” 
Sidings gracing the BEST in the HOUSE model 
home. 

Your customers will also see that Flintkote 


building materials are backed by the GOOD 
HOUSEKEEPING GUARANTY SEAL. 
Identify yourself as a dealer of these fine 
Flintkote materials. Build an eye-stopping display 
around Flintkote roofing and siding. Take advan- 
tage of the BEST in the HOUSE promotional 
material that Flintkote gives you free. 
Call your Flintkote Representative for these 
sales aids and full details, or write: 
THE FLINTKOTE COMPANY, <&** 
Building Materials Division, ¢ 
Rockefeller Plaza, New York 20, N. Y. 


FLUINTICOTE ice ceces cc r007 
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Why dealers are optimistic 


Green 


ome building so far this year 
is off substantially, but as we 
report on our news pages, 
lumber dealers are generally opti- 
mistic. To be specific 14% say busi- 
ness will be as good as last year and 
41.2% anticipate sales will be better 
than in 1956. There are exceptions, 
of course. Retailers in farm areas, 
beset by both low farm prices and 
continued drought, find it hard to 
see the bright side. But, on the 
whole, the picture is favorable and 
the key question is “Why?”. 
There is no single, pat answer 
unless it is suggested by one word 
—change. It is significant that in 
January and February only a small 
percentage of the dealers we ques- 


tioned reported business the same 
as last year. It was either up or 
down and the swing either way was 
substantial. 

Visits to yards reporting both 
good sales and optimism for the 
rest of the year pin-point specific 
changes taking place in building 
material retailing. In new home 
building, for example, a growing 
number of retailers are more active 
with Lu-Re-Co, unit-priced job 
packages, contro] of available real 
estate and other smart methods of 
controlling the home sale. 

Increased volume on home im- 
provement business is also fre- 
quently back of optimistic sales 
reports. 


light for small-town dealers 


oo going out of business,” 
reported a small-town Iowa 
dealer recently to one of our 
editors. He blamed drought and the 
trend of his farm customers to buy 
from big-city yards as two reasons 
for throwing in the sponge. 

Before anyone starts a pessimis- 
tic rumor that small-town yards are 
doomed, we should like to point out 
that over 50% (18,619 yards) are 
located in towns under 10,000. 

In fact, various cost-of-doing- 
business surveys show that, on the 
average, the yards with the highest 
dollar sales per employe are those 
with the fewest employes. 

Without our “crying uncle,” we 
suggest that every small-town deal- 
er take a close look at his merchan- 
dising machine to make sure it is 
well lubricated and operating at 
maximum efficiency. Here are some 
check points. 

Physical plant. Do you have a 
well-painted, clean place of busi- 





ness, attractive to women as well as 
men? Are products neatly ar- 
ranged, accessory items displayed 
near companion products? Are 
your salespeople familiar with 
products mentioned in current con- 
sumer magazines as well as stand- 
ard brands in your store? Are most 
items clearly priced for self-serv- 
ice? 

Services. Do you offer a budget 
plan or some other form of time 
payments? Will you provide a list 
of carpenters for customers, who 
need minor repair work or a major 
home improvement job? Do you 
analyze your farm market by a 
personal survey to determine spe- 
cific needed jobs? 

The rural market, indeed, is 
waiting to be tapped. Every small- 
town dealer has the green light, but 
he must step on the gas by using 
his plant, people and services for 
the most effective overall sales job. 


EDITORIAL 
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THIS ADVERTISEMENT IS APPEARING IN Anchifectural Record ; Progressive Architecture ; American Builder ; 
Practical Builder; Air-Conditioning, Heating & Ventilating ; Heating, Piping & Air-Conditioning . 








writer and lecturer on heat flow, 
vapor flow, and condensation. 


These are important problems! DO YOU KNOW THE ANSWERS ? 




















1. Does BRONZE or ALUMINUM paint on an IRON 
radiator improve or impair its performance? (19, 20, 22) 


2. Will ORDINARY paint on an IRON radiator 
improve or impair its performance? (19, 20, 22) 


3. Is it true that ICE radiates heat at a greater rate than a stove? (17, 18, 22) 


4. What is :- k factor? C factor? Btu? U factor? R factor? (17) 


5. Is it true that the loss of each Ib. of vapor represents a heat loss of 1060 
Btu’s, or TEN TIMES that which raises the tempera- 
ture of 1 Ib. of water 100°F? (5) 


6. Does insulation KEEP OUT THE COLD? (17, 3) 


7. Do thermal insulations create heat? (3) 


8. Is it desirable to place vapor barriers on both sides of an insulation? (5) 


9. Is it true that cold does not flow to warm, but heat to cold? (17, 18, 19) 











i 
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Some of the answers may surprise you! Look them up in a handy, new 
reference manual, “Heat Flow by Radiation in Buildings,” by Alexander 
Schwartz. You may obtain ‘the booklet free! 


The numbers above refer to pages in this important contribution on 
the theory and practice of insulating against heat and vapor flow, and 


Alexander Schwartz, 


The author is a well-known lecturer in the 
field of heat and vapor flow, and thermal in- 
sulation. He is president of Infra Insulation, 
Inc. and author of “Simplified Physics of 
Vapor and Thermal Insulation,” which has 
been used for years as a text in universities, 
technological institutes and colleges, and as 
a valuable reference by architects, engineers, 
and builders. 


“Heat Flow by Radiation in Buildings” 
is yours, FREE, for the asking 
—Just use the coupon, 
and get the “answers”! 
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against destructive condensation. It is replete with simple, illustrated 
explanations of how to solve many usual and unusual heat flow and fuel 
problems; also illustrates many new installation techniques. 


In this one handy booklet of 48 pages are 
assembled and presented in clear, concise, 
easy-to-follow language: — facts; figures; re- 
ports of practical experiments and scientific 
theories obtainable otherwise only through 
years of study and consultation of hundreds 
of books and other publications. It is gen- 
erously illustrated with drawings, photo- 
graphs, diagrams, charts. 


Infra Insulation, Inc., 525 Bway., N. Y. N. Y. 
Please send [] Heat Flow by Radiation 


Dept. U-4 








ADDRESS 
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GARDEN TOOLS were one of the high- 
profit items added to Ruby's diversified 
stocks. The mobile display is located near 


the entrance. 





—e 


PLUMBING DEPARTMENT maintains a large inventory. 


Glass 


binning and price-marking creates impulse sales. 


Face-Lifting Makes Room 


for High-Profit Specialties 


Ample space for good-profit items, enabled this western 
Kentucky firm to increase its sales 15% within six months 


after remodeling. 


In planning a remodeling pro- 
gram for Ruby Lumber Co. last 
year, the firm’s officials set one ob- 
jective: a complete building mate- 
rials showroom to handle the widest 
range of building materials in west- 
ern Kentucky. 

The expansion program was com- 
plicated by the fact that the firm’s 
high volume of business had to be 
maintained at a normal pace while 
alterations were underway. 

The 86-year-old Madisonville firm 
reached its objective and can now 
furnish the complete house pack- 
age, including the foundation, 
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plumbing and electrical equipment, 
household appliances and television 
sets. 

“We had to remodel to catch up 
with the times,” says general man- 
ager George Casner, co-partner of 
Clyde Ruby. “But we didn’t think a 
new face would increase our sales. 
Our objective was to use this space 
for high-profit specialty lines to 
keep our sales volumes high in the 
face of increased operating expen- 
ses.” 

With the showroom expansion 
there also came an expansion in the 
number and types of products the 


firm handled. Though it did carry a 
widely diversified inventory before 
the remodeling program, Ruby 
added garden tools, aluminum spe- 
cialties and lawn mowers, both hand 
and power. 

To expand the 50-year-old build- 
ing, Ruby removed two main parti- 
tions to provide nearly 6,000 square 
feet of extra showroom area. Three 
entrances funnel traffic through the 
sales room. 


Self-service introduced. The 
biggest switch in merchandising at 
Ruby was the introduction of a 
modified form of self-service. Pre- 
viously, stock was kept in bins that 
extended to the showroom ceiling. 
Customers had to ask a clerk for an 
item and he had to roll a ladder to 
the proper bin to get it. Customers 
now wait on themselves to a large 
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CONCRETE PRODUCTS help Ruby earn 
the name of one-stop building material 
shopping center. All products listed are 
made in the firm's block plant. 


degree and customer walkouts have 
been virtually eliminated. 


Departments provide service. 
To provide customers with the best 
possible service, the showroom is 
highly departmentalized. The 
plumbing and electrical departments 
are operated jointly, though records 
are kept separately for accounting 
and inventorying purposes. Last 
year sales volume in the electrical 
department passed the $150,000 
mark and plumbing was more than 
$50,000 gross. 

Located on the main sales floor, 
the electrical department has its 
own sales counter. Ruby doesn’t 
compete with the local electrical con- 
tractors. Instead, the firm arranges 
complete electrical packages for its 
customers and helps arrange finan- 
cing for the jobs which are handled 
by electrical contractors. 

Ruby operates its own ready-mix 
batching plant and four transit-mix 
trucks. The firm also operates a con- 
crete block plant, which also pro- WALL CABINETS replace old floor-to-ceiling shelf space, which was served by a rolling 
duces a varied line of precast con- ladder. Individually priced samples are displayed on the door panel. 
crete products. Septic tanks are the 
fastest moving item in this depart- 
ment. 

Within a few months after the 
new showroom was opened, Ruby’s 
sales figures were up more than 
15%. With its diversified lines and 
one-stop building material shopping 
center, Ruby grossed more than $1 
million last year. With the increase 
in store traffic, improved customer 
services and increased parking facil- 
ities, the firm should pass that figure 
again this year. 
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OUTDOOR selling space is arranged so displays need not be brought indoors at night. 


Customer drive-in parking is invited. 


SELF-SERVICE is stressed. Prices and product descriptions cut down 


the time a clerk must spend with a customer. 


PLYWOOD BY THE POUND may be picked 
out and weighed by the customer in 
Romney's outdoor selling area. 


Outdoors is Good Selling Area 


Set up for self-service, Salt Lake City dealer’s weather-protected location has plenty 


of eye and sales appeal. 


A covered outdoor building prod- 
ucts sales area in full view of pass- 
ing traffic is a feature at Romney 
Lumber Co., Salt Lake City. The 
products are arranged to cut the 
customers’ shopping time to a mini- 
mum. 

Located between the sidewalk and 
the front end of one of the firm’s 
lumber sheds, the area is covered 
with a shed-type roof. Sides are 
open except for a back wall and the 
entire area is brightly painted. 

The roof offers ample protection 
from the weather so it isn’t neces- 
sary to move displays indoors when 
the vard is closed for the night. 
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Wind-blown dust is swept out each 
morning. This is a part of the regu- 
lar duties of one of the yardmen. 


A well-kept lawn plus a concrete 
paved parking area is in front of 
the covered selling space, adding to 
eye appeal. A chain link fence at the 
sidewalk discourages pilferage at 
night. Double-width gates in the 
fence open wide to reveal the entire 
area to public view during daylight 
hours. 

Noteworthy in the firm’s treat- 
ment of the outdoor selling space is 
the use of large, colorful signs. The 
signs identify and price the items 


on display. Other signs invite the 
passing motorist to drive in and 
park near the patio sales area. 
Humorous cartoon characters liven 
up on the larger signs. 


Items stocked in the patio store, 
include home workshop benches in 
KD package form, table tennis 
tables, prefab ornamental iron, ply- 
wood scraps sold by the pound and 
bagged insulation. 

Melbourne Romney, Jr., general 
manager of the firm and fourth 
generation of Romneys to operate 
the yard, developed the outdoor sell- 
ing space idea. 
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FILON. 
Fiberglas Panels 


build your 
sales volume... 


give your customer 
more for his dolar 


‘ 4, L 
« ; ee 
DICK POWELL APPEARS IN FILON ADVERTISEMENTS IN 3 MASS CONSUMER MAGAZINES .. . 
HELPING YOU SELL MORE FILON 


FILON SELLS YOUR OTHER MATERIALS, TOO. When you sell 
Filon fiberglas panels, your customer also needs framing, accessories, possibly tools...all the add-on 
items that build volume for you. FILON SIMPLIFIES YOUR CUSTOMER’S INSTALLATION. 
All he has to do is put it up, and very easily, too. No need to spend time or money for painting or 
finishing. His Filon dollar buys the built-in color he wants. (White and 19 decorator-selected colors 


in several corrugations, flat and shiplap. ) 


FILON IS BEAUTIFUL...TRANSLUCENT...SHATTERPROOF 
..-WEATHERPROOF. It’s the perfect building material for 
hundreds of different applications. Among them: patio and 
porch roofs ¢ carports ¢ fences * breezeways ¢ windbreaks 
¢ skylights ¢« sidelights ¢ sliding wall panels ¢ Shoji doors 
and screens * room dividers ¢ translucent windows. FILON 
GIVES YOU THE MOST POWERFUL ADVERTISING in the 
history of fiberglas panels. 109,000,000 customers will see 
commanding 4-color ads this year in BETTER HOMES & 
GARDENS, LIVING FOR YOUNG HOMEMAKERS, SUNSET, 
HOUSE BEAUTIFUL, FORTUNE... plus forceful pages in 
PROGRESSIVE ARCHITECTURE, ARCHITECTURAL 
RECORD, FACTORY, and builders’ trade magazines. FILON IS 
EASY TO GET from over 100 distributors’ warehouses coast 
to coast and in Canada. Write us for 4 


name of the distributor nearest you. } yy aide 
7 ; 


Wonderchild of Building Materials ; = al 
Fiberglas and Nylon Reinforced Panels a A 4 fd ON 
4iLL WS. 


FILON PLASTICS CORP. 2051 E. Maple Ave., El Segundo 18, Calif. 


LOS ANGELES NEW YORK CHICAGO ATLANTA PALO ALTO 
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KEITH KER shows how the flip-card file helps him keep his inventory posting 
in step with sales. “'l like to post it myself," he says. 


Problems. All lumber dealers, in common with 
most businessmen, have operating problems. Max 
Ker, Max Ker & Son Lumber Co., Idaho Falls, 
Idaho, did something about his. 


He sent his son and business partner, Keith 
Ker, to a management clinic led by American 
Lumbermen’s editor, Art Hood, and sponsored by 
the Intermountain Lumber Dealers Assn. Ker 
hoped the clinic discussions would give his son 
the answers to some of the problems facing their 
firm. 


In a nutshell, this was the situation facing 
the Kers: 


Idaho Falls is a boom town. It is headquarters 
for an important facility of the Atomic Energy 
Commission. Building volume in that city (1950 
pop. 19,212) has zoomed. In one recent month 
building permit volume went over $1 million; in 
11 months of 1956 nearly $334 million has been 
invested in new homes, most of it by tract 
builders. 


The city’s six retail lumberyards have not seen 
their sales volumes rise by an equal amount. 
Many of the materials have come direct to the 
job from sawmills and contractors’ captive retail 
yards at considerable distances from job site. 


Local retail lumberyards have continued to 
serve their traditional customers, the small-vol- 
ume custom builder, the farmer and the home- 
owner. These customers and city leaders in gen- 
eral have a feeling of unreality and. lack of 
permanence about their current boom. 


“It could be over tomorrow,” is the attitude. 
“We could have a housing surplus overnight.” 


While the big tract operations have been fi- 
nanced with government-insured and guaranteed 
mortgages obtained in large blocks, the dealers 
have suffered from a severe shortage of local 
mortgage money. Thus, there has _ been little 
building of this type. : 


The following exclusive American Lumberman 
article tells how Max Ker and son Keith, licked 
the problem. 


Clinic “Clicks” fo 


A year ago Keith Ker, Max Ker & Son Lumber Co., 
Idaho Falls, Ida., returned to the yard after having 
attended an American Lumberman management clinic. 

The four-day session in Salt Lake City, was held 
under the sponsorship of the Intermountain Lumber 
Dealers Assn., with Art Hood, editor of American Lum- 
berman, as clinic moderator. 

Ker returned to the yard with enthusiasm for his 
opportunity in helping his firm build a profit program. 
In his bag he had two bulging ring binder notebooks 
filled with data gathered at the clinic and his notes on 
how dealers from coast-to-coast have faced and licked 
problems similar to those facing his firm. After full 
discussion, agreement to a management program tail- 
ored to their own needs was reached by Ker and his 
father, founder of the firm and a past-president of the 
Intermountain Lumber Dealers Assn. 

The program follows in general outline the American 
Lumberman 20-point management program for profit 
control. (A brief statement of that program appears 
under the heading “The Hard Core of Dealer Profit”, 
American Lumberman, Jan. 7, 1957) 


Inventory control. Working with ideas gathered at 
the management clinic, Ker developed a card system for 
inventory control which is paying off — more than 
$1,000 so far. 

“We keep a purchase and sale record of our heavy, 
bulky yard and shed items with large turnover,” young 
Ker said. “The equipment for the system cost us about 
$300, but thus far it has saved us better than $1,000 in 
amounts paid to sellers in addition to other savings.” 

Each purchase is entered on the proper record card 
when it arrives. Quantity, date ordered, date received, 
seller and price of purchase and sale are put on the 
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How Ker Topped His Sales Goal 


ame KER'S /956 SALES 
OVER /IIOSS5 SALES 


SALES GOAL SET AT 
@ BEGINNING OF /956 


qs /955 LEVEL OF SALES 
FOR THIS DEALER AND 
FOR BUILDING PERMITS 
ISSUED BY H/S C/T¥ 


SV.-7/956 IDAHO FALLS 
PERMIT VOLUME ABOVE 
AND BELOW (955 


(NOTE) 
DEC. & JAN. DATA NOT 





FEB. MAR. APR. MAY JUN. JUL. AVG. 


Northwest Dealer 


SEP OCT NOV. DEC VAN. AVAILABLE WHEN THIS 


ASSEMBLED. 


How a management workshop led by American Lumberman’s editor Art Hood 


helped an Idaho dealer 


. . . develop an inventory control system ($1,000 saved already) 


. . Increase sales volume 50% in one year 


. . . make advertising a profitable investment 


card. Discrepancies between invoiced cost and quotation 
are instantly caught. Memory is not depended upon. 

Sales of items are recorded from sales slips on the 
record card. These are kept by number of pieces, bags 
or bundles for all items except boards; these are kept 
in board feet. 

“When you enter purchases,” Keith Ker said, “you 
check automatically what you have bought previously. 
You catch errors which the seller may have made in in- 
voicing. We’ve caught enough this year to pay us over 
$1,000 in corrected invoices. Also, we compare what 
we have just bought with what we previously bought. 
It’s a good check on what we're doing.” 

Ker pointed out the sales advantage of knowing in- 
stantly how much of any single item is available. This 
is better, in his opinion, than calling the yardman on 
the intercom to ask how much of an item is in stock. 

“T spend 30 minutes per day keeping sales and pur- 
chases posted in the inventory record,” he said. ‘That 
is all it takes to keep us up to date. 

“I do this work myself. I think it is vital that the 
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man who okays the bills also keeps the record. In this 
way, I know what we’re paying for and the proper price. 
Also, I know how sales are moving and can take steps 
to boost sales in slow-moving areas.” 


Sales volume. Using information picked up at the 
management clinic, Ker and his father have been able 
to set up a sales goal and a program to achieve that 
goal. 

The goal was set at 25% above the sale total of each 
1955 month and a sales program was planned to meet 
that goal. 

So successful has the planning been that the firm’s 
1956 sales have shown a steady gain of more than 50% 
over comparable months in 1955. This large increase 
has been gained at no sacrifice in net profit. In the same 
period building volume in Idaho Falls has fluctuated 
wildly. 

Where active contractor accounts have risen from 
15 to 45, the firm’s active ledger accounts have risen 
from 250 to more than 500. 

(continued on next page) 
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THIS IS THE RECORD of 2x4-14 S4S Douglas fir lumber as kept 
in number of pieces received and sold. The purchase price is 
shown on the card on many yard and shed items. 


Here’s how Ker’s monthly sales increase compares to 
city’s building volume: 


City's building for 1956 
compared to 1955 


Sales for 1956 


Month compared to 1955 


up 47% 
down 36% 
down 9% 
up 135% 
down 22% 
up 34% 
up 75% 
up 21% 
down 40% 
down 49%, 


up 62% 
up 57% 
up 58% 
up 54% 
up 61% 
up 70% 
up 70% 
up 61% 
up 110% 
up 34% 


Feb. '56 
Mar. ‘56 
Apr. ‘56 
May ‘56 
June ‘56 
July ‘56 
Aug. ‘56 
Sept. '56 
Oct. "56 
Nov. ‘56 


Better advertising. Following the advertising prin- 


ciples used by the nation’s top 10% of retail lumber 


“ ete * * 


YARDMEN NEVER have to count inventory in answer to question 
by the customer, Do you have enough to deliver today?" 


dealers, studied at the clinic, Ker has been able to make 
his firm’s advertising a profit-producing investment. 

In one special sale in this new advertising program, 
over 150 doors were sold. The sale was called “Operation 
Big Switch’, offered new doors in exchange for old 
door. The old doors poured in, the new doors poured 
out, and the old doors went right out again, too, as 
price-minded buyers picked them up as quickly as they 
were traded in. 

In another advertising move, California redwood was 
successfully and profitably introduced into the Idaho 
Falls market, where it had been almost unknown up to 
that time. 

As a general policy, the firm is now quoting prices 
per piece rather than per M. Ads run by the firm now 
quote monthly payments for end-use packages rather 
than lump-sum or board-foot prices. 

The entire 20-point management program for profit 
control has not yet been completely installed, but the 
results thus far are so good that the program is being 
speeded up. 
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STEEL SQUARE 


Gilbert Townsend.. treseeees32.50 


THE wooDs YOu USE 
Reprinted from Wood and Wood Products... .$1.00 


AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 





True measurement in construction is not only a 


necessity, it is a skill. With this book, the young 
carcenter learns the many uses of, and how to use 
accurately, his most valuable measuring tool—the 
steel! square. Includes illustrative problem, from 
start to finish, of house construction. Indexed by 
individual jobs for easy reference. 172 pages 


150 GLUING QUESTIONS AND ANSWERS 
++ 0081.50 


Helps your sales staff explain product construction 
features, and provide the ‘‘do-it-yourselfer’’ with 
needed information. Presents the answers to every- 
day questions on gives—from mixing and Spreading 
to equipment and methods. Covers laminating, hot 
and cold pressing, testing of glue joints, core prob- 
lems as well as plyweed and veneer. 


Thomas D. Perry 
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Did you know that we are using commercially only 
16% of the total number of tree species? This book 
of articles gives you a quick, complete picture of 
these leading woods, including source, general prop- 
erties and specific commercial uses. 


COMMERCIAL HARDWOOD IDENTIFICATION 
CHART 


Kukachka and Reno..... 6.665... c cece cee ee $9.00 


Using the simple charts in this book, you can quick- 
ty identify any important commercial hardwood 
with just the naked eye and a hand lens. Makes it 
@asy to separate red and white oak; birch, beech and 
maple; red gum and mahogany; Philippine and true 
mahogany; cottonwood, buckeye and black gum; 
other confusing weods. 24 pages. 


Enclosed is my check in the amount of $__.. for 
the books | have checked below. 


) Steel Square 
) 150 Gluing Questions and Answers 
The Woods You Use 
} Commereial Hardwood identifieation Chart 


Name 
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MODEL HOME erected in the Del Paso Lumber Co. yard is used to promote Lu-Re-Co 
home packages on a do-it-yourself or contractor-built basis. 


... Replaces Contractor Business 


When a major part of 
his contractor customers be- 
gan buying direct, this Cali- 
fornia dealer went after the 
with 
Lu-Re-Co home packages. 


sweat-equity market 


Promoting sweat-equity home 
packages utilizing the Lu-Re-Co 
svstem of panel construction is 
helping a De! Paso Heights, Calif., 
lumberman sustain his sales vol 
ume after he had lost most of his 
contractor trade to commission 
brokers selling direct. 

Returning from military service 
in 1945, Tom Linn, manager, Del 
Paso Lumber Co., found that con- 
tractors were bypassing his yard 
to buy direct. Unable to compete 


GUEST BOOK in the model house is used 
by manager Tom Linn to compile a list of 
prospects who want more 
about Lu-Re-Co homes. 


information 


with the commission men price- 
wise, Linn decided to develop his 
consumer trade to sustain volume 
sales. He decided package homes 
sold on a sweat-equity basis of- 
fered a good market, but the re- 
sults weren’t too encouraging. 

When the Lumber Dealers Re- 
search Council unveiled the 
Lu-Re-Co system of panelized con- 
struction, Linn realized it was the 
answer to rapid erection of shell 
homes. 

To familiarize potential custom- 
ers with the Lu-Re-Co system, Linn 
erected a two-bedroom model home 
in the Del Paso yard. During the 
construction he made a series of 
motion pictures to show how the 
house was erected. Last December 
he used TV spots to announce the 
house was open for inspection. 
Linn says people came in to browse 
through the house and ended up as 
customers in the firm’s showroom. 

“Our customers like the idea of 
erecting a home themselves and 
our market is expanding,” Linn re- 
ports. ‘‘Now we’re shipping 
Lu-Re-Co homes to an area within 
a 50-mile radius of Sacramento.” 


Financing. Lenders in the area 
weren't too enthusiastic about 
Lu-Re-Co homes at first. But cus- 
tomer acceptance of the idea and 
the motion pictures of the model 
home being erected in the Del Paso 
vard helped sell the lenders on the 
idea. 

“Previously there always was a 
question as to whether the home- 
owner could finish the home him- 
self,” Linn said. “But the Lu-Re-Co 
system eliminated this doubt be- 
cause it was easy to build.” 


Construction. If the owner holds 
the title to the land, Linn will ar- 
range financing which permits the 
customer to start building without 
a down payment. 

The package price for Linn’s two- 
bedroom Lu-Re-Co home is $3,250 
This package includes the concrete 
work, plumbing, wiring, paint and 
framing materials. 

“The owner can get a $4,500 loan 
which can be repaid in 20 years at 
the rate of $32.24 per month,” Linn 
explains. “There are five payouts 
of the principle during the con- 
struction. We have a verbal agree- 
ment with lenders to supervise 
construction. 

“From our experience with 
Lu-Re-Co,” Linn says, “we've 
learned that helping home pros- 
pects is profitable for all depart- 
ments in the lumberyard. It helps 
attract a stable type customer who 
keeps coming back. 




















The recent opening of the huge new WEPCO plant in 
Litchfield, Illinois was big news... but this is even bigger! Because 
of improved facilities and stepped-up production, we are 
reducing prices throughout our entire line. BUT THAT’S NOT ALL! 
We are also introducing new and improved products to 
bring you greater-than-ever customer appeal. Get the details 


about this exciting news inside then... 


GET ON THE BANDWAGON! This year, you have even more 


good reasons for joining the more than 20,000 lumber 


and hardware dealers throughout the nation who are cashing 
in on WEPCO'S fast-selling products ...national advertising 
... liberal co-op ad allowance... and free promotional aids. 


CONTACT WEPCO TODAY! 
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Slightly higher B 
in the West 


This is the same outstanding triple-track, extruded aluminum 
combination window that all America has come to know in 


the past few years... but now reduced in cost ateed by 


Good Housekeepi 


Al so that you can sell it at an all-time low price! m4 aves WE 
| “| A = 


Now...the latest addition to our line ...a Duo-Matic triple-track, 
extruded aluminum combination window that comes to you completely 
assembied, including the master frame! Does away with even 
the very simple assembly required by WEPCO’S conventional Duo-Matic. 
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Our modern facilities have enabled us to add even further 
improvements to a line that was already one of the best 
designed in America. You'll really have trouble keeping 
up with the demand for these four fast-sellers now... especially 
when your customers see the low prices. Sell WEPCO and you 


sell the greatest door value in the country! 












































Self-Storing Combination Door ... Highest Quality...Lowest Price 









DUO-DELUXE DOORS. ..... Available in 2-Lite & Picture Window Designs 
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Round out your line! WEPCO 







awnings and canopies are 






designed for maximum ventilation, 


minimum glare. Attractive, 





durable, baked-enameil finish. 


40th ST., CLEVELAND 3. OHIO (orevalZ-Jali-1) t—Jall o) diate Ml acelin a Throughout the Country 
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ESTIMATING CHARTS 
FOR 
FARM BUILDINGS 


By E. A. Malm, Architect 


SIMPLIFIED 
AND RE- 


contains 
es of con- 
ambrel, 


\a 


PRICE $15.00 


Order From 
American Lumberman, 


139 N. Clark, Chicago, 2. 





PALLET MAKING IS EASY when the work is organized like this efficient operation at 


Valley Builders Supply Co., Modesto, Calif. 


PALLET-MAKING 


Profitable Sideline 


California dealer also 


finds it’s a good way to use 


shorts. 


Making materials handling pal 
lets to special order has proved to 
be a profitable sideline at Valley 
Builders Supply Co., Modesto, 
Calif. ‘““‘We carry on a continuous 
sales campaign for pallet sales 
among local canneries and other 
industrial users,” explained Jack 
Ulrich, head of the firm. 

“A recent sale called for 8,000 
pallets. That is nice _ business, 
especially since many of our pal- 
let orders are non-competitive in 
price. Speed of delivery is the 
factor which brings in the busi- 
ness in many cases.” 


Ulrich finds that he can use up 
large quantities of his accumula- 
tion of upper-grade shorts in pallet 
building 


“Pallets can’t be built,” he said, 
“with low-grade lumber. However, 
every yard has an accumulation 
of good shorts which become a 
problem. When we _ use_ these 
shorts in pallet construction, we 
don’t have to sell them at a sacri- 
fice price.” 

Ulrich builds his pallets in an 
open-sided shed in his yard. A 
simple bench is built in the shed. 
Blocks are nailed to the bench top 
so that the pallet parts can be 
dropped between them and nailed 
together speedily. Lumber is cut 
to length, piled in the shed and 
then a carpenter, hired for the 
job, gets busy. Done in this way, 
production is fast and accurate. 
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SALES TIP: TELL CUSTOMERS IT’S 


S HKEFROUF CLAFBUARD 


Here’s a new siding with the sales appeal of long, 
narrow clapboard — that can’t burn, rot or be eaten 
by termites! Ruberoid Autoclaved Clapboard com- 
bines rich new lasting colors— protected from dirt and 
weather by Ruberoid’s exclusive Duroc” finish—with 
the lasting quality of stone itself. For extra sales and 
profit, tell buyers there’s virtually no maintenance, 


nothing to wear out, with Ruberoid Autoclaved Clap- 
board. Start boosting your siding sales now! at 


Av. Approx. Wt./Sq. 195 Ibs 


iE BY 
fk Via Te pares ite. © Pieces /Sq 39 
Bundles/Sq ° 3 





SPECIFICATIONS: 


8 3/,''x48"’ 


Size 
RUBEROID si rate" 
Headlap aie 


AU CLAPBOARD em si Mi = 


ASPHALT AND ASBESTOS BUILDING MATERIALS 


Ask the man from Ruberoid about the new Autoclaved Clapboard today! 
The Ruberoid Co., 500 Fifth Avenue, New York 36, N. Y. 
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1. CHECK-OUT COUNTER is used 
to display house plan and garden 
books at Point Loma Lumber Co., 
San Diego, Calif. 


Here are various ways 
dealers have devised to get 
product information into the 
hands of prospective cus- 
tomers. 


2. WALL RACK located at entrance of 3. WINGS mounted ona roof-supporting column 
Wilbur Lumber Co., Cedar Lake, Ind., is effectively display a wide variety of literature 
faced with glass to display bulky house and samples at Van de Visse & Kildea Lumber 
and farm building books. Co., Rochester, N.Y. 
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4. LAZY SUSAN made of four 
pieces of perforated hardboard 
mounted on casters rotates around 
a post at Renier Lumber Co., De- 
troit, Mich. 





5. FREE-STANDING RACK of per- 
forated hardboard can be moved 
around the showroom of Sabine 
Valley Lumber Co., Fort Worth, 
Texas. Plan books are punched and 
hung from hooks. 





RUSSWIN “Buy-Catchers” for 


RUSSWIN 
‘Homogant” 


‘ 
OCKS AND LATCHES j 
Style and Economy 


’ 
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* 
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sed “Fee!” 
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DISPLAY 
MOUNTS 


The 1957 line of display mounts 

are getting an enthusiastic reception 
from Russwin dealers everywhere. 
Their modern styling and rich 

color combinations provide 

a most appropriate setting for 

the new imaginatively-styled 
Russwin Doorware. 


Point-of-purchase displays are given 
a very important spot in the line-up 
of Russwin merchandising aids 

to dealers. On the counter or in 
the window, they attract attention, 
invite inquiries, spark sales. 
They're designed to make selling 
easier—and make national 
advertising more productive for 
every Russwin Dealer. Ask your 
Russwin representative to show 

you these display mounts. They 

help Russwin Dealers realize 
attractive profits on the 

“All Star” Line. Russell & Erwin 
Division, The American Hardware 
Corporation, New Britain, Conn. 


Russwill 


OM-Sitax 


Dealers have the edge 








Installment No. 3 


“Big 








Tickets” 














PART TWO—KITCHEN BUSINESS 


f AL for Part 1) 


...helps dealer's planner... 





sell project builders such as above, 


Planner-decorator becomes ace saleslady 


Both builder and consumer kitchen business developed 


by Marion, Ind., lumber dealer’s consultant. 


Upwards of 50 kitchen installa- 
tions a year in new and old homes 
are planned by Mrs. Teresa Kurtz, 
pictured above, as a service of Byrd 
Lumber Co., Marion, Ind. 

In addition to kitchen planning, 
Mrs. Kurtz is the company’s sales 
manager for kitchen cabinets and 
appliances, laminated countertops, 
paints and floor coverings. And she 
is readying new departments in 
wallpaper and carpeting. 


George Hinton, Byrd manager, 
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says that after a year’s experience 
as their planning representative, he 
is convinced that her services have 
been an important factor, together 
with a new store and consumer ad- 
vertising, in the company’s substan- 
tial sales increase in 1956 over the 
previous year. 

It all came about when Mrs. Kurtz 
set out to become a free-lance in- 
terior decorator in Marion, a town 
of 40,000 people. She went to Byrd 
to purchase materials for her own 


home, which included a high-style 
kitchen of her own design. Hinton 
quickly foresaw the advantages 
which a consultant could bring in 
added sales and hired her as a staff 
member on salary plus commission. 

Mrs. Kurtz was already trained 
in decorating, but she needed spe- 
cial education in kitchen equipment 
and design, as well as building prod- 
uct knowledge. She was sent to two 
manufacturer’s kitchen training 
schools and the Byrd management 
educated her in building materials. 


Sales and service. For the con- 
tractor, Mrs. Kurtz helps stylize the 
entire house, if needed. On specula- 
tive or project homes she works 
directly with the contractor. On 
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. .. and custom kitchens too. 


custom jobs she acts as the build- 
er’s representative, making recom- 
mendations to the home buyer. 

“Her services round out our com- 
plete package for builders,” explains 
Hinton. “We concentrate on new 
home sales, though we do no con- 
struction ourselves. Rather, we offer 
architectural planning, arrange for 
financing if needed and then com- 
plete the service with interior dec- 
orating and kitchen planning by 
Mrs. Kurtz.” 

Through newspaper advertising 
and direct-mail, about 50% of 


Byrd’s new home business is ini- 
tiated by the lumber company; the 
balance is initiated by the individual 
builders. 


BUILDING PRODUCTS MERCHANDISER 


Speculative homes. Although 
the bulk of Byrd’s sales are for cus- 
tom-designed homes, there is an in- 
creasing percentage of packages 
sold to small project developers, 
such as for the $14,500 homes of 
Builder Bob Hutchens shown at top 
of the page. 

“With the professional contrac- 
tors, I have had to learn to be very 
practical—you might say one needs 
a high skill of compromise,” says 
Mrs. Kurtz. 

“Builders of medium and low- 
priced homes, in particular, must be 
cost-conscious,” adds Mrs. Kurtz. 
“They have to build within a price 
limit. When I enter the picture, it 
means that I have to discipline my- 











self to work within a rigid frame- 
work of costs. But it is marvelous to 
see the results. Our service appre- 
ciably enhances the value of a proj- 
ect house.” 

About half of Mrs. Kurtz’ time is 
spent in the office and salesroom: 
the other half on location. She is 
developing a home modernizing 
business, too, but this as yet is not 
as heavy as the new home end. 


New Products in the package. 
With the entry of kitchen planning 
service, Byrd Lumber launched its 
built-in appliance business, which 
has proved profitable as part of the 
package concept. 

““As a matter of fact,” says Hin- 
ton, “our success with built-in 
ranges and ovens has resulted in 
consideration of dishwashers to our 
line. There is a question of how far 
we can extend our product base; 
we might draw the line when spe- 
cial installation labor is required, 
such as for plumbing fixtures.” Hin- 
ton said that ovens and ranges have 
not presented service problems to 
any marked degree. 

The kitchen business, allied with 
interior decoration, brought forth 
the need for equal attention to both 
wood and metal cabinets. Both are 
on display in the company’s new 
shewroom. It has also given birth 
to the possibility of wallpaper and 
carpeting sales. 

“As I help the contractor’s cus- 
tomers in planning a decorating 
scheme,” explains Mrs. Kurtz, 
“often I must recommend wallpaper 
or carpeting. If we sell these lines, 
we will gain plus sales and the pur- 
chaser will enjoy the convenience of 
a single ticket.” 

While it may seem impossible to 
locate a kitchen and decorating spe- 
cialist in a small city, Mrs. Kurtz 
feels that somewhere in every town 
there is a person with art training 
who can become a combination sales- 
lady and consultant. Manufacturers’ 
kitchen schools are extremely help- 
ful, she says; and on-the-job train- 


ing can be used to teach building 
products, estimating, ete. 

The Byrd yard is part of the Mid- 
land Building Industries, Inc., In- 
dianapolis, Ind. 


——_ AP 
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PAINT MIXING is 


part of decorating 
chore for Mrs. Kurtz. Byrd Lumber sells to 
major paint contractors in Marion. 
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ou so many profit opportunities! 


THE BEAUTY, FEATURES, VARIETY, 


AND PRICES OFFERED only. BY Hotpoint BUILT-INS! 


Cash in on the profit advantages that 
ONLY Horpoint offers you... 


Superior Performance — exclusive 
new Hotpoint features—backed by an 
established reputation for finest quality. 


Unequaled Variety—the widest 
selection of models at prices for every 
kitchen, every budget. 


Advanced Styling — ‘‘modern beauty 
for modern living’’—in five Colortones, 
Coppertone, or Stainless Finish! 


Simplified Installation — engineered 
to eliminate special wiring, plumbing, 
and construction—and to save you 
man-hours and dollars! 


FIVE NEW HOTPOINT OVENS— 

Offer such exclusive features as the Roast-Right thermometer and Rota-Grill 
rotisserie. Promotional models, sell-up models—plus the exclusive BI-LEVEL 
double oven. All fit into 24-inch cabinet. 


SEVEN NEW HOTPOINT SURFACE SECTIONS— 

30-inch stack-on with automatic time and temperature controls... drop-in 
models that fit into 30-inch, 24-inch and even 21-inch cabinets... two-unit 
sections with remote pushbutton controls . . . Golden Fryer . . . Golden Griddle. 


NEW HOTPOINT BUILT-IN REFRIGERATOR AND FREEZER— 

Combine outstanding beauty and convenience with low cost and ease of installa- 
tion. No special framing required—supported by the floor. No separate com- 
pressor installation. Each requires only 36 in. wall width, 24 in. depth. 


1957 HOTPOINT MODULAR KITCHENS— 

The Appliance that’s most-wanted by American women—the one sale that means 
seven sales for you! You sell a one-piece stainless steel countertop with sink, 
pushbutton controls, appliance outlets— PLUS an oven—surface unit—plug-in 
griddle—dishwasher—food waste disposer—cabinets! 7-ft. and 9-ft. models. 


These are the reasons why Hotpoint is today's hottest line of Built-ins. Start selling the line your customers 


know and want—get the full story from your Hotpoint Distributor today! 


look. +9 


Lor the dinost..pirst | 


RANGES + REFRIGERATORS + AUTOMATIC WASHERS + CLOTHES DRYERS + DISHWASHERS + DISPOSALLS“ + WATER HEATERS + FOOD FREEZERS + AIR CONDITIONERS + CUSTOMLINE + TELEVISION 
HOTPOINT.CO. {A Division of General Electric Company) 5600 Taylor Street, Chicago 44, Ilincis 
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KITCHEN BUSINESS 


continued 


BUILT-IN APPLIANCES displayed at Drazen Lumber outsell free-standing units by 25-1, in both 


contractor and consumer markets. 


Sells 90 kitchen packages annually 


Emphasis on quality; department manager and six outside 
salesmen plus guaranteed installation are behind the successful 
program used by a Connecticut dealer. Appliances sold in every 


package. 


Proof that the lumber dealer can 
capture big-ticket kitchen business 
comes from the Drazen Lumber Co., 
New Haven, Conn., where 90 kitchen 
package sales are chalked up an- 
nually at an average price of $1,850. 

“About two-third of our building 
materials sales, as well as kitchen 
packages, are for new homes; one- 


AMAL PA 


Sales Aids Available 
On Farm Kitchens 


The farm market is one of the largest 
for kitchen modernization. Rural Elec- 
trification Administration figures show 
that farm families will spend about 
$5.3 billion over the next five years in 
appliances, or about $1,000 per farm 
family. 

A color filmstrip, “Planning Your 
Farm Kitchen”, is available for $9.95, 
as part of a newly-launched effort by 
Better Homes & Gardens magazine to 
help dealers sell farm kitchens. 

Sixty-four frames in length, the film 
reviews what basic kitchen equipment 
is needed to “build” each kitchen work 
center. Publicity materials come with 
the filmstrip. 

A new “Farm Kitchen” booklet, 
showing ideas for kitchen wiring and 
lighting, ventilation, floor coverings, 
water systems, etc., is also available to 
dealers. Retail price is 35c each; deal- 
ers have bulk discounts. Better Homes 
& Gardens, Dept. AL, Des Moines, 
Iowa. 


MRE LA a 
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, 


third is for remodelers,”’ says Rob- 
ert T. Drazen, executive secretary. 
“We find the sales methods used to 
merchandise kitchens apply equally 
well to both new and remodeling 
prospects.” 


According to Joe Flynn, kitchen 
department manager, here’s how the 
company’s successful kitchen sales 
program works: 


The market for quality. “In our 
talks with prospects,” says Flynn, 
“‘we emphasize quality and the fact 
that the customer will be more 
pleased with the most modern, effi- 
cient unit. Our kitchen packages 
range from $900 to $4,500; the 
average sale is a relatively high 
$1,850 because of our quality em- 
phasis. Profitwise we are better off, 
and product-wise the customer is 
better off.” 


Most kitchens are sold from April 
to October. Advertising featuring 
budget payments for various re- 
modeling packages is on radio and 
appears weekly in the newspapers. 
Extra ads on kitchens are run dur- 
ing the peak season. Direct mail 
promotion on kitchens is sent to a 
list of 1,500. In all, the company in- 
vests about 2% for advertising. 

“We find that our sales leads come 
from a combination of our advertis- 
ing and word-of-mouth recommen- 
dation by satisfied customers,” says 
Drazen. 


The company sells four brands of 
kitchen cabinets, three in wood and 
one metal. Two complete kitchen 
displays, a breakfast-nook display 
and displays of appliances and acces- 
sories are arranged in the firm’s 
showroom as similar to actual in-use 
as possible. (Drazen is engaged in 
moving to a new showroom, de- 
signed by American Lumberman; 
present kitchen displays are not 
connected to utilities. ) 


Custom planning, with 3-D 
drawings. Flynn first shows inter- 
ested kitchen prospects the various 
model kitchen displays in an effort 
to determine the prospect’s desires. 
If the customer’s ideas are a bit 
behind the times, he points out 
newer trends and more modern 
products that are available. 

If the customer expresses an ac- 
tive interest, Flynn (or one of the 
firm’s six outside salesmen) will go 
to the job site to make necessary 
measurements. On a normal kitchen 
package, the staff prepares a detailed 
floor plan to show customers exactly 
where the cabinets and appliances 
will be located. On the more elab- 
orate jobs, the company utilizes a 
professional designer who prepares 
full-color, 3-D drawings of the fin- 
ished kitchen. Cost of the 3-D draw- 
ings runs about $25. 


“Whether it is requested or not, 
we always draw in a full complement 
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of appliances,” says Flynn. “Once a 
housewife sees a dishwasher or 
similar unit in the plan for her 
kitchen, she usually buys it.” 

The firm has been able to sell ap- 
pliances with every kitchen sale; 
last year it sold about 750 units. 
Built-ins outsell free-standing units 
25-1. The firm maintains an $8,000 
inventory of appliances. Items sold 
with kitchens include ranges, ovens, 
washers, dryers, refrigerators, 
freezers, dishwashers, garbage dis- 
posal units, fans, range hoods, built- 
in paper and foil holders and other 
accessories. “We stock only one 
brand of ovens and ranges,” says 
Flynn, “and we push them as much 
as possible. However, we do dis- 
play other brands and we will ob- 
tain brands we don’t display or stock 
as a service to the customer.” 

Drazen will arrange financing for 
kitchen customers, either FHA Title 
I or local bank financing. All paper 
work is handled by the dealer. Only 
about 15%-20% of the packaged 
kitchens are financed; the rest are 
paid for in cash, or in 60-90 days. 


Satisfaction guaranteed. The 
dealer keeps a list of qualified con- 
tractors and will recommend men to 
customers for kitchen installation 
work. Flynn will take a contractor 
to the job site and, if necessary, he 
will draw up the contract for the 
homeowner and the contractor to 
sign. Although the dealer does not 
sign the contract, he does guaran- 
tee the homeowner’s complete satis- 
faction with the finished job. Dealer 
salesmen call on the customer when 
the icb is in progress and when it 
is complete to check for satisfaction. 
On rare occasions, when faulty 
workmanship causes damage, the 
dealer replaces the materials at no 
cost to the customer. 

“Keeping the customer completely 
satisfied,” says Flynn, “is vitally 
important because a good many of 
our good sales leads come from the 
good word-of-mouth advertising of 
satisfied customers.” 

The kitchen business has been so 
good that an area 20’ x 28’ will be 
devoted to kitchen display in 
Drazen Lumber’s new store. 

Established in 1917, the Drazen 
Lumber Co. operates two yards in 
greater New Haven (pop. 350,000). 
The company services a 25-mile- 
radius trading territory and em- 
ploys 60 people, including six out- 
side and five inside salesmen. 


BUILDING PRODUCTS MERCHANDISER 


EXHAUST FANS are a ‘must’ accessory 
for both new and remodeled kitchens, 
according to Drazen designers. Other ac- 
cessories include range hood, pot and pan 
holders, built-in paper and foil racks. 


KITCHEN PLAN FLOORS are 
prepared by Joe Flynn, kitch- 
en department manager at 
Drazen's, to show customers 
how finished job will look. For 
big sales, a professional de- 
signer makes 3-D, full-color 
drawings. 


BREAKFAST NOOK DISPLAY 
provides convenient spot for 
Flynn to show the customer 
how cabinets and appliances 
might fit in her own kitchen. 
Note unique cabinet hard- 
ware display on wall. 




















KITCHEN BUSINESS 


continued 


FUNDAMENTALS 


of selling kitchens 


—as told by Geo. A. Ward, manager, 
Anderson Lumber Co., Ogden, Utah. 


Worthwhile volume and profits have been achieved by 
Mr. Ward and his kitchen salespeople in Ogden. In this inter- 
view, you discover Anderson Lumber Co. policies on: 


(1) Product selection. 
(2) Salesman selection, training. 
(3) Sales methods. 


The Product Selection 


9. Mr. Ward, why did you de- 
cide to concentrate on factory-built 
kitchen cabinets when you have a 
millwork plant? 

A. We did not have the problem 
of keeping our shop busy. That is 
taken care of through other sales 
programs. The only time we sell 
kitchen cabinets of our own make is 
for luxury or custom units, or when 
we cannot obtain delivery of our 
regular cabinets. 

When we sell a factory-made cabi- 
net we know our costs exactly. This 
is not always true in one’s own 
shop. Our pricing policy and profit 
are established more firmly by this 
policy, and this is important in a 
competitive situation. 


Q. How did you select the line 
of kitchen equipment you sell? 

A. We selected a line in the me- 
dium-price range which we felt 
suitable for all but the price shop- 
pers and the deluxe jobs. The former 
we do not wish to sell; the latter 

deluxe) jobs go to our own cabinet 
shop 

An important point in selection 
was the amount of promotional help 
available from the manufacturer, 
both in national advertising and in 
specific dealer aids. 

Also, the manufacturer’s whole- 
saler played a key role in the selec- 
tion. Service from the wholesaler is 
extremely important. After all, the 
retailer buys from the wholesaler 
rather than from the manufacturer 
in most cases. The wholesaler must 
carry complete stocks and his other 
services, such as delivery on sched- 
ule, must meet our needs. 
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Q. What is your inventory policy 
on kitchen cabinet units? 


A. Formerly we bought cabinets 
in carloads. However, we discovered 
so much hidden damage in carload 
deliveries that the advantages were 
lost. Now we buy each job through 
the distributor as we sell it. He 
assumes the liability of damage in 
shipment. We sell the job, order the 
units from the distributor and de- 
liver them. We find that we come 
out as well profit-wise as we did on 
the carload basis. In addition, we 
get far better turnover on our in- 
vested capital. 





@. What is your comment re- 
garding appliances? 


A. We try to sell everything 
going into a job. The built-in ap- 
pliances are a part of the job and 
can be sold at the same time. We do 
not keep a large appliance inven- 
tory; we order them out for each 
job from the distributor, the same 
as cabinets. 


Salesman Selection, Training 


Q. How do you select your sales- 
men? 
(continued on page 76) 


CUSTOMERS SELECT KITCHENS in 10x10’ model display at Anderson Lumber. Salesman 


Monie DeHaan, above, shows built-in oven. 
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Are you missing out on today’s 
Hottest’ Profit Opportunity... 












































Admiral. Con 


ELECTRIC BUILT-INS 


There’s a tremendous profit potential for you in the new con- 
AideivedPs Gradinctwe “Rotary Genser” struction and home modernization market if you get set...display, 
Bastes as it Roasts... promote and sell Admiral built-ins. 


Turns Automatically! ; 3 . 

the: Geld Nas Mis. Meine You sell the builders millwork, doors, windows, hardware, glass, 

any size turkey, roast or ham. Barbe- siding, roofing, cabinets, etc....but chances are they buy their 

cue spit slips into position easily... she. ° . “14.3 

“eullinar bashes” th tea Madeat built-ins from another source. With Admiral custom built-in 
cooking tops and ovens, you offer your customers a complete 
“one-stop” materials and supply service. Cash-in on the contrac- 
tor business with one-source builder sales—get extra profits 


from the “do-it-yourself” market at the same time! 


Admiral | 


Here’s Your Complete Department” 
This smart looking display is sturdily 
built — sells any Admiral built-in oven 
and 4-unit cooking top —takes only 5 
feet of floor space. 
Admiral’s Exclusive ATC” Cooking Unit ' : sales tear owe , =? 
«0 10 Ot youth 


Gives Controlled-Heat Cooking . Admira| 
at Exact Temperatures Selected! ——t 
Automatically measures and maintains For further details and name of Admiral distributor, 
the exact pan heat for any control slip your business card in an envelope and mail to: 
setting from highest to lowest as long =» Admiral Corporation, Built-in Appliance Division, 
a Dept. AL-47, 3800 Cortland St., Chicago 47, Ill. 
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FUNDAMENTALS 
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A. Most important is a desire to 
sell. We have no scientific answer to 
this problem of selection. But we 
are proud of our staff and we back 
them up. We avoid men who are 
looking for a ‘quick buck.’ Our men 
are conservative. They do not make 
wild claims. They realize that when 
they talk to a prospect that they can 
make or break the reputation of the 
company. When we select a sales- 
man, we try to measure his ability 
in this regard. 


Q. How do you pay your sales- 
men? 


A. Our salesmen work on a sal- 
ary and expense basis, plus a year- 
end bonus if we make a profit and 
our accounts receivable and inven- 
tory are in healthy proportion. 

We provide the salesmen with a 
company car. 


9. Do 
training ? 

A. Yes. Four of our men are 
graduates of several’ training 
courses in kitchen selling. Our men 
have been taught how to plan kitch- 
ens for maximum customer satis- 
faction; plus the technical aspects 
of the products. 


Sales Methods 


Q. Considering your store as a 
sales tool and not merely a place to 
keep merchandise, what have you 
done to make the store helpful in 
initiating and closing kitchen sales? 

A. Our model kitchen is com- 
plete ina 10’ x 10’ area. In this small 
space, we have an L-shaped model, 
where we show four different colors 
of cabinets, a garbage disposer unit 
and double sink, two types of coun- 
tertop materials, six widths and 
types of base cabinets and the range 
top and oven units we sell. 


9. What other 


you provide for salesmen? 


salesmen need special 


sales tools do 


A. Our salesmen have three 
basic tools, which they use in store 
or in the prospect’s home. These are 

1) full-color literature, (2) minia- 
ture kitchen planning kits; and (3) 
kitchen layout paper 

Good literature costs money, but 
we do not hold it back. This is one 
advantage of a national brand line. 

The miniature kitchen planning 
units are indispensable. Working 
with the kit, the salesman and pros- 
pect can develop a_ personalized 
kitchen layout, which is then trans- 
ferred to the layout pad. This sketch 
is all that is needed to go ahead 
with the job. 

If you cannot sell a serious pros- 
pect with this equipment, you do not 
qualify as a salesman! 
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Q. Is control of financing im- 
portant? 


A. It is vital. Our men draw up 
loan papers for the customer. We 
do not send the customer to the 
bank. In addition, we control the 
pay-out of the money to the contrac- 
tor, and to other suppliers. We be- 
lieve that this is an important serv- 
ice to the buyer. 


Q. What other products besides 
cabinets and appliances do you sell 
with a kitchen job? 


A. On remodeling work there is 
lumber, countertop material, wall- 
boards, wall finishes, perhaps a win- 
dow or two. We also handle ventilat- 
ing hoods and fans. At the mini- 
mum, a soffit usually has to be built, 
and this takes a bit of material. 
When floor coverings are needed, we 
subcontract that as we do not sell 
floor coverings. 

A good salesman will of course 
see other specific needs in an indi- 
vidual prospect’s home. He must 
always be on the lookout for related 
selling when planning a kitchen. 


9. Do you install kitchens? 


A. Anderson Lumber Co. does no 
construction work. It is our policy 
to give a sub-contract for the labor 
to one of the contractors in our area 
whom we know can produce the 
work properly. We take the general 
contract. 

In contractor selection, we are 
very careful. When we make the 
quotation, our salesman takes the 
contractor with him to meet the 
customer and inspect the premises. 
We ‘carry the ball’ all the way. 

And we work hard to help the 
contractor do a competent job. 


Q. How do you quote prices? 

A. We place major emphasis on 
monthly budget payments, not on 
the total price. 


Q. Thank you, Mr. Ward. We 
are sure that your experience re- 
lated here will help other lumber 
dealers. 

A. You are entirely welcome. We 
find our packaged kitchen program 
is excellent business. 


MINIATURE KITCHEN PLAN KIT shown by salesman DeHaan is a 
vital part in the Anderson Lumber Co. program of selling complete 
kitchen jobs for home modernization. 


MT inate 
QT 


NTT TNT MN TTT . 


PTT 


April 15, 1957, AMERICAN LUMBERMAN AND 





es digg Rs 


< | \\ 


Get your 


— - ) — 99 
“Pranchoe of lhe Putuve 
TODAY! 


Yoo’ll make MAXIMUM PROFITS 
in the modernization BOOM as a 
Hotpoint Custom-Kitchen Specialist! 


Don't pass up this high-profit, skyrocketing opportunity. All you need is a 
good name—a good organization—and the complete “package” offered only 
by Hotpoint. Adding Hotpoint Custom-Kitchen sales to their business has 


doubled the income of dealer after dealer! 


Find out about the Franchise of the Future—the only franchise that gives you 


all of these advantages . 


a Nationally-respected appliances « + » unequalled in acceptance. quality, variety—and 


ease of installation 


Ze Profitable arrangements » « © e » With cabinet and accessory manufacturers—AND with 
local sub-contractors—all arranged by your Hotpoint 
Distributor! 


: : . 
3 Kitchen Planning Service... .. to make you the outstanding kitchen modernization 


authority in your community 





4. Powerful merchandising and advertising materials .. . co bring you a steady 


flow of prospects 


5. Versatile finance plans for you and for your customers 








Send for your free copy of “The Connecticut Story” 
—the documented facts about the Hotpoint Custom- 
Kitchen Specialist Program. Don’t delay—get your 


“Franchise of the Future’’ today! 





Write to: 


' i AUTHORIZED 
Hotpoint Company, Builder Division 
5600 West Taylor Street +» Chicago 44, Illinois CUSTOM-KITCHEN 


SPECIALIST 


IS AN AUTHORIZED 


Hotpoint 


ae, 
as 
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KITCHEN BUSINESS 


continued 


3,500 square feet of inv 


entory (value: $30,000) at Bagnal Supply. 


Exclusive interview tells how dealer sells— 


GENERAL £2 


Nine carloads of major appliances a year 


Should a_ lumberyard 


sell major appliances? 


“Emphatically, yes!” reply the officers of Bagnal 
Builders Supply Co., Columbia, S. C. Here are the 
answers by the brothers M. R. Bagnal, Jr., vice- 
president, and T. N. Bagnal, treasurer. 


9. Gentlemen, we understand 
that your company, which has been 
in business 35 years in Columbia 
(a town of 87,000 people) sells 
nearly 1,000 major appliances a 
year, meaning around $140,000 vol- 
ume a month. How long have you 
been in the appliance business? 


A. Three and a half years. 


9. How did you get into appli- 


ance selling ? 


A. When we decided to go into 
appliance sales, we selected a na- 
tionally-known brand. With a well- 
known brand, the contractors and 
consumers do not question the qual- 
ity and performance. We find that 
for many products, like water heat- 
ers and all built-ins, the lumber 
dealer is in a better position for 
sales than any other type of retailer. 


9. Does that mean that you have 
an extensive contractor business? 


A. Yes. About 90% of our $1- 
million-plus volume comes from 
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sales to contractors, many of whom 
build on speculation. 


9. You must have outside sales- 
men for this business. How many do 
you employ ? 


A. We have five men for con- 
tractor sales, which includes sales of 
appliances. However, one man con- 
centrates full-time on the appliance 
end. He calls on contractors, archi- 
tects and plumbers. The other sales- 
men, who make about 10 calls on 
contractors a day, discuss appliances 
when possible. 

In addition to the regular sales- 
men, both of us (Messrs. T. N. and 
M. R. Bagnal) make outside calls. 


. What emphasis do you place 
on kitchen display? 


A. Just before we went into ap- 
pliance sales, we erected a new 
showroom building with 3,500 
square feet of display space. About 
a fourth of this space is devoted to 
appliances ‘in-use’, including a mod- 
el kitchen. We try to show each of 
the colors available in appliances. 


9. How about advertising? 


A. We have always got some- 
thing on radio, TV or in the news- 
paper. This is very important. At 
the beginning of each year, we set 
up our budget for advertising. We 
usually put about 1% of our gross 
sales in advertising. A major por- 
tion of this is on appliance and 
kitchen products. 

We also rent billboards around 
town. 

In our area, the distributor co- 
operates on much of the appliance 
and kitchen advertising. 


9. Any trouble in appliance 
servicing ? 

A. Not with us, because we have 
a system. However, unless a dealer 
has access to an efficient service set- 
up, he better think twice about 
going into volume appliance sales. 

Every appliance we sell carries 
with it a $6 service charge, in the 
sale price. This pays for the cus- 
tomer’s one-year guarantee for 
service. The manufacturer has an 
authorized service agency here. 
Once a quarter, we turn over a 
record of sales and the service fees 
to the agency; they take it from 
there. 

This system works smoothly. 


Q. How about 
shipments? 


inventory and 


A. We try to avoid troubles on 
shipments by anticipating our 
needs. For example, it takes from 
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30-45 days to get a carload of ap- 
pliances. When we get a car in, we 
usually try to anticipate our needs 
and order another one immediately. 

We do not need a huge inventory 
because there is a regional distribu- 
tor close at hand. However, we have 
an inventory that ranges in the 
neighborhood of 3,500 square feet 
in the warehouse. 


Q. What about future plans? 


A. We are, of course, planning 
on selling more appliances. We will 
probably go into trade-ins to a 
greater degree. 


How Dealers Pay 
Kitchen Salesmen 


COMMISSION SCHEDULE 


For contractor sales from stock at 
contractor prices wa 2to 4% 


For contractor sales at concessions 
. . ° 
from list prices Ito 2% 


For consumer sales (materials only) 
at consumer prices 4to 5% 


For complete kitchen packages 
{and similar packages) including 
installation labor ... 10to 15% 


EARNINGS OF OUTSIDE SALESMEN 


1. Selling to contractors only. 
Average monthly earnings: $460 
Average monthly sales: $14,800 
Average % on sales volume: 3.0% 


Selling to consumers only. 

(Materials only; additional earnings on 

packages that include labor.) 
Average monthly earnings: $446 
Average monthly sales: $8,630 
Average %/ on sales volume: 5.1% 


Combination selling to consumers and 
contractors: 
Average monthly earnings: $404 
Average monthly sales: $10,200 
Average % on sales volume: 4.0%, 


Kitchen business demands outside 
salespeople. The above tabulation, 
based on an American Lumberman 
survey among 1,500 lumber and build- 
ing material dealers, shows current 
commission practices for outside sales- 
men. These figures are based on salary 
plus commission; less than 1% of lum- 
ber dealers operate on 100% commis- 
sion basis. 

One variation from the above is the 
policy to pay a commission on sales 
price (say 3%) plus a 10 to 15% com- 
mission on net profit. 

Another plan, on consumer packages 
that include labor, is to figure mate- 
rial at contractor prices plus net cost 
of labor and supervision. A (25%) 
profit is added to this figure, and the 
profit split 40° to salesman and 60% 
to the company. 

Generally, it is best practice to keep 
direct selling costs on materials (not 
labor) below 5%. Consumer sales bring 
higher commission percentages than 
contractor business because all mate- 
rials can be sold at full retail markup. 
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LuMBERMAN REPRINTS 


Here is a list of American Lumberman editorial reprints available at 
10¢ each. Please order by number—using the convenient coupon below. 
Inasmuch as no reprints are sent C.O.D., please enclose the exact 
amount in coin or check. 


Twenty-six Ways to Build Morale and Teamwork—by Art Hood 
How to get people to do what you want them to......September 22, 1951 


The ABC’s of Personal Progress—by Art Hood 
A time-tested prescription for getting ahead.... 


“Sittin’ Pretty!”—by Art Hood 
The operating ratios of sound, conservative dealers. . 


The Mathematics of Pricing—by Art Hood 
A practical formula for profitable retail pricing 


Making Merchandising Partners—by Art Hood 
How wholesalers and dealers can work together for 
more saleS.......00. December 14. 1953 


Twenty Things to Do Before Cutting a Price—by Art Hood 
Management techniques for competitive price control....January 25, 1954 


Twenty Ways to Go Broke and Fast!—by Art Hood 
A check-list on the major causes of business failures. .....February 8, 1954 


A Creative Salesman’s Pledge—by Art Hood 
The principles of creative selling..............-. February 22, 1954 


Why I Lost That Sale—by Art Hood 
A check-list of the reasons behind lost sales................May 8, 1954 


Too Many Retailers—Not Enough Consumer Salesmen!—by Art Hood 
Why you should have additional consumer salesmen......March 22, 1954 


Competition Is More Than Skin Deep!—by Art Hood 
Why and how competitors capture business from your area. . August 9, 1954 


Compare Your Operating Statement—by Ira S. Fields, Fields 

and Fields, Certified Public Accountants, Chicago 

A set of favorable industry averages with which you can 

compare your operation .....- August 24, 1954 


Banish Red Ink This Winter—by Art Hood 


How to increase your cold weather sales....... cans September 6, 1954 


ber 18, 1954 


Never Underestimate the Power of the Women—by Art Hood 


How to attract and serve women customers... Oct 





AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 
139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Please send me reprints: (please circle) 
101 102 103 104 106 107 
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Here’s a window glass label 
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SEEN BY YOUR CUSTOMERS IN 
NATIONAL ADS. 

The L-O-F trade-mark will appear on 162,312,678 pages of 
advertising in 1957. That’s sure to include a lot of people 


right in your community. 
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your customers know... 
and accept readily! 





(3) SEEN ON THE GLASS YOU CUT! 


Your customers can see that you’re selling them a top-quality pro- 
duct. The nationally advertised L*O-F trade-mark is prominent 


in the L:‘O°:F Window Glass label. 


...and it’s the easiest glass to cut. 


28 of 30 glass dealers who took a cutting test with three brands of glass chose 
L-O-F. It’s another reason to specify L:O-F on your next window glass order. 


Libbey*’Owens‘Ford Glass Co., 608 Madison Ave., Toledo 3, Ohio. 


LIBBEY OWENS-FORD 


a Great Name in Glass 
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- Carlton's New Stainless 
Steel Vegi-Prep Sink 


Designs to meet every modern sink requirement 


Shown above is Carlton’s New Tri-Level No. 
DSR-2147LD, Three-compartment, all-purpose, 
stainless steel sink. This new Carlton Sink com- 
bines the Vegi-Prep Sink with still another bowl. 
The third bow] is extra-deep and is ideal for clean- 
ing pots and pans; serving as a butler’s pantry 
sink, hand laundering, and numerous other sink 
chores. The double faucet arrangement permits 
two people to use the sink’s facilities at the same 
time, without interfering with each other. 


Installation requires only a little more counter 
space than the customary two-bowl] models, and 
the cost is far less than it would be if a single bowl 
were installed as an extra service sink elsewhere. 
The Tri-Level model is available with the deep 
compartment either on the left or right side. 


There’s a world of difference in 
stainless steel sinks, as you will 
quickly discover when you inspect 
Carlton's gleaming, new Vegi-Prep 
Design. The deep compartment 
takes care of the usual sink chores, 
while the shallow 
under which any 
tuck her knees so comfortably, is 
just right for preparing fresh fruits 
and vegetables for freezer or table. 

See how Carlton’s careful engi- 


neering makes sink chores almost 


compartment, 


housewife can 


fun. The narrower wall between 


bowls that reduces splash . . . the 
sound-deadening undercoating that 
hushes dishwashing clatter; trans- 
forms garbage disposer noise from a 
growl to a purr! And, of course, 
there is no enamel to chip or crack; 
no chance of food stains or rust. A 
quick whisk of a dish cloth and a 
Carlton Stainless Steel Sink is re- 
stored to its everlasting beauty. 
Write for Catalog No. 184 and 
the name of your nearest Carlton 
Distributor. Address SINK DIVI- 
SION, Carrollton Manufacturing 
Company, Carrollton, Ohio. 


Alivoyes the tright spot in any kitchen - costs net a penny more! 
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KITCHEN BUSINESS 


continued 


GRAND OPENING NOW 


PACIFIC COAST LUMBER CO. 
KITCHEN DEPARTMENT 
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A A big splash for 
a big idea 


The full-page advertisement 
above, published in a February issue 
of the Santa Barbara (Calif.) News- 
Press, is indicative of the nation- 
wide move to capture more kitchen 
business by alert retail lumber mer- 
chants. 

The aggressive fashion in which 
Pacific Coast Lumber has launched 
its kitchen program shows that the 
management has studied well the 
fundamentals of kitchen merchan- 
dising. Note: 

(1) Pacific Coast Lumber offers 
a complete planning service, mean- 
ing complete control of each big- 
ticket kitchen installation. 

(2) Pacific Coast Lumber concen- 
trates on national brand appliances 
and uses the appliance producer’s 
cooperative advertising. 

(3) Pacific Coast Lumber knows 
how to dramatize the kitchen — 
through such promotions as cooking 
demonstrations by the home econo- 
mist of So. Counties Gas Co., and 
radio broadcasts direct from the 
lumber dealer’s kitchen display. 

(4) Pacific Coast Lumber, when it 
decided to enter the kitchen business 
with a_ full-fledged department, 
hired an experienced retail kitchen 
manager, O. F. Ziebrath. 

J. C. Huston, manager of the firm, 
says that the kitchen business is 
the second step to become a com- 
plete “building material department 
store.” Last ‘year the company’s 
new store was opened with hard- 
ware, power tools and _ building 
material displays for the first time. 





A3301E Knob 
_ 2” Diameter 
75¢ each 



















AD527E Knob 
1%” Diameter 
60¢ each 





AD427E Pull 
3%” Overall 
65¢ each 





AD424E Perit 
4” Overall 
75¢ each 





Hinges—85¢ pair 
A7636E for %” 
Lip Doors 
A7663E for %” 





EXTRA PROFITS FOR YOU 






... for every remodeling job, 
be sure to suggest Amerock 







Cabinet Hardware. 



























CABINET HARDWARE BY 











... GIVES A “NEW LOOK" 
TO OLD KITCHENS 






Whether your customers are 
merely repainting an old 
kitchen or doing a complete 
remodeling job, it’s easy to 
sell them hardware harmony 
with Amerock. 

For cabinets and cupboards 

. in any tone of natural or 
















enameled wood . . . customers 
can select the right pattern 
and finish. 






Beautiful displays show 
“Colonial” patterns in Antique 
Copper or Colonial Black . . . 
“Contemporary” patterns in 
Ebony Black, Polished Brass, 
or Satin Copper . . . ““Modern’”’ 
patterns in Polished 
Chromium or Polished Brass. 
Use them in the store or on the 
job... self-liquidating in cost. 
















SEE YOUR AMEROCK WHOLESALER 
OR SEND FOR DEALER SALES KIT 






















AMEROCK CORPORATION 
Rockford, Illinois 




















ACCESSWAY 





ww 


There's a 


for every type 
of sub-grade opening 


When you stock USF Window Wells 
you’ve got the complete line—popular 
round types, straight types for use where 
space is limited, deep casement and 
accessway wells, shallow designs for grade 
level installations, and foundation vents. 
Two different qualities let you meet re- 
quirements of all types of construction. 
USF welded bar stock Well Guards are 
also available for all USF wells. Send for 
complete information and attractive price 
schedule today. 


aii 
sgt This handy folder illustrates 
| design features, gives com- 
plete size data and other 
pertinent information. Free 
copies mailed on request. 


Yours TEEL ABRICATORS, INC. 


WOOSTER, OHIO 
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KITCHEN BUSINESS 


continued 

















“Associate’ plan sells 


appliances in Wisconsin 


Although dealers who specialize in a full-fledged 
kitchen department, such as most of those documented 
in this issue, reap the highest rewards, a built-in ap- 
pliance department can also benefit lumber and mate- 
rial merchants who desire a more limited role .. . 
simply adding the appliance to the over-all house pack- 
age to builders or consumers. 

An “associate” distribution policy as developed by 
many of the appliance manufacturers is ideal for this 
type of operation. Inventory requirements are mini- 
mized. 

For example, the Graybar Electric Co. of Wisconsin, 
a major appliance distributor, reports that 87.3% of 
1956 built-in business from its Milwaukee branch came 
from “associates” such as lumber dealers, catering to 
the small builder and contractor. Graybar’s branch in 
Green Bay reported that 67.9% of its 1956 sales came 
from “associates.” 

Two typical “associate” dealers are Veenstra Lum- 
ber Co., Racine, Wis. and Ripp Millwork, Madison, Wis. 
Veenstra sells built-in appliances as part of its full- 
house packages to builders; and in some cases make 
actual installations where a builder does not have a 
sub-contractor to handle this detail. Ripp Millwork 
sells to builders and also has a side business of re- 
modeling, for which built-in appliances are sold. Ripp 
will provide “packages” of complete kitchens, all ap- 
pliances included. 

The “associate” plan as devised by the manufacturer 
whose appliances are sold by Veenstra and Ripp pro- 
vides adequate dealer profit without necessity of heavy 
dealer inventory. Many appliance producers provide 
similar plans for the lumber retailer. 


BUILT-IN appliance 
display at Ripp 
Millwork Co., Mad- 
ison, Wis. This deal- 
er is one of the 
“associate distribu- 
tors'’ under Gray- 
bar Electric Co., 
major Wisconsin 
appliance distribu- 
tor. 
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THE AMAZING NEW WINDOW WITH SASH 


T.M. Reg. Pend. 


WW 











U.S. Pat. No. 2,666,235 





safe, easy cleaning 
more air! no drafts! 


keeps out rain, snow 











Both sashes tilt easily to any desired 
angle for true healthful no-draft ventilation 
that uses 100% of the wall opening! 
Wash a// outside glass in comfort—without 
disturbing screens or storm sash. Looks 
like an ordinary window and can also be 
used like one—concealed adjustable 
spiral balances for quiet, easy operation. 


It goes up...It goes down...It’s weatherstripped...And it TILTS! 


FAMOUS BEE GEE...THE DECORATOR’S WINDOW 


Companion line of 170 high-style 
casement, picture and corner picture 
windows...“idea” windows designed 
as focal points for lovely modern 
interiors. “Wife-Approved” for their 
clean, slim modern beauty, their 
practical convenience. Completely 
assembled units, ready to set 

in the wall. New fingertip Crank 
Operator now optional, factory - 
installed —also in “Do-It-Yourself” 
kits for older Bee Gee windows. 














+ & Reg. U.S. Pat. off 
- BROWN-GRAVES CO., Dept. AL-118, Akron 1, Ohio 
" j Send catalogs with full details on: 


d d [] TWIN/TILT WINDOWS’ [_] BEE GEE WINDOWS 
ae. WOO mail coupon lama: ([] builder [] architect ([(] dealer 


WINDOWS oC 


ADDRESS 


BROWN-GRAVES CoO., Akron 1, Ohio 
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Easy to handle... 


Easy to Store... 


ONE CARTON is used for all nail sizes packaged in one-pound 
units. Cartons are bought from a local paper wholesaler. 


NAIL STOCKS in labeled one, two, and five-pound cartons save 


valuable time for the sales clerks. 


Packaged Nails Pay Their Way 


Customers like the convenience and Utah dealer likes 


the time-and-money saving advantages. 


Packaged nails are more than a 
novelty; they pay their way. Big- 
gest advantage lies in the speed 
with which clerks can serve custom- 
ers for nails. 

This is the opinion of S. C. Robin- 
son, Rio Grande Lumber Co., Salt 
Lake City, Utah. Robinson has been 
merchandising packaged nails for 
some time. He likes them so well he 
puts up his own packages when he 
can’t buy them already packaged. 

“It is much faster to pick a pack- 
age off the shelf,” he said, “than it 
is to go to the bin, claw out the 
nails, weigh them and drop them 
into a sack. With higher salaries 
and wages becoming an increasingly 
important item of operating cost, 


86 


this time-saving feature becomes 
vital.” 


Favorable costs. Cost factors of 
packaged nails work out to the ad- 
vantage of the dealer, Robinson 
finds. With bulk nails retailing, say, 
at 21c per pound, the packaged kind 
sell for 24¢c in a one-pound box. 

“The 3c difference pays for the 
box and the labor of boxing,” Robin- 
son pointed out. 

Rio Grande Lumber Co. buys nails 
pre-packaged in two and five-pound 
cartons. Feeling the need of a one- 
pound box, Robinson had some made 
up by a local paper wholesaler. 

One size box fits all sizes of nails. 
Robinson’s box measures 2145” x 


21,” x 334”. This carton costs about 
1c each in quantities. A local printer 
made up gummed labels to identify 
the boxes. 

Robinson finds this size carton 
works well. It is big enough to take 
the larger nails, yet not so big that 
smaller nails get lost in it. In addi- 
tion, they stack well. Twelve one- 
pound cartons occupy shelf space 
measuring 11” x 9” x 4”. They can 
be stacked on the same shelves con- 
taining builders hardware if need 
be. 

Robinson maintains stocks of the 
following sizes in packaged one and 
two-pound cartons: 


8dbox lO0dfin. 8d casing 


bdbox édfin. 8d galv. 
6d galv. 


16d com. 
8 d com. 
4d com. 
plus two sizes of shingle nails 


It is Robinson’s experience that 
that other sizes and types of nails 
can be handled satisfactorily in 
bulk. 
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BUILD CUSTOMER CONFIDENCE 
by Recommending R-O-W Removable Wood Windows 


The Balanced Window that Lifts Out 
for Easy Cleaning and Painting 


The cost of ReO*W Windows is below that of 
competitive quality windows lacking both the 
removable feature and the exclusive LIF-T-LOX 
balance. Cheaper windows, and windows of 
other materials fill the openings but result in 
builder call-backs and owner complaints. 
Price alone should never be the basis for your 
recommendation of products. Repeat business 
—CUSTOMER CONFIDENCE-~is established 
by customers learning to trust your recommen- 
dations on products. 

Because of the exclusive spring pressure mecha- 
nism, R*O*W windows stay weather-snug and 
rattle free during all kinds of weather. Wood 
is a natural insulator and serves to eliminate 
frosting and condensation. Wood blends with 
residential design. With toxic treatment, 
R*O*W windows outlast the homes in which 
they are installed. Builders and buyers love 
the removable feature for easy installation and 
for easy maintenance. LIF-T-LOX balances 
provide easy operation. 

Your best insurance for continued business 
volume and profit is an expanding list of 
satisfied builders and home owners. R*O*W 
window buyers are satisfied customers. 


FINGER PRESSURE OPERATION 


Trouble Free LIF-T-LOX balance 
makes sash operation easy 
Because it is not attached to 
sash, it does not interfere with 
immediate sash removal 
Replace sash and LIF-T-LOX 


reengages easily, without The Removable 
specific positioning. Balance Feature 


also keeps sash from creeping 


Sash removal is 
simple. Just press 
sash to left and lift 
out. Spring pres- 
R°O-W Sales Company, Dept. AL sure assures snug 
1365 Academy Ave. fit in any weather. 
Ferndale, Michigan . 
Please send me your free brochures on the full range of R°O*W 
window styles. 
An R*O°W representative has [] hos not [] told us about WINDOW BALANCE 
the improved R*O*W Windows. 


Company 
Address__ 


Signoture 
R-O-W SALES CO. 1365 ACADEMY, FERNDALE 20, MICHIGAN 
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TO SELL BUILDERS— 
LOOK TO YALE! 


NEW! 
FLOATS ON AIR 


YALE Sleefime 


SLIDING DOOR HARDWARE 


For \”", 1%” standard door thicknesses 


TWO MORE 
NEW YALE SELLERS! 


Yale Brandywine (above) —this 
season’s key-in-knob design sen- 
sation: premium-lockset quality 
and style at lowest price ever. 
Yale Home Safe (below)—guar- 
anteed fire-insulated. Wall model 
fits between studs; floor model, 
into joists. 9”D x 16” H x 124” W. 


BUILDING PRODUCTS MERCHANDISER 


Give your builder clients the magic carpet treatment! 

Offer them the little miracles of convenience and efficiency 
that help close home sales. For instance: new Yale 

Steeline Sliding Door Hardware—latest item created by Yale 
to give homes glamour on a shoestring and to bulk your 
business volume. Steeline is low-priced...easy to install... 
works so smoothly, effortlessly it seems to float on air. 

As for details: heavy-gauge steel track and hangers; 

nylon wheels (they'll last a housetime! ); lengths for 4, 5, 6 
and 8-foot door openings; one hanger size to fit both 


34” and 138” doors. Suggest you stock Yale Steeline now! 


For today’s big doings in locks and hardware—LOOK TO YALE! 


YALE & TOWNE 


The Yale & Towne Manufacturing Co., Lock & Mar@ware Div., White Plains, N. Y. 


YALE—REG. U.S. PAT. OFF 
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PROFIT-POINTERS 











Relieves Switchboard 

Busy signals for outside callers were eliminated 
when Trexler Lumber Co., Allentown, Pa., relieved its 
switchboard of intra-plant calls by installing a private 
telephone system. Now a salesman at an order desk 
contacts other employes by announcing the name of 
the employe he wants on the P. A. system, the employe 
walks to the nearest in-plant extension and begins 
his conversation. 


3 i li be Meine 


be 
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Reception Room For Women 


When Indiana (Penna.) Lumber & Supply Co., built 
a new office and showroom recently they included a 
reception room where women can relax and go through 
the plan books that are kept there. The floor ceiling, 
walls, doors and windows of the room are all products 
the firm sells and each is identified by a card describ- 
ing the product. The coffee bar is also convenient and 
management makes it a practice to offer each lady a 
hot cup of coffee. 


a ae 


Footage Markers 
Produce Extra Sales 

Boldly painted footage markers 
on the floor at the Raton (New 
Mex.) Builders Supply, remind cus- 
tomers of items which are meas- 
ured, according to Carmon Allen, 


partner. The markers run from 
1’ to 25’ and are used to measure out 
rope, wire, chain and moldings. 

“Almost daily,” said Allen, ‘some 
customer kids us about the big 
markers and then mentions a length 
of rope or chain he needs. The floor 
markers get lots of extra sales for 
us.” 
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R. BILL-DIT’S’ 
HEADQUARTERS 


HOME IMPROVEMENTS 


ADD-AROOM GARAGES CAR 
BUILDING REPAIRS REMODELING 


ANCING + FREE PLANS 


Cartoon Character 
Even Helps Collections 

A friendly feeling is created by 
the consistent use of a cartoon char- 
acter in your promotion. This is the 
opinion of Chaffin Bros. Lumber 
Co., Oklahoma City, Okla., which 
features “Mr. Bill-Dit’”, a copy- 
righted cartoon character on all 
signs and printed matter. 

“The little guy really works for 
us,” said Roy Williams, assistant 
manager. “Every day people phone 
and ask for Mr. Bill-Dit. Whoever 
answers the phone always says, 
‘That’s me!’ 

“‘We’ve even used our Mr. Bill-Dit 
to collect past-due accounts. It takes 
the sting away when we say Mr. 
Bill-Dit asked us to get payment for 
him.” 


Uses Counter Front to 
Display Timely Items 

A 17”x24” glass front display in 
the front surface of the counter at 
Pueblo (Colo.) Lumber Co. is used 
to feature items currently adver- 
tised and specials. At Christmas 
time, the display is used to suggest 
gift items. 

“This counter front case gives us 
extra display space, which at times 
has doubled sales of items shown in 
the regular merchandise depart- 
ment,” commented Harold Rush, as- 
sistant manager. 

“We move a lot of tools with this 
display by showing gift-wrapped 
packages on one shelf and the un- 
wrapped tools on the other shelf.” 
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BE A 


lucky Brep dealer 


CLOVER 


WITH THIS 4-LEAF 


YOu’LL BE IN CLOVER WITH BIRD... 


Bird backs you with 


1 


BIRD 


Powerful National Advertising — Garry Moore 
demonstrating Bird quality on TV — Saturday Eve- 
ning Post showing Bird beauty and color! Your 
customers will have confidence in Bird shingles, 
so it will be easier for you to sell. 


Bird gives you the finest shingle display in the 
industry — the shingle tree that sales grow on. It’s 
eye-catching and traffic stopping. Dealer after dealer 
says, “My roofing sales have jumped since I put 
it up.” 


5 &Sidings 


BUILDING PRODUCTS MERCHANDISER 


3 


Bird gives you a complete kit-full of exciting point- 
of-sale aids — full color handout literature on all 
products, metal signs, window decals and big 
streamers, display ideas, newspaper mats, radio and 
TV scripts, bill stuffers — everything you need to 
develop leads, attract prospects, and clinch sales. 


Bird offers you the finest in roofing products — 
King-Tab Architect shingles, demonstrably the fin- 
est asphalt shingle made — New Wind Seal shingles, 
that are spot-welded by the sun to take hurricane 
winds — revolutionary Ranch Roof, shingle color 
with built-up protection for low slopes — famous 
Bird Masterbilts, and a complete line of roofings 
for every need. 


YOU CAN BE A LUCKY BIRD DEALER... CALL YOUR 
BIRD REPRESENTATIVE TODAY OR WRITE 


Bird & Son, Inc., East Walpole, Mass. 
BIRD IS THE WORD THAT SELLS TODAY! 


Circle No. 65 on Coupon, page 142 





Sere aa Hardware 


fits - 
all door 
sizes 
” 1 Ate SY 
©@ 2’ 0” to 3’ 0” wide 
© 6’ 6” and 6’ 8” high 
© %" to 1°” thick 











Just one pocket frame set 


for all sliding door sizes! 


Reduces inventories up to 90%! Here for the first time is the one pocket 
frame set that’s right for all doors. 2825 is adjustable. It’s right for every 
job . . . slashes inventories by telescoping 4 to 10 sizes of this space- 
consuming item into just one set. 

2825 is right for builders, too. There’s no chance for error. Simple one- 
man installations can be made in less than 20 minutes. And it’s easy 
to make readjustments, even after trim is in place. 

















The 2800 — one inventory-cutting The new 2980 — hardware for bi- 
set of hardware in one package folding doors that_ allows full 
for both 34” and 1%” by-passing access to interiors. Doors project 
doors. Easiest to adjust. as little as 9”. 

For details please write Stanley Hardware, Division of 

The Stanley Works, 124 Lake St., New Britain, Conn. 
AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools « drapery, industrial and builders hardware « door controls + aluminum windows « metal parts + coatings - 
steel and stee! strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 
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LLDEALER POINTERS 


Mobile Rip Saw Rolls 
to Lumber, Cuts Costs 


A power table saw on wheels at 
J. C. Baldridge Lumber Co., Albu- 
querque, New Mex., speeds cut-up 
work there. Instead of taking the 
material to the saw, they take the 
saw to the material. It is used for 
plywoods, dimension up to 4”, mak- 
ing pickets and stakes, and ripping 
lumber of all sizes. 

The motor and saw mandrel for- 
merly were on a stationary saw. 
The saw table is of 14” steel plate 
4’x5’, and is 3’ off the ground. The 
chassis and frame is of 3”x3"x14” 
steel angle. Wheels are 16” diam- 
eter. Each side has brackets for 
holding removable wood sides form- 
ing a sawdust box. The steel top, 
guides, guards, blade adjuster, 
frame and wheels, plus fabrication 
cost approximately $150. 

To give the unit complete mo- 
bility, more than 20 electric con- 
venience outlets were spotted 
throughout the yard and a 75’ heavy 
duty electric cord was provided. 


Built-In Radio Helps Sell 
Dealer's Model Homes 


A built-in radio with individual 
speakers in every room was a most- 
talked-about feature of recent model 
houses built for display by Evans 
Lumber Co., South Charleston, 
W. Va. 

“We put the built-in radio and 
speakers into two houses,” said Wal- 
ter D. Evans, president of the firm. 
“The main set was built in the wall 
of the kitchen and a speaker was in- 
stalled in each room and in the 
basement. Each speaker had its own 
on-off switch.” 

Evans used the unit with a tape 
recorder to explain the materials 
used in the houses. As people made 
the complete tour through the house 
they got the story wherever they 
were. 

“This system is a good investment 
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for advertising an Open House,” de- 
clared Evans. 

As installed in Evans’ display 
houses, the retail price of the main 
radio unit and five separate speek- 
ers and switches for each was 
$129.95. Dealer’s cost, Evans re- 
ported, was 40% less. 

To help promote the sale of the 
radio units in the lumberyard, 
Evans put up a complete set-up on 
a panel in the store. The panel is 
wired so the radio and speakers 
operate. Installation is handled by 


c 


the customer if he wishes. 


Credit Application Guide 


Here is the instruction given to 
salesmen at Southport (Ind.) Lum- 
ber Co. by Credit Manager Bob Dil- 
lon, reminding the salesmen of 
proper credit application proce- 
dure: 

“(1) Names should always’ be 
printed. 

(2) Give full name and middle 
initial of applicant. 

(3) Give a former address if 
less than two years at pres- 
ent address. 

Type of work and/or clock 
number. 

Give previous employment, 
if less than two years at 
present employment. 

Give location of credit ref- 
erence (building name and 
street location, particularly 
in case of finance com- 
panies). 

State if accounts are open 
or closed. 

Mortgages or contracts to 
be checked should have full 
.name of mortgage or con- 
tract holder, address and 
telephone number. Be cer- 
tain to include in applicable 
space, information pertain- 
ing to ‘Date Mortgage In- 
curred,’ ‘Original Amount’, 
‘Present Balance,’ etc. 
When banks are given as 
reference, always state type 
of account (checking, sav- 
rg installment loan, 
etc.).” 
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STANLEY WINDOWS MEET 
ACH FHA REQUIREMENTS 


MODEL10-A ALUMINUM 


JALOUSIE WINDOW 


New, patented finger-tip control operator 
designed especially for jalousies. 

Patented adjustable "tension - seal’ louver clip. 
Complete weatherstripping on jamb, head 
and sill. 


MODEL 40 ALUMINUM 
AWNING WINDOW 


Exclusive triple-powered operating mechan- 
ism delivers equal power to jack screw in 
each jamb. 

Full cantilever support of vents. 

Complete weatherstripping plus double 
metal-to-metal contact at meeting rails, jamb 
and sill. 


MODEL 24 
ALUMINUM HORIZONTAL 


SLIDING WINDOW 


Fixed sash provides tighter meeting rail, 
ties in head and sill and reduces mainte- 
nance and service problems. 





Interchangeable screen and storm sash and attachable fin trim 
available on all models. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works 
—hand and electric tools * drapery, industrial and builders’ hardware + door controls 
aluminum windows + metal parts * coatings + steel and steel strapping—made in 
24 Stanley plants in the United States, Canada, England and Germany. 


{ 
STANLEY BUILDING SPECIALTIES COMPANY | 
Subsidiary of The Stanley Works of New Britain, Connecticut \ 
Dept. AL-4, 1890 N.E. 146th Street, North Miami, Florida : 


Please send more information on: Jalousie Windows 
Awning Windows Horizontal Sliding Windows 
Tub Enclosures | | Jalousie Strip Hardware Thresholds 


I am a Dealer Distributor a 
FS) QUAUTY ©) 
Name S My APPROVED 
State 





AWA Qnty Speci stroms - Matera Comstrec- 

Strength of sectoons ond Ae ety stene requere 
iments - comfermes by Pyrivaumes Tistins Lasonarent 
MRE — MORNE TOROS MART ACIURIRS ASSOCRIOR 


Address 





City 
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Two reinforced 
waterproof papers with a 
width selection to 10 ft.; two 
unreinforced waterproof 
papers; black sheathing paper; 
Richkraft 65, the finest, lowest 
cost fungi-resistant vapor 
barrier on the market; Richlite 
a polyethylene sheet that has 
no superior and Richflex 
Reflective Insulation in three 
grades. 
Your customers can meet 
every condition and satisfy 
any specification. Your deal- 
ings are simplified—one organ- 
ization—one responsibility. 
Skufpruf the finest reinforced 
waterproof paper you can 
buy, Richkraft 65, Medium 
and Duplex 30-A and the 
polyethylene sheet Richlite 
all meet all F.H.A. specifica- 
tions for vapor barriers as do 
Class A and Class B Richflex 
reflective insulation. 
Here is a line both long in 
range and high in quality. 
You meet the customers every 
need and supply a line that 
assures satisfaction. 
Ask for complete details on 
the Richkraft line. Ask too, 
about Richtubes for round 
concrete columns, Richducts 
for warm air heating in slab 
on ground construction, and 
Richvoids for forming voids 
that save concrete and steel in 
reinforced concrete structures. 
The Richkraft Company 


510 No. Dearborn 
Chicago 10, Illinois 


prod 
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How to 


Stop Complaints on Oak Flooring 


Lumbermen are urged to spread the gospel of proper 


subflooring and handling of oak flooring to guarantee a 


trouble-free floor. 


Recent investigation of faulty 
hardwood floor installations reveals 
a situation which can prove highly 
detrimental to the lumber dealers 
future sales of oak flooring. 

In most cases of faulty flooring, 
the defects were caused by failure 
to employ recommended building 
practices in laying the floor. 

“Lumber dealers can perform a 
valuable service by becoming better 
acquainted with approved installa- 
tion procedures for oak flooring and 
educating their customers to ob- 
serve them,” says Henry H. Willins, 
executive vice-president, National 
Oak Flooring Manufacturers’ Asso- 
ciation. 

Two-Fold Task for Dealers 

The lumber dealer’s job, Willins 
says, is twofold. He must first help 
prevent faulty installations and sec- 
ond, when complaints do arise, he 
should see to it that complaining 
homeowners are told of the under- 
lying cause of the flooring difficul- 
ties so that oak does not suffer an 
undeserved black eye. 

Improper subfloor construction is 
among the most common conditions 
found in faulty installations, Wil- 
lins explains. Usually subflooring 
defects are caused by one or more 
of the following practices, all of 
which are at variance with ap- 
proved procedures : 

1. Using subflooring boards 10” 

12” wide. 

2. Using subflooring boards not 

dried properly. 

3. Inadequate subflooring nail- 

ing. 

“The National Oak Flooring 
Manufacturers Association,” Willins 
explains, “is emphatic in recom- 


mending boards 4” to 6” wide. 
Boards wider than 6” are subject to 
excessive expansion and contraction 
due to moisture absorption in warm 
weather, followed by drying during 
the heating season. 

“When this occurs, it naturally 
forces movement of the attached 
oak flooring, though expansion and 
contraction of the oak itself may 
be no more than normal. When sub- 
flooring boards expand beyond the 
normal range, the result is cupping 
or buckling of the finish floor; when 
they shrink excessively under the 
influence of heat, the result is cracks 
between the finish flooring pieces. 
This same shrinking action takes 
place when green subfloor boards 
are used, whatever the width. 

“Lack of secure nailing to the 
subfloor also permits easy movement 
of the boards and the finish floor- 
ing,” Willins adds, “a condition 
which causes buckling, squeaks and 
cracks. 


Adequate Moisture Barriers 


“Flooring difficulties in houses 
built on slabs can be traced to the 
failure to provide adequate moisture 
barriers, either under or on top of 
the slabs. Insufficient nailing of the 
oak flooring itself, either on a slab- 
on-ground house or one of joist and 
subfloor construction, also is an in- 
vitation to flooring complaints. It’s 
of paramount importance to observe 
approved nailing schedules.” 

Literature detailing approved 
practices, including subfloor con- 
struction and installation of strip 
oak flooring on screeds over con- 
crete, is available from National 
Oak Flooring Manufacturers’ Asso- 
ciation, 814 Sterick Bldg., Memphis 
3, Tenn. 








proof windows to admit sunshine. 


is installed. 





Protect Your Oak Flooring 


Many hardwood flooring difficulties can be traced to neglecting to follow these 
cardinal rules for handling the material prior to installation: 

—Don't truck or unload oak flooring in rain, snow or excessively humid conditions. 
In damp or foggy weather cover flooring with tarpaulin. 

—Don't store flooring in damp of leaking enclosures. 

—Don't store it on floors that are less than 18" from the ground and which do 
not have good air circulation underneath. 

—Be sure the storage building is adequately ventilated and equipped with weather- 


—Flooring should be installed immediately after delivery. During winter construc- 
tion the building should be heated to 70 deg. F. Then the flooring should be 
piled inside loosely for at least four to five days before it is laid. 


—All plaster and cement work in the house should be dry before the oak flooring 
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Arkansas Soft Pine satin-like interior trim, mouldings, finishing, glued-up 
stair treads, flooring, sheathing, shiplap, boards, dimension. Oak Flooring 
as above; also in unit wood blocks and random width plank, each unfinished 
or finished, Oak Specialties in trim, mouldings, thresholds, treads, risers 


and glued-up panels. 


for a MIXED CAR ASSORTMENT of 
BRADLEY'S STANDARD OF COMPARISON QUALITY 


WARREN, ARKANSAS 
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TURNBUCKLES 
Self Sermice 
ASSORTMENT 
DISPLAYS 


make easy 
sales for 


TURNBUCKLE ASSORTMENT 


52 Turnbuckles in 10 fast selling sizes 
and styles. Attractive 14” x 6” all 
metal display panel in 3 coiors. Unit 
packed for shipment. A complete line 
of open stock Turnbuckles available. 





Turnbacktis Ine 


e eve sours 


EYE BOLT ASSORTMENT 


Ten each of the most populor sizes 
of Eye Bolts, boxed by size. Sturdy 
14” x 6” all metal display panel in 
3 colors. Unit packed for shipment. 
Open stock Eye Bolts available in 8 
thread sizes 





U-BOLT 

ASSORTMENT 

Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” 
all metal display panel in 3 colors. 
Unit packed for shipment. U-Bolts also 
available from open stock. 





Tucbackte, Buc 


\ a EYE BOLTS 


LAG THREAD ; 
EYE BOLT ASSORTMENT 


80 bright zinc plated Lag Thread 
Eye Bolts in 6 popular selling sizes 
Packed for shipment with durable, 
colorful 14” x 6” display panel. 
Available in open stock 


ORDER FROM YOUR WHOLESALER 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


“One good turn (buckle) deserves another" 
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DEALER(._.)PARADE 


1957 DEALER CONVENTIONS 





ILLINOIS ELECTS Walter A. Schmeling 
(left), E. W. Schmeling & Sons, Inc., Rock- 
ford, Ill., president and John D. McCarthy, 
executive vice-president. 


Illinois 

Walter A. Schmeling, E. W. 
Schmeling & Sons, Inc., Rockford, 
newly elected president of the IIli- 
nois Lumber & Material Dealers 
Association, made his first public 
appearance as president at that 
group’s 67th annual meeting in 
Chicago. Schmeling had been vice- 
president of the association for the 
past two years and a director dur- 
ing four previous years. 

Schmeling’s firm entered the re- 
tail lumber business in 1925. It was 


founded by his father who, at the 
age of 88, is still active in its man- 
agement. The company has 80 em- 
ployes, operates a millwork plant 
and an industrial and commercial 
construction department in addition 
to its retail lumber and building 
material work. 

Francis A. Gauen, Gauen Lum 
ber Co., Collinsville, Ill, is the 
association’s new vice-president. 


Mountain States 


The 64th annual convention of the 
Mountain States Lumber Dealers 
Association was held in Denver, 
Colo. More than 1,500 lumbermen 
from Wyoming, Colorado and New 
Mexico were enthusiastic in their 
praise of the business program and 
92 exhibits. Emphasis was placed on 
better profits, salesmanship. em- 
ploye training, consumer sales and 
Lu-Re-Co by the seven speakers who 
took part in the program. 

Officers elected for 1957 are: 
president, J. J. Doherty, Doherty 
Lumber Co., Albuquerque, N. M.; 
N. M. vice-president, C. H. Salmon, 
Robert Porter & Sons, Las Cruces: 
Wyo. vice-president, N. N. Spear, 
Spear Lumber Co., Cheyenne; Colo. 
vice-president, Dean A. Piper, New- 
ton Lbr. & Mfg. Co., Colorado 
Springs, and secretary-treasurer, 
John J. Lavengood, Denver. 

(continued on page 101) 


MOUNTAIN STATES elect, seated, |. to r.: Paul Young, director; Rupert Chisholm, di- 
rector; John J. Lavengood, secretary-treasurer; John Y. Brown, Jr., director, and Don 
Johnston, director. Top row, left to right: C. H. Salmon, N. M. vice-president; J. J. 
Doherty, president; H. H. Hast, retiring president; N. N. Spear, Wyo. vice-president, and 


Dean A. Piper, Colo. vice-president. 


April 15, 1957, AMERICAN LUMBERMAN AND 





BUILDING I. 
MATERIenS 





























BUILDING PRODUCTS MERCHANDISER 





Here’s real power at work right on the consumer 
level . . . right at that all-important point-of- 
purchase spot that builds sales. The photo- 
graphs on these pages vividly illustrate the 
Post’s unique principle of putting merchandis- 
ing power to work where it’s really needed most. 
They show that progressive lumber dealers from 
coast to coast are taking advantage of the year- 
round Post promotion. And, even more impor- 
tant, they show exactly how these well-conceived 
display pieces can spark up your place of business, 
as well as your sales. 

Again this year, Post merchandising power 
will be hard at work. There are new promotional 
surprises ready .. . the kind that make lumber 
dealers expect more from the Post, get more 
from the Post! 
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“SALES ARE UP 60%,” says George 
Bertram, owner of Redwood Empire Lum- 
ber and Supply, Greenbrae, California. 
‘Putting Post advertising to work is an 
important part of our program.” 


“THE POST,” remarked Mr. Glen W. Ross, 
president of the Suburban Lumber Com- 
pany, Golden Valley, Minnesota, ‘‘. . . will 
help me decide improvements and prod- 
ucts to be promoted .. .”’ 
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IN THE WORDS OF MR. MEL PAINTER, advertising 
manager of Merritt Lumber Yards, Inc., Reading, 
Pa., “We have plenty of comment on this Post-OHI 
material .. . Post advertising and promotions are 
very effective.” 


a : . 
MR. ED DE MOTTE, General Manager, Retail Division of West Lumber 
Company, Atlanta, Georgia, said, ‘‘I think most highly of the value of 
Post advertising. We use the attractive promotion kits in our four yards 
to merchandise Post advertised products.” 


CHARLES GRIFFITH, manager of Richardson Mill & Lumber Company, 
Pico, California, who has tied in with Post promotions says, ‘‘The Post 
display material works very well in building sales for us.” 


BUILDING PRODUCTS MERCHANDISER 
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WALTER BORG, JR., Retail Sales 
Manager of the Hill-Behan Lumber 
Company, Chicago, says, “I think 
the Post kit is outstanding...what the 
doctor ordered to tie in effectively.” 
Pictured are: Joe Burnop, of Hill- 
Behan and a customer. 
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The power of the Post has an extra, 
even more vital impact. On this page 
you see a few examples of how lumber 
dealers have tied in right in their local 
newspapers with Post promotions. These 
ads not only parallel their in-store dis- 
plays, but closely associate their com- 
panies with the national impact of the 
Post itself... the impact provided by 
America’s favorite family magazine 
reaching millions and millions of able- 
to-buy families . . . the families that 
mean so much to the lumber dealer and 
to the manufacturers whose products 
he sells! 











The Saturday Evening 


POST -builds brand names 
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Chio 

A vigorous attack on the indus- 
try’s number one problem—declin- 
ing profits—was 
the subject of a 
searching study 
by Ohio retail 
lumber dealers 
during the asso- 
ciation’s 76th 
annual conven- 
tion in Colum- 
bus. More than 
3,000 lumbermen 1 
and guests Ape 
viewed manufacturer’s exhibits and 
shared profit-making and yard man- 
agement ideas at crowded breakfast 
sessions. 

Ohio dealers plan a concerted at- 
tack on price-cutting competition. 
Their battle plan is to concentrate 
on policies that will (1) widen 
markets for their products, (2) 
eliminate waste, (3) discourage bid 
peddling, (4) professionalize the 
business, (5) improve credits and 
collections and (6) encourage those 
shippers who practice, as well as 
preach, orderly distribution. 

Officers elected for 1957 were: 
president, O. D. Apel, G. J. Apel 
Lumber Co., Sandusky; Ist vice- 
president, F. T. McGuire, Jr., Cleve- 
land-Harvard Lumber & Door Co., 
Cleveland; 2nd vice-president, J. W. 
Welsh, East Ohio Lumber Co., War- 
ren; secretary-manager, Findley M. 
Torrence, McDowell & Torrence 
Lumber Co., Xenia, and treasurer, 
Allen H. Brain, Brain Lumber Co., 
Springfield. 

Michigan 

The 68th annual convention of 

the Michigan Retail Lumber Deal- 
ers Association 

in Grand Rapids 

was attended by 

2,717 lumbermen 

and guests. Dele- 

gates were high 

in their praise of 

the product-in- 

action exhibits, 

business sessions 

eam and convention 
fellowship. One 

of the highlights of the meeting 
was a top management breakfast 
featuring the address by Paul V. 
DeVille, president, The DeVille 
Lumber Co., Canton, Ohio, “How 
DeVille Sells Home Improvement.” 

MRLDA officers elected for 1957 
were: president, Robert A. Dean, 
Red Mill Lumber Co., Traverse 
City; 1st vice-president, James H. 
Van Zylen, Van Zylen Lumber Co., 
Grand Haven; 2nd vice-president, 
W. T. Bulger, Veit & Davison Lum- 
ber Co., Flint; secretary-manager, 
Donald J. Moe, Lansing. 

(continued on next page) 
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“Job-Rated” 


K Grades — MEET ALL OUTDOOR STORAGE REQUIREMENTS 


Medium Reinforced and Creped 
. for relatively short term storage 


Tough, Duplex Creped Kraft with “controlled pattern’’ re- 
inforcing and flexible asphalt laminant. Folds without cracking 
and is highly impervious to moisture. Ideal for low cost, on- 
the-iob protection or short-term yard storage. 





Super-Reinforced Grade 
. for intermediate term storage 


Super strength Kraft with finer mesh ‘‘controlled pattern" re- 
inforcing and flexible asphalt laminant. Wet strength treat- 
ment reduces shrinkage damages. Excellent for intermediate 
storage — it's about twice as serviceable as grade 1 above. 





) oc Poly Coated 
re . for long term storage 
Top grade, identical in make-up to grade 2 above — PLUS, 
a coating of Black Polyethylene which adds overall strength 
and substantially increases wrapper's longevity by highly re- 








sisting damaging sun. Ideal for long term storage. 
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@ There’s no need to invest more than 
necessary to get the protection you 
need from lumber wraps. Choose the 
Thilco “Job Rated” grade that best fits 
your needs and save money! You'll find 
all three grades excellent in strength, 


Write for FREE 
sample kit. It tells 
how to wrap — 
contains quick 
reference unit 
wrapping 

charts. 


NEW YORK @ CHICAGO 
DETROIT @ CINCINNATI 


flexibility, moisture resistance and easy 
to handle and apply without scoring or 
cracking — All ‘‘Job Rated’’ to keep 
lumber bright, clean and dry — free 
from blue rot and discoloration. Check 
the grades you need. Your inquiry will 
bring a prompt reply on where to get it. 
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Intermountain 


The Intermountain Lumber Deal- 

ers Association held its annual con- 

vention in Elko, 

Nev. Delegates 

from Utah, 

Idaho, Nevada 

and Wyoming, 

enthusiastic in 

their praise of 

the business pro- 

gram and exhi- 

. bits, called it the 

most successful 

McLelland convention in 

ILDA’s history. Officers elected for 

1957 were: R. S. McLelland, Mc- 

Lelland Lumber Co., Pocatello, Ida., 

president; R. W. Nall, McKenzie- 

Nall, Ely, Nev., vice-president; Hal 

L. Wallington, Ketchum Lumber 

Co., Ketchum, Ida., vice-president, 

and Preston J. Barratt, Barratt 

Builders Supply Co., American 
Fork, Utah, secretary-treasurer. 


South Dakota 

Nearly 1,000 registrants in at- 
tendance at the 38th annual conven- 
tion of the South — 
Dakota Retail ite 
Lumbermen’s 
Association in 
Sioux Falls 
praised the busi- 
ness program 
and exhibits, 
called it the most 
successful con- 
vention in ~ 
SDRLA’s his- Wick 
tory. The 1957 meeting was dedi- 
cated to Pete Wick, secretary-treas- 
urer, Dell Rapids Co-op Lumber Co., 
Dell Rapids, honoring him for his 
56 years of service in the retail lum- 
ber business. 

Officers elected for 1957 were: 
president, Roy Russell, Hayes-Lucas 
Lumber Co., Bradley; vice-presi- 
dent, Ben Knecht, Knecht Lumber 
Co., Rapid City, and secretary-treas- 
urer, K. J. M. Benz, Loonan Lumber 
Co., Sioux Falls. 


SDRLA OFFICERS, left to right: Roy Rus- 


sell, president; K. J. M. Benz, secretary- 
treasurer, and Ben Knecht, vice-president. 
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THE 31st ANNUAL CONVENTION of the Mississippi Retail Lumber Dealers’ Association 


was held in Biloxi. 


1957 officers are, left to right, seated: A. S. Gilbert, Jr., Gilbert 


Lumber & Supply Co., Yazoo City, president; Wilson Virden, Service Lumber Co., Rolling 
Fork, Ist vice-president; Harry H. Lott, City Lumber Co., Winona, 2nd vice-president. 
Standing, Thad Simmons, Jr.. McComb Lumber & Coal Co., McComb, member, steering 
committee; Eddie Thorburn, Magnolia Builders Supply, Magnolia, director, District No. 4, 
and Joe T. Couch, Couch & Bailey Lumber Co., Clarksdale, director, District No. I. 





Four El Paso, Texas, firms opened 
for business recently in a just com- 
pleted $100,000 building. The firms, 
Milliken Lumber Co., Petty Realty 
Co., Driver Construction Co. and Low- 
enfield-Driver Insurance Agency, oc- 
cupy about 8,000 square feet of office 
space. A spacious warehouse accounts 
for an additional 2,000 square feet. 
The building is fronted by large plate 
glass windows looking out into a plant- 
ed patio and an off-the-street parking 
area for about 40 cars. The lumber 
company has been expanded to include 
a complete assortment of tools, house- 
wares, outdoor furniture and a gift 
corner. Richard H. Milliken is co- 
owner and general manager of the 
company; his father, C. C. Milliken, is 
office manager. 


Thompson Yards, St. Paul, Minn., 
announces the appointment of Doren 
A. Eitsert as general manager to suc- 
ceed John M. Musser, who is assuming 
duties with the Weyerhaeuser Sales 
Co. and Weyerhaeuser Timber Co. 


Mrs. Caroline Norris Burgher has 
been elected president of the W.H. Nor- 
ris Lumber Co., Houston, Texas. Mrs. 
Burgher, who has served as a member 
of the board of directors for several] 
years, is the daughter of the found- 
er of the company. She succeeds N. C. 
Hoyt, who is retiring after 46 years as 
president of the firm. E. J. Bergmann 
was elected vice-president and treas- 
urer to succeed G. D. Jacob, who also 
is retiring after 32 years as vice-pres- 
ident. Dr. Willard M. Bright, director 


of research and development of Lever 
Brothers Co., New York City, was 
elected chairman of the board. Robert 
Burgher continues as secretary. 


In an effort to bring happiness to 
ill and handicapped persons, Ted R. 
Warren, 50, a Seattle, Wash., lumber 
company employe, repairs radios in 
his home workshop, which is crowded 
with old sets of all sizes. When the 
radios are bringing in programs satis- 
factorily, he distributes them to peo- 
ple who are bedridden, as he once was. 
He spends considerable time in hospi- 
tals for treatment of his right leg, 
broken when he was six years old. 
He must wear a heavy boot and brace. 








OBITUARIES 


Robert Boyd, 63, formerly of 
Ogden, Utah, and for the past 
25 years operator of the Boyd 
Lumber Co., Los Angeles, died 
recently at his home in San 
Marino, Calif. Surviving him are 
his widow, Edna, a daughter and 
two grandchildren. 


Joseph G. Rowell, well known 
in the industry and greatly be- 
loved counselor, Building Mate- 
rial Merchants of Georgia, died 
in Atlanta March 20. He had 
been seriously ill for the past 
several days, having suffered two 
heart attacks in the last two 
weeks. 


Herman F. Kaade, secretary, 
Standard Lumber & Supply Co., 
Fort Wayne, Ind., died recently 
of a severe hemorrhage. He was 
67. He is survived by two sons, 
Robert L. and Donald P.; a 
daughter, Bonsilene, and seven 
grandchildren. 
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General ‘means Reputation 


— for maturity (48 years of leadership in producing quality windows) 
.-. for judgment and ingenuity (first to introduce aluminum sliding 
windows, VIEWall windows, Fin Trim and other new window 
products)... and for dependable service to builders 
(with responsible dealers and warehouse stocks in every area.) 


Keep your reputation up there, among the top-rank, 
quality-minded builders, by never linking your hard-won advances to 
anything less. Stick to associates (dependable dealers and a 
manufacturer) whose leadership and experience must benefit you. 


When it comes to windows and picture sliding doors, 


a sot De Sem A 
ni era ronze you promote yourself to consistent profits with the least 
cae aoe ae worry when you stick to the “General.” 


* ADVANCED PRODUCT DESIGN that keeps you ahead of competition 
*® TROUBLE-FREE ENGINEERING ¢hat eliminates costly complaints 

* SPECIALIZED SERVICE TO BUILDERS thru responsible local dealers 
* DEPENDABLE DELIVERIES from warehouse stocks in every area 

* CONTINUOUS ADVERTISING ¢hat creates ready customer acceptance 


For latest catalog and name of your nearest distributor, write to Dept. AL-574 


by GENERAL BRONZE CORPORATION 


ALWINTITE DIVISION ¢ GARDEN CITY, N. Y. 
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NEW YALE COOKWARE features sprightly 
designs and gay colors. Shown above are 
the four different Yale patterns, which 
decorate the new Yale cookware. 


Yale & Towne Adds 
Housewares Line 


A new line of gaily figured enam- 
eled cookware that will bring spar- 
kling colors to the kitchen has been 
introduced by Yale & Towne Mfg. 
Co., New York City. Featuring 
sprightly designs created by de- 
sign consultants Van Day Truex 


and Leo Jiranek, the new Yale 
cookware soon will be in national 
distribution. 

The permanent hand-decorated 
cookware designs come in four dif- 
ferent patterns — Pennsylvania 
Dutch, Delft Blue, Vegetable and 
Herbs. Each of the four patterns 
decorates a full assembly of du- 
rable kitchenware, including var- 
ious sized saucepans, double boil- 
ers, skillets, tea kettles, percolators 
and casseroles. 

The new Yale cookware is made 
of heavy gauge steel with a thick 
porcelain skin to which titanium 
has been added for a _ brilliant 
white effect. The cookware serves 
a multiple function in the kitchen; 
the housewife can cook, serve, 
store and reheat foods in it. 


Weyerhaeuser Names 
Musser Board Chairman 


John M. Musser has been elected 
chairman of the board of directors 
of Weverhaeuser Sales Co., St. Paul, 
reports president F. K. Weyer- 
haeuser. Musser has had many 
years of experience with Weyer- 
haeuser cooperating companies. He 
first joined General Timber Service, 
TInc., as an auditor and in 1937 be- 
came an officer and member of the 
management staff of Allied Building 
Credits, Inc. He became a member 


of the executive staff of the Weyer- 
haeuser Sales Co. in 1945 and in 
1952 assumed the managership of 
the Thompson Yards branch of 
Weyerhaeuser Timber Co. 

Musser has been director and 
member of the executive committee 
of the Weyerhaeuser Sales Co. since 
1952 and was secretary of the com- 
pany from 1943 until 1957. He also 
is a director and member of the 
executive committee of the Weyer- 
haeuser Timber Co. 


Woman's Club Program 
Supplements New Film 


“Your Home as You Like It,” a 
16mm film in the new Eastman 
color, has just been released by 
Pittsburgh Plate Glass Co. for use 
by the general public. By design and 
content, the 15-minute film offers a 
fresh treatment and new approach 
to the old subject of decorating. The 
theme of the film is based around 
the idea that any home can be and 
should be decorated to match a 
family’s personality and suit its way 
of living. 

To supplement the film, Pitts- 
burgh Plate also announces the 
availability of a new woman’s club 
program. The complete program in- 
cludes the film, a program guide for 
club chairmen, supplementary mate- 
rials to help put on the show and 
copies of a new 40-page illustrated 
decorating booklet entitled “Have 
You a Decorating Problem?” The 
latter is a take-home piece to be 

(continued on page 106) 





New Market for Polyethylene 


Farmers can use it for good temporary 
crop coverage; research at Purdue Univer- 
sity proves effectiveness of black sheeting. 


Farmers who have never been able to afford to 
build silos for storage or forage crops, as well as 
farmers needing temporary silos, can now consider 
black polyethylene available through their local lum- 
ber dealers. 

The new use for polvethylene is the result of farm 
research done at Purdue University. Studies have 
shown that good grass silage can be made by forming 
a load-shaped pile of the forage crop, then covering 
it at once with the black sheeting. The edges of the 
sheeting are covered with earth to hold them down. 

The sheeting was found effective in keeping out 
air, the enemy of good silage and in maintaining 
controlled fermentation conditions essential to good 
silage. 

The researchers recommended black polyethylene 
sheet six mils thick to cover the forage crop silos. 
This product is available in 100’ lengths, 20’ and 24’ 
wide. Later this year it will be available also in 32’ 
widths. 

A field silo of this type, 7’ high and 14’ wide, can 
be covered conveniently with 24’ wide sheeting. Ca- 
pacity of such a silo is about one ton per foot of 
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length. The forage in the pile should be well tramped 
down, it was pointed out. 

The sheeting also can be used as a cover for trench- 
type silos and as silage caps over corn silage in up- 
right rigid silos. 

Two cautions: 1. The sheeting should be protected 
from puncture. 2. The forage should be piled and 
covered the same day it is cut. 

The research was aided by the plastics division of 
the Visking Co., maker of the black polyethylene 
sheeting. The product recommended by the research- 
ers is identical to the black polyethylene sheeting now 
sold by lumberyards for building uses. 


LOW-COST silage fermentation chambers for producing silage 
from forage crops may now be made with black polyethylene 
sheeting, farm researchers report. Fencing around stacks keeps 
farm animals away. 
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If he 


raises stock 


that wins 


blue ribbons... 


HE’S A BLUE RIBBON PROSPECT FOR ALCOA GATES 


You'll find the stockman who runs big acreage, 
who consistently shows ‘‘Best of Breed,” a real 
Alcoa® Gate sales prospect. And Alcoa adver- 
tising is selling him on top-quality Alcoa Gates 
every time he opens his favorite livestock maga- 
zine. He sees the Alcoa Gate’s advantages on 
the ‘‘Alcoa Hour,” gets special Alcoa Gate in- 
formation via special Alcoa mailings. 


You can nail down Alcoa Gate orders from 
the better stockman. Show him the gate. He’s 
a hard-headed realist; give him information. 
You’re offering a prestige gate which helps 
show his visitors that he demands the best, in 
livestock and in gates. You are offering him an 
end to gate replacement and maintenance 
chores. The Alcoa Gate won’t warp, sag, twist 
or rot; it’s built to give heavy-duty service. 

The Alcoa Gate is new .. . just rounding out 
its first full year on the market. Consequently, 
a few distributorships and several dealerships 
are open. If you’re interested in handling this 
high-profit gate, send the coupon at right. 
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Alcoa Gate Specifications: 

Height: 52”. Lengths fit openings of 10’, 12’, 14’, 16’. 

Weights: 32 Ibs, 36 Ibs, 43 Ibs, 48 Ibs (approx.). 

Panels: 5 and 6. Special 36”-high hog gate also available. 
The 10’ and 12’ sizes have 4 cross braces. The 14’ and 16’ 

sizes have cross braces as illustrated. 


Shipped assembled, with hinges, screw hooks, latch chain. 


= ALCOA © YOUR GUIDE TO THE BEST 


LU AATINUAR own ALUMINUM VALUE 


y FARM GATES 





Aluminum Company of America 

2121-D Alcoa Building 

Pittsburgh 19, Pennsylvania 
We'd like details on handling the Alcoa Aluminum 

Gate. Please rush information. 

Building Supply Dealer 
Farm Supply Dealer 


Lumber Dealer |_| 
Hardware Siore Distributor 
Name 

Company 

Address 


Post Office and State 
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used by the homemaker as an easy 
guide to successful decorating. 

Copies of the club program and 
booklet, as well as film prints, may 
be obtained by writing the Film 
Section, Pittsburgh Plate Glass Co., 
632 Fort Duquesne Blvd., Pitts- 
burgh 22, Penna. 


Arkansas Soft Pine 
Bureau Honors Brooks 

Top executives of the companies 
comprising the Arkansas Soft: Pine 
Bureau were among guests at a re- 


cent dinner honoring Robert H. 
Brooks, founder and senior partner 
of Brooks-Pollard Co., Little Rock 
advertising agency, who has retired 
after 42 years in the advertising 
business. 


Three company members present, 
Crossett Lumber, Fordyce Lumber 
and Southern Lumber, were among 
the founders of the Bureau. Others 
who subsequently joined are: Brad- 
ley Lumber, Frost Forest Products 
Div. of Olin Mathieson Chemical 
Corp. and Ozan Lumber. Ben May- 
hew, former president of the For- 
dyce Lumber Co., in behalf of 
the Bureau membership, presented 
Brooks with a sterling silver tray 
engraved with the registered trade- 





It's always easier 
to sell 
quality! 








When you feature genuine cedar, you 


leave competition behind. For cedar provides your customers far more 
than mere shelter. Cedar means warmth and charm. It means texture 
and dimension. It means the difference between pride and price. 
Clear from the curb, cedar shows its worth. . . and will for generations. 
Why spend your time selling make-believe materials when 


Quality Street is where everyone wants to live? 


INSIST ON THESE LABELS OF QUALITY! 


RED CEDAR SHINGLE BUREAU 


CERTI-SPLIT 


| 


5510 White Building, Seattle 1, Washington 
550 Burrard Street, Vancouver 1, B.C. 
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mark of the Arkansas Soft Pine 
manufacturers and a tribute to 
Brooks. 

Born in Chicago, Brooks first 
came to Arkansas in 1912 as adver- 
tising representative of American 
Lumberman. In 1915, having or- 
ganized his advertising business, he 
was invited to submit an advertis- 
ing campaign for a group of Arkan- 
sas pine manufacturers and his 
agency has handled this account 
continuously since that time. 


Ce Ace . sa - Rail, 
THIS MODERN PRESS is part of Season- 


master's new modernization program for 
dealers who want to manufacture their 
own products. ''We can convert a dealer 
into a successful manufacturer in record 
time with a minimum inventory,’ reports 
co-owner Irving Schneider. 


Seasonmaster Offers 
Manufacturing Help 


“Let us help you do it yourself” 
is Seasonmaster’s 1957 suggestion 
to building materials dealers. All 
parts necessary for the manufac- 
ture of the firm’s products, which 
include jalousie and combination 
doors, Instantilt and Ranch Slider 
Windows, are now available di- 
rectly from Seasonmaster, Inc., 24 
Kinkel St., Westbury, N. Y. 

“The acquisition of a huge, mod- 
ern hydraulic press makes it pos- 
sible for us to manufacture and de- 
liver immediately, every order for 
lineal lengths, whether it is a spe- 
cial order, or from stock, anodized 
or mill finished,” says co-owner 
Irving Schneider. The press, manu- 
factured by Loewy Hydropress, ex- 
trudes lineals with perfect ac- 
curacy and amazing speed and will 
provide a constant stock of many 
types of extrusions. 

(continued on page 108) 


OBITUARY ee" 


Luther R. Stein, 69, chairman 
of the board, Southern States 
Iron Roofing Co., Atlanta, Ga., 
died recently. Mr. Stein retired 
as senior vice-president and gen- 
eral sales director of Belknap 
Hardware and Mfg. Co., Louis- 
ville, Ky., in 1954, after 34 years 
of service. Upon his retirement, 
he was appointed board chair- 
man of SSIRCO. 
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Giant S.0.S. $25,000.00 Sweepstakes 
Making CAPITOL the Brand in Demand pws 


Local news 


paper ago 
Because of Capitol’s undisputed leadership in the industry, the S.O.S. tisements, shalt-tolhers ges 
Company is featuring Capitol Doors and Windows throughout April package apg PO 
and May during a spectacular $25,000.00 Consumer Sweepstakes. This other selling ic 
nation-wide promotion, the most ambitious ever undertaken by the 
S.0.S. Company, will be launched with a big 4-color spread in the 
May issue of BETTER HOMES & GARDENS (on sale in April). 
Hard-hitting follow-up will continue for two months and will include 
such top-rated national television shows as the Bob Crosby Show .. . 
starting April 5, and the Garry Moore Show . . . starting April 26. 
Giant displays will be featured in supermarkets and chain stores across 
the nation . . . eye-catching and colorful tie-in materials will be 
supplied Capitol Door and Window Dealers everywhere. 

Return Coupon for complete information 


and details on how you can capitalize on 
this truly fabulous promotion. 








a a 

















Capitol Products Corporation 
Mechanicsburg 18, Pa. Phone: POplar 6-4716 


How can I tie-in with the Big $25,000.00 Sweepstakes for increased 
sales of Capitol Doors and Windows during April and May .. . ? 


Storm Jalousie 
Doors Doors 

















Sliding 
Windows 


Firm 
Individual 


Address 
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Set age IN BE hi nema 


For siding, sheathing 
and subflooring, choose 
workable, decay-resistant 


one of the woods from the 
Western Pine mills 


Durable, lightweight, and carefully 
dried, this pleasantly fragrant soft- 
wood is in demand for a wide range 
of residential and industrial con- 
struction work where resistance to 


decay and workability are important. 


Write for FREE illustrated 
Facts Folder about Incense 
Cedar to: WesTERN PINE As- 
sociaTION, Yeon Building, 





Portland 4, Oregon. 


The Western Pines 


and these woods from 


Idaho White Pine the Western Pine mills 
WHITE FIR 


Ponderosa Pine INCENSE CEDAR 
RED CEDAR - DOUGLAS FIR 


Sugar Pine ENGELMANN SPRUCE 
LODGEPOLE PINE - LARCH 


are manufactured to high standards of seasoning, grading, measurement 


TODAY'S WESTERN PINE TREE FARMING 
GUARANTEES LUMBER TOMORROW 











Circle No. 39 on Coupon, page 142. 





MANUFACTURERS 


(begins on page 104) 








COMPANIES ANNOUNCE 


Larsen Products Corp., Bethesda, Md., producers of two 
bonding agents used in the building industry and licensee 
under Patent 2,760,885, has, in conjunction with the patent 
owner, entered suit in the District Court of the United 
States for the Western District of Pennsylvania against 
Standard Dry Wall Products of New Eagle, Penna., claim- 
ing violation of patent rights. Larsen Products Corp. makes 
and sells two bonding agents, Plaster-Weld for bonding 
plaster to concrete and other surfaces, and Weld-Crete 
for bonding concrete to old concrete and other surfaces. 


Arland R. Walkley, genera! manager, Manning, Maxwell 
& Moore, Inc., Muskegon, Mich., has been elected presi- 
dent of the newly organized Hoist Mfrs. Assn., Inc. Milton 
L. Aitken, general sales manager, Robbins & Myers, Inc., 
Springfield, Ohio, was named vice-president and Joe H. 
Peritz elected executive secretary and treasurer. Offices 
of the association are located at 1 Thomas Circle, Wash- 
ington 5, D. C. The HMA succeeds the Electric Hoist Mfgrs. 
Assn., founded in 1917. 


H. Henry Martens has been named 
general sales manager of Stanley-Judd, 
a div. of The Stanley Works located in 
Wallingford, Conn. Martens will as- 
sume overall responsibility for the 
sales, advertising and merchandising of 


all Stanley-Judd products. Martens 


R. O. Richards, a veteran of 25 years with the Westing- 
house Electric Appliance Divisions in Mansfield, Ohio, now 
is manager of advertising for the company’s custom kitchens 
department. ., . William L. Hughes has been named to the 
post of sales manager of the Crawford Door Co., Detroit. 


William H. Zegers has been appointed vice-president in 
charge of marketing for Zegers, Inc., Chicago, manufac- 
turers of Dura-seal Metal Weatherstrip & Balance. He has 
been engaged in coordinating the company’s sales and ad- 
vertising activities since 1954. ... Benjamin I. McGowan, Jr., 
has been named general sales manager of Stanley Build- 
ing Specialties Co., a subsidiary of The Stanley Works lo- 
cated in North Miami, Fla. ... William D. Lange has been 
appointed sales manager for Heatilator, Inc., a div. of Vega 
Industries, Inc., in Syracuse, N. Y. 


Because of heavily increased sales, North American Ply- 
wood Corp. announces the opening of new, larger offices at 
120 E. 56th St., New York City. In line with the office ex- 
pansion, the firm is introducing a new oriental blonde ply- 
wood under the trade name Mahara and also an oriental 
oak, a teak, a cherry and at nutara. 


The board of directors of Beauti-Dor, Inc., Chicago, an- 
nounce the election of Harold Grossman as president. He 
was previously executive vice-president of the firm. Robert 
Silvers, formerly vice-president in charge of advertising, 
has been elected executive vice-president. 


An award for outstanding contribution to the field of 
“literature and advertising concerning materials or prod- 
ucts” in the building industry has been awarded to Kwik- 
set Locks, Inc., Anaheim, Calif., in a national contest spon- 
sored jointly by the NAHB and the Producers’ Council. The 
honor was conferred on the company for its new full-color 
descriptive brochure on the Kwikset “400” line locksets 
and accessories and jointly credited the company’s adver- 
tising agency, Hixson & Jorgenson, for execution of the 
literature. 


James E. Cody, former St. Louis division sales manager 
for the Reardon Co., manufacturers of water-base paints 
and related products, has been promoted to the position of 
vice-president and general sales manager. ... T. Ray John- 
son has been named vice-president in charge of sales by 
W. R. Meadows, Inc., Elgin, Ill. Robert G. Stilling has been 
appointed general sales manager. 

(continued on page 110) 
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| EXCLUSIVE FRANCHISE 


Master Jig door-sizing fixture complete with 
work bench, foreground, is one of four 
patented precision tools leased to every 
Master-Hung distributor. Other Master 
Hung equipment includes the assembly 
table, miter saw table, and a jamb, dado 
and dowel boring machine. 


The “Master” Plan 
for Profit with 
Pre-Hung Doors 


Exclusive Franchise 
for your territory 
° 
Equipment-Leasing Arrangement 
— like paying rent 
e 
Folders and Order Forms 
with your imprint 
e 
Sells more hardware 
e 
Makes slack time productive 
a 
Pay for equipment 
out of profits 
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MASTER-HUNG DOORS 


Builders agree—the swing is to pre-hung doors. And 
when you get the franchise to make Master-Hung Doors 
in your territory, you are going to make money. 


Let the builders find out that you can supply Master- 
Hung Doors in all standard sizes—and you won't have 
to sell. You'll be busy meeting the demand. 


Master-Hung hinged door units can be made in all 
standard sizes, and furnished with stops, trim, hinges, 
and lock. Split jamb fits wall from 342” to 7”. 


Your builder customers will cut installation time to 15 
minutes per door, using only two tools, a hammer and 
a level. No time lost adjusting mis-fit doors—all same- 
size doors interchangeable in like size opening. 

Don’t miss this once-in-a-lifetime opportunity for big 


profits. Call or write today. 


MASTER-HUNG DOOR EQUIPMENT CO. 
King and Franklin Streets, Pottstown, Pa. Telephone: 8133 
Precision Tools for the Building Industry Since 1937 


Parent of Z&K Tool Co. 


Circle No. 64 on Coupon, page 142 





REAL VALUE 


engineered in 


gue 
nig 
SASH BALANCES 


The spiral rod is engineered with 
“changing pitch” the feature that 
provides accurate BALANCE of sash 
\ at any position. Do not overlook this 
‘vital advantage, it costs no more and 
is available only in UNIQUE Sash 
Balances, for residential use. 
Modern double-hung windows bal- 
anced with UNIQUE assure lifetime 
trouble-free operation. Their value is 
unmistakable... just look and see! 


Send for catalog 


Circle No. 103 on 
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WESTERN PINE ELECTS, left to right: S. V. Fullaway, Jr., secretary-manager; P. V. Burke, 
vice-president; A. L. Helmer, retiring president presenting gavel to new president, A. B. 
Hood; J. D. Bronson, vice-president, and C. T. Gray, treasurer. 


Western Pine Assn. 
Elects Hood President 


A. B. (Bristow) Hood, general 
manager of the Ralph L. Smith 
Lumber Co., An- 
derson, Calif., 
has been elected 
14th president 
of the 440-mill 
member West- 
ern Pine Asso- 
ciation at its re- 
cent annual 
meeting in San 
Francisco. He 
succeeds A. L. 
Helmer, Polson, Mont., who has led 
the group for the past two years. 


Declaring confidence in the 
Western Pine industry’s abilities, 
Helmer announced that FHA had 
accepted the association’s labora- 
tory-developed sheathing panel— 
Sheet-Board — which has been in 
production for several months by 
at least one association mill. 
Among private forest lands of the 
regicn, more than 300 new tree 
farms were added during the past 
vear, bringing Western Pine tree 
farm totals to 1,121 tree farms on 
more than 6 million acres, Helmer 
said. 

Prompt salvage of fire and pest- 
stricken government timber and 
the sale of full allowable cut of 
government agency-managed for- 
est lands were urged in actions 
during the meeting. A recent sur- 
vey showed 72% of the big 12-state 
Western Pine region’s commercial 
timberlands are government held. 


Other action by the association’s 
board of directors included: (1) 
Adjustment of the optional mois- 


Hood 


ture content standards in the as- 
sociation grading rules and adop- 
tion of a rule for the grading of 
pitch selects. (2) Heard a progress 
report on an association molding 
book publication. 

The association’s semi-annual 
meeting is to be held in Portland 
in September. 


Other officers named during the meeting in- 
clude: James D. Bronson, Cascade Lumber 
Co., Yakima, Wash., and Percy V. Burke, 
Sacramento Box and Lumber Co., Sacramento, 
Calif., vice-presidents, and C. T. Gray, Ameri- 
ean Forest Products Corp., San Francisco, 
treasurer. E. C. Rettig, Potlatch Forests, In-., 
Lewiston, Idaho, and R. A, Murphy, McCloud 
River Lumber Co., McCloud, Calif., were elected 
directors at large, with E. J. Bechard, Diamond 
Match Co., Chico, Calif., and James Bryson, 
Mt. Emily Lumber Co., Portland, as alternates. 

Elected as directors of the National Lumber 
Manufacturers Association were E. C. Olson, 
Diamond Match Co., Beverly Hills, Calif.: 
Homer B. Jamison, Byles-Jamison Lumber Co., 
Fresno, Calif.; W. S. Johnson, American For- 
est Products Corp., San Francisco; U. R. Arm- 
strong, Hallack & Howard Lumber Co., Denver, 
and Bronson and Helmer. Helmer also was 
named to the NLMA executive committee. As 
president, Hood becomes regional vice-president 
of NLMA: Bronson also was named to the 
board of trustees of American Forest Products 
Industries, Ine. 


Gypsum Assn. Approves 
Double Nailing System 


An antidote for nail pops caused 
by mechanics’ failure to hold gyp- 
sum wallboard snugly against fram- 
ing members during nailing is seen 
in the approval of the double nail- 
ing technique by the Gypsum Asso- 
ciation, Chicago. Experience has 
shown that even when all other 
safeguards are observed, namely, 
use of sufficiently dry lumber, 
proper nailing and framing and cor- 
rect wallboard sizes, loose holding of 
board still can produce “popping.” 

(continued on page 112) 
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fifteen sure-fire ways to 


profit on ZLONO LITE 
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Use These Profit-Building 
Sales Aids to Promote 


y£o) lo] Gh i murmu 40), (eo) ana 
Insulating Fill Concrete Aggregate 





ZONOLITE + ZONOLITE 
Plaster Aggregate : Acoustical Plastic 


oF AD S ALES a7 * The Zonolite selling aids—which tie-in with Zonolite’s national 
ravext i ' advertising—are proven retail sales successes. Each has been 


STACK DISPLAYS J carefully tested throughout the country—in markets like 
/ yours and stores like yours. Each has increased Zonolite sales 

\ . for dealers like yourself...and can do the same for you. Use 

SI xe x \ § these fifteen important ways to boost your business. All you 
have to do is tie-in! Check coupon below. 


Send Today for FREE Information on This Coupon Helps You! Mail It Today! 


ZONOLITE’S Profit-Building Sales Aids 
ZONOLITE COMPANY - Dept. AL-47, 135 S. LaSalle St., Chicago 3, Ill. 


a peat oes 7 Ao g have helped hun- I’m with you on promoting my business. Send me data 
reds of Zono ite ealers put on more aggressive on the following: (check which) 
promotions. It’s surprising how they attract cus- 


tomers and develop increased business and profit. C) Decler Mats C) Owen Met C) Plaster Machine 


(C0 Radio Transcriptions [) Product Literature 0 eer mr 
ruckload Sales 

Remember, too, that Zonolite helps you by staging he em Advertising wre reseed CO Interior Stack Displays 

movie meetings and insulation clinics for builders C0 Window Trimming Advertising 0 Movie Meetings 

and architects in your area—with plaster-machine D Signs & Displays C0 Insulation Clinics 

demonstrations—with plans for interior stack dis- 

plays, truckload sales, and effective window ‘“‘stop- Name 

pers.” Build bigger sales—use these sales aids! i 





Company 


ZONOLITE COMPANY Address__ 


135 South LaSalle Street, Chicago 3, Illinois City - Zone____State 
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Fourth of a Series 


nuine Misynite haw Filtron 25 
locks the heat-keeps you coot 


Msynle 


GEARED FOR 
LOCAL ACTION 


When Alsynite planned its 
gigantic 1957 merchandising 
program, it worked with one 
prime consideration in mind: 
produce maximum action 
where it counts...at the 
local level. 

The advertisement you see 
reproduced above is one part 
of that hard-selling Alsynite 
program. This full-color, 
full-page ad will appear in 
House & Garden and House 
Beautiful, creating a desire for 
genuine Alsynite translucent 
fiberglas panels. It carries a 
“vellow pages” reference that 
will channel many buyers 
right to the source immedi- 
ately. 

But beyond that, “twin” ads 
in black and white are avail- 
able in mat form to every 
Alsynite dealer for his own 
local ad program...in sizes to 
fit any requirement. 

And this is just one phase 
of the over-all merchandising 
plan. If you’re not already 
profiting from Alsynite, better 
write today for full details and 
the name of your nearby dis- 
tributor. 


Write for full details 
ALSYNITE COMPANY OF AMERICA 
DEPT. A-4 « 4654 DE SOTO ST 
SAN DIEGO 9, CALIFORNIA 


COPR. 1957 ALSYNITE CO. OF AM 
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Where such failures persist, double 
nailing is deemed an effective rem- 
edy, reports the association. 

However, no departure from the 
existing “single nailing’ method, 
which calls for 5” to 7” o.c. spacing 
for ceilings and 6” to 8” o.c. for 
sidewalls, is reeommended for crews 
already obtaining satisfactory re- 
sults. In the double nailing system, 
nails are driven first into the field 
of the board at 12” intervals. They 
are then followed by a second series 
of nails spaced two inches from 
those already in place. 

As each “second nail” is driven 
home, the mechanic gives an in- 
surance blow to adjoining first nail. 
This takes up any slack that was 
developed by secondary nailing. 
Care should be taken only to 
“dimple” board surface, not break 
face paper by “over-driving.” Spac- 
ing for nails at perimeter of board 
should be 6” to 8” o.c. for sidewalls 
and 5” to 7” o.c. for ceilings. 


Mohawk & Continental 
in Joint Sales Effort 


A joint sales effort designed to 
strengthen the competitive posi- 
tion of jobbers and retailers and 
to improve service and sales pro- 
motion has been launched by two 
South Bend, Ind., manufacturers of 
compatible products. 

Mohawk Flush Door, Inc., pro- 
ducers of a complete line of flush 
hollow and solid core doors, and 
Continental Millwork Corp., manu- 





facturer of Continental interior, 
exterior and closet door units, have 
combined their sales forces and ad- 
vertising programs, but both firms 
will continue separate and inde- 
pendent manufacturing operations. 

General manager of the joint 
program is Carl E. Everly of Mo- 
hawk; Paul J. Bruck, Jr., Continen- 
tal, will function as joint sales 
manager. 


Filon Beams Ad Campaign 
at Sunday Carpenter 


“Endorsement by inference” is the 
basic device used to stimulate inter- 
est in its 1957 consumer campaign 
by Filon Plastics Corp., El Segundo, 
Calif., manufacturers of fiberglas 
panels for building. “Is that Dick 
Powell or isn’t it?” is the first re- 
action the ad is designed to get. 
First copy tests show the headline 
is leading the reader into selling 
copy to see if Dick Powell’s name is 
mentioned (which it isn’t). But it 
is Dick Powell. This twist of pic- 
turing a celebrity without using his 
name is probably a first in adver- 
tising practice, according to Jere 
Bayard Advertising, Filon’s agency. 

This first segment of Filon’s con- 
sumer campaign is beamed at the 
Sunday carpenter, one of Filon’s 
major markets. Scheduled for 4- 
color pages in Better Homes & 
Gardens, Living for Young Home- 
ers and Sunset, the “I’m no profes- 
sional . . . but” series shows a 
typical Filon application as a trans- 
lucent patio roof, with the owner- 
builder enjoying his handiwork. 
Each ad in the series will have a 
different celebrity whose face is 
well-known. 


1957 OFFICERS of the Red Cedar Shingle Bureau, elected at the group's 40th annual 
meeting in Seattle, are, left to right: N. A. English, Vancouver, B. C., vice-president; 
R. D. Mackie, Aberdeen, Wash., president, and V. G. Peterson, Seattle, secretary-man- 
ager. More than 250 shingle producers and guests attended the reception and luncheon 
following a morning business session. 
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This fine home in Alton, Illinois, was occupied starting in 
the 1840’s by Lyman Trumbull, a United States Senator 
from 1855 to 1873, and one-time rival of Abraham Lincoln. 


Lyman Trumbull Home a Living Record 
for Double Hung Wood Windows in America 


Relative inexpensiveness permits generous use 
of double hung wood windows with metal 
weatherstripping. 
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An endless variety of design can be achieved 
with double hung wood windows. They are 
easily shaped and their surface receives and 
holds any type of finish, 
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Lovely settings and a long history of wealth have nurtured in Alton 
a rich treasury of fine homes. Most, like the Lyman Trumbull home, 
have been well kept, with the result that the city today provides an 
excellent record of American taste in residential architecture since the 
1840’s. Deserving particular attention are the double hung wood win- 
dows in these homes. They blend perfectly into the varied types of 
architecture, adding outer beauty and inner comfort. 

Double hung wood windows have always been known for their 
efficiency. Today, they have been made more efficient, through the use 
of spring sash balance, other modern type balances and metal 
weatherstripping. Whether installed in new or old windows, metal 
weatherstripping will cut fuel costs at least 24% and window air leak- 
age is reduced 85%. Metal weatherstripping stops window rattling, 
makes windows operate more easily and deadens street noises. Also, 
the weather-tightness of metal weatherstripped double hung wood 
windows makes them ideal for the installation of air conditioners. All 


these benefits add to the comfort and convenience of home buyers. 


WEATHERSTRIP Aeseares INSTITUTE 


OFFICE OF THE SECRETARY, BOX 128—RIVERSIDE, ILLINOIS 


. DORBIN METAL STRIP MFG CO NICHOLS METAL STRIP SERVICE 
seametaiens GARDNER WIRE CO PEMKO MFG. CO 

ALLMETAL WEATHERSTRIP CO. MACKLANBURG-DUNCAN CO PRECISION WEATHERSTRIP CO 
BARLAND WEATHERSTRIP MATERIAL CO MASTER METAL STRIP SERVICE REESE METAL WEATHERSTRIP CO 
CENTRAL METAL STRIP CO MONARCH METAL WEATHERSTRIP CORP. SOUTHERN METAL PRODUCTS CORP 
CHAMBERLIN CO. OF AMERICA NATIONAL GUARD PRODUCTS, INC WARNICA PRODUCTS 
DENNIS & CO., W. J. NATIONAL METAL PRODUCTS CO, INC ZEGERS, INC 
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TELEPHONE SALESMAN receives order, places it in lazy Susan; stock checker, right 


background, processes it; typist, left background, completes it, sends it to warehouse. 


They Set Their Watches By Him 


How Phil McCoy, a northern California wholesaler, 


makes lumber dealer customers happy with his “milk route’ 


’ 


delivery technique. 


It was in 1945 that Philip J. McCoy established 
Western Pine Supply Co., wholesale firm at Emery- 
ville, Calif. He was 26 years old at the time and fresh 
from a tour of Navy duty at the lumber procurement 
office in San Francisco 

McCoy, a fourth generation lumberman, already had 
an impressive record when he began navigating the 
Navy's lumbe) procurement desk. He had worked in 
a Lebanon, Ore., sawmill; he had piled lumber for the 
Qualser Lumber Co., Portland, Ore., a retail firm; and 
he had done a stint with Herbert A. Templeton Lum- 
ber Co., Portland, Ore., wholesaler. In addition, he 
had earned a de gree at Dartmouth College. 

In a world full of uncertainties, there are at least 
two certainties in the lives of northern California 
retail lumber dealers. First, they can almost set their 
watches by the weekly arrival of Western Pine Sup- 
ply’s salesman; second, they can check the accuracy 
of their watches by the arrival of the WPS delivery 
truck with their orders a day or so later. 

These are two events which never vary from their 
appointed time. It is the “milk route” technique ap- 
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plied to wholesale lumber and building material serv- 
ice. The unusual firm maintaining this inflexible 
regularity of service is Western Pine Supply Co., Em- 
eryville, Calif. 

“It used to be,” said Phil McCoy, head of the com- 
pany, “that a jobber would send out his delivery truck 
when he got a load for it. We work it the other way 
around. 

“We have set up our sales program so that, when 
our trucks are ready to roll on the established schedule, 
there are orders on hand to fill the trucks. This means 
a lot of planning, for our service didn’t grow over- 
night. It means the dealer gets superior service with- 
out having to pay extra for it.” 


Typical day. Let’s follow the course of a typical 
retailer’s order. It arrives at the WPS order desk 
either via a salesman or telephone. The order depart- 
ment consists of four desks arranged at the four points 
of the compass, facing a lazy Susan pigeon hole ar- 
rangement in the center. 

Telephone salesmen occupy two of the desks. The 
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ORDER OF MIXED PINE, hardboard and redwood moldings is 


being made up on warehouse rail car from order received via 
pneumatic tube. 


third desk is used by the stock checker and the fourth 
by the order department secretary. Each desk is sep- 
arated from the others by a low partition faced on both 
sides with acoustical tile. 

When the order comes in, it is written up in long- 
hand and placed by the salesman into one of the pigeon 
holes in the lazy Susan. Each of these pigeon holes has 
a number. The number is a code referring to one of 
the firm’s 20 delivery routes throughout northern 
California. Thus, the order is actually started on its 
way to the dealer-customer as soon as it is written up. 

The stock checker turns the order-bearing lazy 
Susan to bring the paper to his desk. Here he checks 
it against stock books, which show warehouse inven- 
tory in terms of what is left to sell. The order is 
checked to make sure everything on it can be shipped. 
At the same time, the stock books are corrected to 
show the new inventory figures. 

The stock checker replaces the order in its lazy 
Susan pigeon hole. It is now turned to the order desk 
secretary, who types up the order on manifold forms. 
Dividing the copies of the manifold order, she sends 
the shipping copy directly to the warehouse. The copy 
is placed in a pneumatic tube to carry it to the ware- 
house over 100 feet away. 

McCoy is proud of this pneumatic tube installation. 
It is one of the few, if not the only one, in a U. S. 
wholesale building material warehouse. He admits it 
cost about $800, but is well worth it. 

“It eliminates a lot of running around,” he said. 
“and keeps people where they are needed for best 
efficiency.” 


Filling the order. When the order is received in 
the warehouse, it is given to an order filler. He takes 
a light rail car and pushes it to the end of the ware- 
house, order in hand. Piece by piece, in all of the in- 
finite variety of wholesale orders, the order filler be- 
gins loading the light rail car with the dealer-cus- 
tomer’s merchandise. 

When the order has been completed, it is pushed to 
a holding station so it can be loaded onto the truck 
at the proper time and in the proper order. 

The sequence of loading the truck is vital for effi- 
cient delivery. The warehouse foreman has a route list 
of retail lumber dealers which guides him in loading. 
This makes it easy to load the truck with all the orders 
on that route so each order is on top and easy to unload 
when the truck arrives at the dealer’s door. 


Customers like regularity. The WPS northern 
California territory has been divided into seven sales 
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Ls 
WHOLESALE WAREHOUSE has wide variety of items in demand 


by the area's retail lumber dealers. 


eal - 


READY TO ROLL out on schedule, this is one of WPS's 
highway units specially designed to accommodate building 


areas. Each one is served by a salesman who travels 
his route on a regular schedule. The area served ex- 
tends from the Eureka area on the north to the Fresno 
area on the south. 

Every week each of the firm’s salesmen calls on the 
retail trade on a regular schedule, in a pre-determined 
order, arriving at each dealer’s office on the same day 
each week, at about the same time of day he did the 
time before. He makes about six to eight calls per day 
and serves about 40 dealers. He gets well acquainted 
with each of those dealers and thus is able to render 
unusually adequate service. 

Regularity like this makes it natural for a dealer to 
accumulate orders in anticipation of the salesman’s 
call. He knows he can depend on the salesman’s call to 
service those orders. He knows he can base delivery 
promises to his customers, too. Orders grow for re- 
tailers, who key their selling to this regularity, McCoy 
claims. 

Truck deliveries are scheduled to coincide with the 
sales calls. This enables deliveries to be made as soon 
after the sales calls as possible. 

To do this, MeCoy has divided northern California 
into 20 delivery routes. Each dealer-customer is given 
a wall card telling the day of the week on which the 
WPS truck is due. Some routes get service every day. 
Others get two or three trips per week. The firm’s 
longest delivery route takes the driver to Eureka and 
back, a three-day trip. 


Truck equipment used. To maintain the delivery 
schedule, WPS operates two flatbed trailers, five van 
(continued on next page) 
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Symbols of 
the finest 


In 
securities 
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REDWOOD 
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When your customers 
ask for Redwood 

it's because they want 
Redwood’s distinctive 
qualities. When you 
sell them NOYO brand 
they get Redwood 

at its best. For Union 
Lumber Company has 
unmatched modernized 
milling facilities and 
perpetual timber supply, 
backed by nearly three- 
quarters of a century's 
“know how.” 

When you order— 


Certified Dry 
VG & FG Stock 
All Patterns 
Mouldings 


Redwood’s most 
desirable qualities 
fulfill your 
expectations. 


MIXED CARS 


Carefully assembled 
cars mean economical 
and damage-free 
unloading —keep true 
“once a Noyo Dealer 
—always.” 


Union Lumper CCMPANY 


SALES REPRESENTATIVES 
THROUGHOUT THE NATION 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 
New York 


Member California Redwood Association 
Circle No. 46 on Coupon, page 142. 
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trailers, four flatbed trucks and four tractors. Two 
trailers can be hauled behind a tractor unit if need be. 

This equipment is operated on a tight schedule. It 
closely resembles railroad timing. Each route has a 
closing time in the order office, a closing time in the 
warehouse and a set departure time for the truck. 

Thus, on a certain route, order closing time is 8 
a.m.; warehouse closing time is 9 a.m.; and the truck 
leaves on that route promptly at 10 a.m. Warehouse 
and office personnel know these times and live by them; 
the salesmen pass the word on to the dealer-customers 
so they will know, also. 


No delivery charge. A significant thing about all 
this inflexible system is that it costs the dealer noth- 
ing. Delivery from warehouse to retailer is free. A 
dealer 100 miles away from the Emeryville warehouse 
pays no more for his materials than does a dealer a 
mile away. This helps promote better competitive con- 
ditions, McCoy believes. 

However, if a dealer wants a delivery on a day when 
a WPS truck is not coming his way, the shipment is 
given to a common carrier and sent freight collect in 
the usual manner. 

Does it work? Evidence shows it does. 

“The bigger the buyer,” McCoy said, “the more he 
depends on us. After all, the wholesaler exists only 
because he performs a service. If we get our service 
onto a regular basis our dealer-customers can count 
on, they understand more clearly that we are striving 
to perform a service for them.” 





DEALER POINTERS 
a oe 








Coffee Bar In Dual Role 


A coffee bar at the Indiana (Penna.) Lumber & 
Supply Co. serves both employes and customers. The 
layout includes cabinets manufactured in the firm’s own 
shop, also a sink sold by the company. Thus the coffee 
bar has become an informal sales center where pros- 
pects can enjoy the firm’s hospitality and be exposed 
to some of its products at the same time. 
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more fente propels 


FOR YOU WITH NEW 


Afobitud-vesions: 


The biggest year yet in fence sales and profits is off to a MORE SALES, QUICK AND EASY WITH 
great start with Habitant’s introduction of a smart new addi- : 

tion to the famous Habitant line. It’s beautiful, modern — lu DECORATIVE ee ee 
Basket-Weave in long-life Michigan White Cedar. Shipped Here’s the NEWEST idea in fence sales — ready-to- 
completely assembled in custom-fit sections, new Habitant install units designed for dozens of uses. Units are 
Basket-Weave Fence is ready for instant installation with shipped ready to install, complete with posts; all 
matching gate. This new addition makes Habitant the most sturdily built of Michigan White Cedar. Twelve 





complete line of fine wood fence, with styles ranging from different units for your customers to choose from — 
paling and stockade to popular picket and post-and-rail. each one an inspiration for additional sales of 


; re 7] 
WRITE FOR DETAILS ON THE MONEY-MAKING HABITANT FENCE Habitant Fence! 


LINE, AND FOR NEW FOLDERS, BROCHURES AND SPECIFICATIONS. 


MO eenen, INC. : - << a ! hi} | | 


BAY CITY 19. MICHIGAN THE LANCASTER UNIT THE HAMPTON UNIT THE PENROSE UNIT 
j to shield a terrace to screen an entry to frame a garden 








The Finest Fence You Can Sell! 
Circle No. 43 on Coupon, page 142. 





CONSTRUCTION FEATURES 
MEAN SALES ADVANTAGES 


B&C combine LOW PRICE, FULL RANGE OF SIZES and HIGH 
STRENGTH DUCTILE IRON for profitable quality advantages that 
are hard to beat. 


B&C DUCTILE IRON : 
CARRIAGE CLAMPS 8 Sizes— 


ae “* cap 
1¥e"' to 4"° 
; “ throat depths 
Camb? . . Bones * ; i (1'*, 28, gee 

alex (oncrele big er ss 

- * : : : d come in Malle- 
REPAIR—TOPPING—WELDING ees vil ma Pa ; ‘ able only) 

REVOLUTIONIZES cement and masonry repairs - i: ~ s % : : 1° 
ELIMINATESthe CHIPPING or ROUGHENING, “i : $ : 3’ 
PRIMING ond CURING thot are necessary i i N 
with ordinary cement patch ng materials 
What's more. it is applied as THIN as 4s or 
more than | whatever thickness needed 
Saves contractors, home owners, fa 
maintenance men hun f dollars in 


concrete replacement and repairs a — oe & “rocking” pads B&C DUCTILE IRON 


INCREASE YOUR SALES:‘DOLLAR VOLUME for tight, safe 
" y ae r ‘ r tight, 

cee nay — EXTRA DEEP CLAMPS 

REPAIR AND TOPPING IN THESE 3 SIZES | |) ana , 

a terrific seller in the “Fix-It-Yourself” market! : 5 : ! * vise type handles 7 Sizes— 





BUT— iT CAN BE MADE SMOOTH QUICKLY, 
EASILY AND INEXPENSIVELY eacth 


"0 2 ¢ 243", 
* are BRIGHT 
ICKEL PLATE 











(sufficient to repair 50 t j ee ee 
150M of average cracks) | | CONTRACTORS UNIT tive operation. ——3"" to 5" throat 
$ drum ep! 

LIST PRICE .... °2.95 Includes 40-lbs. powder 

LARGE KIT — 14 /bs S| ean ae nines COMPARE B&C CLAMPS FOR 
double size) ufficient to cover approx UALITY. GET THE 

$ 100 sq. ft, Ye thick PRICE and 9 
LIST PRICE ...... °4.95 LIST PRICE .... 10.00 FACTS . . . SEE YOUR JOBBER. 


rq SMALL KIT — 8 Ibs — . ' assure easy, POSi- 4+ 44 6 cap, 
b= 


BOTH KITS include powder mix, liquid rubber latex and a trowel 
See your wholesale supplier or write today for complete information. 
Prices are F.O.B. Chicago. 


Le: ee) Inc GE cee THE BRINK g COTTON MFG. CO. 


)VER 21 YEARS OF CONTINUOUS SERVICE . 63 POLAND STREET « BRIDGEPORT, CONN. 
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THIS TRAILER, recently put on the road by Hazelton Wholesale Hardware, transports a 
complete sales room, even to a kitchen sink and lighted half-island displays along the 
wall simulating an aisle in a store. A 3kw generator mounted on the truck furnishes cur- 
rent to operate the fluorescent lighting and air-conditioning unit in the trailer. 


Mobile Sales Room Takes to the Road 


Calling on hardware stores and 
lumberyards in southern California 
is a mobile sales room, recently 
put on the road by P. B. Hazel- 
ton Wholesale Hardware, Compton, 
Calif. Later in the year, the unit 
also will travel in Arizona, reports 
sales manager Howard Padrick. The 
mobile display unit carries a com- 
plete assortment of ‘“visible-pack- 
aged” merchandise displayed on 
self-service gondolas, which are 
manufactured by the wholesaler. 

Hazelton Hardware, a pioneer in 
self-service merchandising for the 
hardware and lumber industry, 
started several years ago with 
Select-a-Pak by National Lock Co., 
followed by Amerock’s ‘‘Clear-Vue” 





Merchandising 
Wholesalers 


American Lumberman invites 
wholesalers with merchandising 
programs for dealers to submit 
details to our editors. Special 
features are now being published 
describing progressive whole- 
saler operations. 

Wholesalers interested in ex- 
ploring the possibilities of mak- 
ing available a store planning 
service for retail customers are 
urged to write this magazine. 
The keen interest of retailers in 
new and remodeled stores sug- 
gests that wholesalers may play 
a part in our extensive show- 
room program, 
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dome pack and soon discovered a 
great demand for many additional 
items in visible pack. To fill this de- 
mand, Hazelton found it necessary 
to establish a separate packaging 
division to repack the merchandise 
of other manufacturers. The pack- 
aging division was later changed to 
a manufacturing division when the 
fabrication of display islands was 
added. 

Catalogs and illustrations were 
found to be inadequate in presenting 
the firm’s merchandising plan, so 
the mobile display unit was planned. 
John Cate, a specialist in self-serv- 
ice promotion, was placed in charge 
of the project. Now, after months 
of preparation, the unit is on tour. 


Knecht's Changes Its 
Name, Moves Sales Office 


Henceforth Knecht’s Lumber- 
men’s Supply, Rapid City, S. D., 
will be known as Building Material 
Distributors (BMD). BMD also an- 
nounces it will have a more conven- 
ient sales office with complete dis- 
plays for the dealer and his custom- 
ers, as well as more complete stocks 
of brand name building materials. 
Location of the new sales office will 
be at 820 Rapid Street. 

There will be no change in present 
personnel or policy, it is said. BMD 
retains the same key personnel: Don 
Knecht, general manager; Otto 
Mueller, assistant general manager; 
Bob House, sales manager. 


Wholesaler Shorts 
John P. Tierney has been appointed 
manager of the South Bend branch of 
the Great Lakes Distributing Corp. 
Don M. Murdoch now becomes manager 
of the Logansport branch and Robert 
P. Strickland has been appointed as a 
sales representative of the south terri- 

tory of the Logansport branch. 
(continued on page 120) 


Scaffolding and Fork 
Truck Cut Labor Time 


A simple solution to a minor prob- 
lem has paid big dividends for 
Youngblood Lumber Co., wholesale 
distributor in Minneapolis, Minn. 
Like so many lumber warehouses, 
the firm’s hardwood storage build- 
ing has a second floor or balcony 
opening onto a central alley. Stand- 
ard practice has been for a man to 
jack one board at a time to a sec- 
ond man on the balcony cat walk, 
who would lift the board and place 
it into a bin. Because a large num- 
ber of items were stored in small 
quantities, it was not practical! to 
convert this part of the operation to 
a unit storage system. Also a mini- 
mum aisle width prevented the use 
of end handling equipment for di- 
rect loading. 

Material destined for this storage 
area is now unitized in 4,000-pound 
packages for fork truck handling. 
Regular scaffolding of the proper 
height is placed in front of the 
second floor bin and the fork truck 
loads one unit at a time on top of 
the frame works. One man can 
sasily pull boards from the unit 
directly into the bin. 

Youngblood Lumber has cut the 
labor time for this operation to less 
than one-fourth of that formerly re- 
quired. In addition, orders are laid 
out from the balcony onto the scaf- 
folding for eventual unloading by 
the fork truck equipment, elim- 
inating one half of the labor time 
of the old system. 


PRACTICAL USE of scaffolding and fork 
truck help Youngblood Lumber Co. to cut 
labor time. The scaffolding, which is made 
up of standard units to a 5 x 7 x 10’ size 
with heavy-duty casters, has a total load 
capacity of 8,000 pounds, was produced 
for less than $150 by Wako Mfg. Co., 
Minneapolis. 
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/ Floor Polisher Rug Shampoo 
7 Machine 


these Clarke 
rental machines me , 


yy Wet-Dry Vacuum Cleaner 


ISWER CHART 
yer oe QUESTIONS 


and this 
business-building 
tee halen ren chart 


newspaper mats, radio scripts, 
envelope stuffers, window 
streamers, electric flashers and 
can top stickers. 


way profits 


From (1) rental fees, (2) sandpaper and 
shampoo sales and (3) related item sales, 
totaling up $2500 annually from each set 
of machines. 


Cl k SANDING MACHINE CO. 
ar \ 464 Clay Ave., Muskegon, Mich. 
Authorized Sales Representatives and Service Branches and Distributors in Principal Cities 


In Canada: Clarke Sanding Machine Co. (Canada) Ltd. 21 Advance Road, Toronto 18, Ont. 


Send me information on Clarke's “Three-Way Profit’ Rental Plan 


Name 
Firm 


Address 
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Jerry Swenson has been named sales 
representative for the Wendell Brown 
Lumber Co., Minneapolis. He will 
travel Minnesota for the wholesale 
lumber firm... . W. A. Compton, for 
many years senior vice-president of 
Allen Millwork Mfg. Corp., Shreveport, 
La., has been elected president of the 
company, succeeding W. E. Wheless, 
Sr., who died recently. 

Binswanger & Co., Inc., Richmond, 


Va., has announced the promotion of 
Thomas L. Vincent to the position of 


erations. Vincent was formerly man- 
ager of the Macon, Ga., branch. He 
has been succeeded as the Macon 
branch manager by Herman E. Scott. 
Celebrating its 85th anniversary this 
year, Binswanger’s expansion has been 
continuous. It now operates 20 
branches, warehouses and plants cov- 
ering the entire south from the Poto- 
mac River to the Mexican border. 


After 57 years with the Hallack & 
Howard Lumber Co., Denver, Colo., 
I. F. Downer, chairman of the board, 
has announced his retirement. Downer, 
a graduate of the University of Denver, 
began his association with Hallack & 
Howard as a traveling salesman in 
1899. He has served as chairman of the 


vice-president in charge of branch op-board since 1950. 








OPERATION HOME 
IMPROVEMENT 


gn for 5/ 


“Oscar Ohi”... he’s like another 


Clarence W. Happ, president of the 
White Star Lumber Co., Inc., Chicago, 
for the past 12 years, is retiring from 
active participation in the business. 
Happ, who has been in the lumber 
business in the Chicago area since 1920 
and associated with White Star since 
1929, will continue in a consulting ca- 
pacity for a two-year period. He has, 
however, sold his stock interests in the 
company to Vernon G. Brown, who will 
serve as the new president, and Fred- 
erick W. Mueller, the new vice-presi- 
dent. 


OBITUARIES 


David P. Steves, president, 
Steves Wholesale, Inc., San An- 
gelo, Texas, died of a heart at- 
tack March 12. He was 44. Mr. 
Steves was born in San Antonio, 
where he spent most of his life 
until he and his family moved to 
San Angelo two years ago. He 
was a past vice-president of 
Southern Sash & Door Jobbers 
Association. He is survived by 
his widow and four children, 
Molly, David, Jr., Bob and Sally. 

Two of his surviving brothers, 
Sam Bell and Marshall Steves, 
are president and vice-president 
& general manager, respectively, 
of Steves Sash & Door Co., San 
Antonio. 


Robert Stanley Dawson, presi- 
dent, Robert Dawson Wholesale 
Lumber Co., Louisville, Ky., died 
recently after a two-week ill- 
ness. Mr. Dawson had been in 
the lumber business since 1917 
and was associated with his late 
brother, J. C. Dawson, in the 
lumber business until he formed 
his own firm in 1936. Surviving 
is his widow, Eugenia. 


BASIC MATERIALS 


@ Advertising & Display Kit . . . Five 
times greater than the °56 ohi kit! 
Over 50 pieces in all, including “‘Oscar 
Ohi” and the right to use him in your 
advertising Timepay booklet, pub- 
licity manual, two counter cards, two 
large posters, streamers, decals, stick- 
ers, and dozens of other useful items. 
Cost of $10 includes second kit to be 
mailed in April to tiein with the great 
May “Better Your Living Month.” 


@ Ohi Newsletter . . . The best way 
to keep posted on the rapidly expand- 
ing remodeling market every two 
weeks Subscription for first six 
months of ‘57 only $2.00 





@c ity Ha dbook .. . (Included 
free in basic Kit) 48 pages tell how 
to launch an ohi campaign in your 
city. 


salesman on your staff ... always 
smiles, hands out selling messages on 
remodel financing, and can add 20% 
to 50% more profit to your operation 


tel 


in 757. 


He’s a real character . . . dances 
through all of the ohi display and 
advertising materials that have been 
created to help you tie in with the 
great ohi campaign that has been 
proved in ’56... and vastly IMproved 
for ’57. 

‘“‘Oscar Ohi’’ is copyrighted, of 
course. But he’s yours for FREE 
with the new ’57 ohi Advertising and 
Display Kit at $10. All you do is 
paste him down on a 4-foot board, 


Edward Tyler Sturgeon, 67, 
owner-president, Morrill & Stur- 
geon Lumber Co., Portland, Ore., 
died recently. Born in Chicago, 
he began his career as a time- 
keeper for a construction firm. 
He later formed the firm of 
Angell & Sturgeon at Pocatello, 
Ida. and Salt Lake City. Moving 
to Portland, he managed the 
Douglas Fir Lumber Co. and in 
1921 he became owner-manager 
of his own firm, He was past 
president of Portland Wholesale 
Lumber Association, a member 
of Hoo-Hoo, a Mason and Shrin- 
er. Surviving are his widow and 


@ Film Strip Sound Presentation .. . 
The whole story of ohi in pictures with 
narration for showings to industry 
groups. Price $20. 


cut him out, stand him up... and 
he’s ready to go to work on your 
customers to help you get your share 
of the $15 billion remodeling market. 
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materials 
Now. 


Name 


Firm 


City... 








To: OPERATION HOME IMPROVEMENT 
10 Rockefeller Plaza, New York 20, N. Y. 


Please send the following materials, for which 
my check is enclosed: 


( Display Kit 
[] Handbooks @ $1.50 


ee, Ee Aa ae ae aa ee 


(] Newsletter 
[) Film Strip 


@ $2 


@ $10 
@ $20 


Se: 
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three daughters. 


F. Edwin Mower, president 
and founder of the Mower Lum- 
ber Co., Charleston, W. Va., died 
suddenly recently. 


Frank R. Adams, associated 
with the California redwood in- 
dustry since 1920, died in Evans- 
ton, Ill., after a three-week ill- 
ness. He was connected with the 
Pacific Lumber Co., which dis- 
tributes redwood in the Chicago 
area, Mr. Adams also was presi- 
dent of Merced Industries in 
Merced, Calif. Surviving are his 
widow, Katherine; a son, Dr. 
John R. and a daughter, Mrs. 
Valerie McLaren. 
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SMOKE SHELF 
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FIREPLACE CLOSE. FITTING <ll ll ee, OF pot 


DAMPER 
Warms Customers’ Homes ad 7) z WARM AIR 
FULL-SIZE ~ lala nT OUTLET 


- and Dealers’ Hearts! — tigosr opewinc 


This big-profit all-steel fireplace de- i weed 
livers complete comfort to as many as i . 
three rooms . . . and lights a fire under Ls Ly 
Available in five sizes for any stand- . 
ard fireplace in new or old homes, modern ™ 
or traditional . . . ideal for basements, | ar PR ES me COOL AIR 
playrooms, cabins or camps. DAMPER HANDLE gp INET 
Thermoflow design gives maximum 
heat distribution, clean and smoke-free— \ 
heated air never comes in contact with the = : —— SZ 
fire. A complete unit — ready for in- = SZ 
Cast Iron Fireplace Dampers Formed Steel Lintels = 
@ Cast iron and aluminum foundation vents 


@ Outdoor fireplace units 
@ Cleanout doors 


Write today for our complete we 
catalog. Address Dept. AL ~~ | @ Mortar boxes . VEST A L 
m, @ Cast iron and steel specialty 
Ss 
ee 


building products 
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VESTAL MANUFACTURING CO., P.O. BOX 152, SWEETWATER, TENN. 
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SAVE TIME—MONEY—MANPOWER msuh 
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Investigate THE HANDIBELT 
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made from 
select Ponderosa 
Pine, toxic and 
water repellent 
treated for 
extra wear... 








two tone colors to 





match or harmon 
This compact, lightweight, reversible-belt conveyor pe wilh any corer 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: oy pn | the St [H. Look for the 

No. 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. /W~y eee ge i EASY-CHANGE trademark 
6 ins. Write for HANDIBELT Bulletin No. AL, a//) - 4 be branded on the edge 


Dept. U-4. << \Y de) | ’ of each door. 
thee NZ 


scheme you choose 














STANDARD CONVEYOR CO. 
General Offices: 4, | k ‘ 

North St. Paul, Minnesota a4 *. : : 
| TRADE MARK REG 


Sales and Service in RAVITY & POWER | 
on CONVEYors | | Me laael ity Wale), Mm lele)- maael 
FOND DU LAC, WISCONSIN 
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Simpson Forestone 

Forestone is now made tongue-and- 
rroove and flanged. This beautiful fis- 
sured noise-absorbing acoustical ma- 
terial is made of woodfiber 9/16” thick 
and cut into 12” x 24” tiles that are 
center scored to simulate 12” x 12” 
tiles. Edges have extended flange for 
hidden nailing or stapling, features 
which permit extremely rapid and 
easy, error-free application, manufac- 
turer says. Simpson Logging Co., 
Dept. AL, Shelton, Wash. 


Circle No. 201 on Coupon, page 142. 
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Wing-Line Shutterfold Door 

A new-type decorative folding door, 
called Wing-Line Shutterfold Door, 
with movable shutters is recommended 
by the manufacturer especially for 
openings between rooms, hallway 
doors and closets. It combines the 
decorative charm and practical control 
of light, privacy and ventilation with 
the convenience and space-saving ad- 
vantages of folding doors. The doors 
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are easily installed with overhead 
track, pivot hangers and hinges, it is 
said. ‘Complete hardware kits are fur- 
nished with each door; 2’0” and 2’8” 
openings can be fitted with two-panel 
doors, openings from 2’8” to 5’4” can 
be fitted with four-panel doors. The 
Sam A. Wing Co., Inc., Dept. AL, 
5035 Willis Ave., Dallas, Texas. 


Cirele No. 202 on Coupon, page 142. 


Hip Roof Ventilator 


A new, low-silhouette, hip-roof ven- 
tilator, the Series 50, is designed for 
maximum ease of installation. The 
Series 50 Vent incorporates a baffle 
under the rear of the hood and a 
weather flange around the top of the 
stack to keep out rain and snow. The 
wide 4” flange makes for a quick, 
weathertight installation and the 8” 
diameter stack readily accommodates 
round duct for kitchen fan applica- 
tions, it is said. Available in .025” 
aluminum or 26-gauge galvanized 
steel, the Series 50 Vent provides 41 
square inches of free area and is 
screened to exclude insects and birds. 
Leslie Welding Co., Inc., Dept. AL, 
2943 W. Carroll Ave., Chicago, III. 


Circle No. 203 on Coupon, page 142. 


Electric Fire Starter 

Called Fyre Start’r, an_ electric, 
automatic, charcoal and log lighter 
lights barbecue fires or logs in minutes, 
it is said. Uses little current, about 
4¢ per barbecue or log lighting. Oper- 
ates on 7% amps, 115 volts. Fyre 
Start’r is constructed of high quality 
tubular element with sturdy clamp 
Safe “T’” Heat Shield, permanently at- 
tached, burn-proof, bakelite handle, 
with six-foot U.L. approved cord. Fyre 
Start’r extends to center of 24” bra- 
zier. U. S. Associates, Inc., Dept. AL, 
2803 S. Main St., Los Angeles 7, Calif. 


Circle No. 204 on Coupon, page 142. 


A Dot and Dasher 

A template, which enables a drafts- 
man to draw dot and dash lines with 
a rapid stroke of a pencil or ball-point 
pen, is said to be applicable to any 
type of architectural or mechanical 
drawing where various’ broken-line 
combinations are desired. Called Dot- 
N-Dasher, it will produce six differ- 
ent lines: long dash, short dash, long 
dash and dot, short dash and dot, long 
dash and two dots and short dash and 
two dots. The hardness of the pencil 
determines the density of the line. 
Dot-N-Dasher is made of exceptionally 
strong and durable transparent, plastic 
ooduad (4 .0075” thick. Dot-N- ?. 
Dept. AL, Box 668, Cresskill, N. J. 


Circle ‘Ne. 205 on Coupon, page 142. 
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Family Room Ceiling Fixture 
For family rooms and other loca- 
tions where maximum fixture attrac- 
tiveness and light coverage must be 
combined with minimum fixture depth, 


this smart V-2028 ceiling fixture is 
recommended by John C. Virden Co. 
Available with a perforated reflector 
of polished brass, or in pink, white, 
copper, turquoise and black, making it 
versatile enough for any contempo- 
rary setting. The broad, white bottom 
glass is 18” across and the three 60 
watt bulbs illuminate a large area 
with softly diffused light. John C. Vir- 
den Co., Dept. AL, 6103 Longfellow, 
Cleve land, Ohio. 


Circle No. 206 on Coupon, page 142. 


All-Nylon Fish Stringer 

A new fish stringer that will not 
rust is announced by Lewis E. Hamel 
Co, Each stringer comes equipped with 
six clips molded in a single piece of 
DuPont’s “Zytel” nylon resin. Each 
clip flexes without danger of braking, 
it is said. By raising a small collar, a 
point may be freed for hooking 
through both lips of the fish. The man- 
ufacturer points out that fish hooked 
through the lower lip only cannot 
breathe and will die. A molded tab of 
“Zytel,” attached to each end of the 
cord, can be used to fasten the stringer 
to the boat, dock, or belt. Lewis E. 
Hamel Co., Dept. AL, 24 Browncroft 
Blvd., Rochester, N. Y. 

Circle No. 207 on Coupon, page 142. 
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ORANGEBURG 








Root-Proof Pipe 


makes ideal 
downspout run-offs 


ORANGEBURG 
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33,000,000 Single Family Houses In U.S.A.! 


A big percentage of them have no downspout run-off lines. Many 





builders, plumbers, home owners, farmers—your best customers— 
will be in the market this season for Orangeburg Root-Proof Pipe 
which makes the modern and practical drainline to carry roof water 


Other uses: Orangeburg Root-Proof Pipe is for 
sewer lines from the house to street main or septic 
: 
é le Ai, tank... for storm drains...and other non-pressure 
ey, la | : underground outside lines. Made in 2”, 3”, 4”, 5” and 6” sizes 
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l 
! 
away. Be sure to carry genuine Orangeburg to meet this demand! 
! 
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A Best Seller Across the Nation 


Over 250,000,000 feet of Orangeburg pipe are in service today. 
Downspout run-off lines are one of its popular uses. 

Orangeburg’s lightweight 8-foot lengths save installation 
costs. Taperweld Joints seal root-proof with a few hammer 
taps...no cement, no compounds. Orangeburg is strong and 
tough. Lines 50 years old, going strong today, are proof of 
its durability. 

Orangeburg also comes Perforated in 4” size for foundation 
drains, septic tank filter fields... all wet spot drainage. 

> e . . . . . 

Orangeburg’s national advertising in Life, Better Homes 
and Gardens, American Home, Farm Journal and other maga- 
zines has made the Orangeburg brand name the best known 
trade mark on pipe and fittings. 

Get genuine Orangeburg. Look for the Orangeburg brand 
name on pipe and fittings. For more facts write Dept. AL-47. 
ORANGEBURG MANUFACTURING CO., INC. ® Orangeburg, N. Y., Newark, Calif. 





ADVERTISED IN see our catalog in 


or write for copy 


ORANGEBURG 


FITTINGS 


Tee 


Exclusive Orangeburg 
Fittings featuring Taper- 

lg Bend weld Joints simplify the 
installation. 
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“OUR CLARK CARRIER IS RE-PAYING FOR ITSELF... 


In 5 seconds, this CLARK-ROsS* Carrier loads itself. 
In 3 seconds it unloads itself. From the time lumber leaves 
the rail siding one man is the loading and unloading crew. 
He handles his Carrier just as easily over rough terrain 
or in thick mud. Maneuverability is outstanding. When 
in storage, bolsters keep the load off the ground... 
lumber stays grit-free and dry. Over-the-road or in your 
yard .. . the CLARK-ROsS Carrier is a cost cutter—pay- 
for-itself equipment. And, as this Carrier owner puts it, 
‘“« .. is re-paying for itself every day of operation.’”’ Write 
for detailed information. 
















Your local Clark dealer is listed in the Yellow Pages. 
irk-Ross is a Trademark of Clark Equipment Company i : 
"Ian ROSS CARRIER DIVISION } 
- CLARK EQUIPMENT COMPANY | 
: Benton Harbor 40, Michigan 
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Cabinet Catches 

New packaging for its cabinet 
catches is announced by Gordon Asso- 
ciates. Six complete catches with 
screws are now packed in a _ poly- 
ethylene bag, carded in an attractive 
display and slotted for pegboard dis- 
play. A do-it-yourself item, the bag 
also can be used for counter display. 
Gordon Associates, Inc., Dept. AL, 
First Street, Derby, Conn. 


Cirele No. 208 on Coupon, page 142. 
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Louvered Shutter Panels 


New %” movable louvered shutter 
panels are now offered by Woodcraft. 
Made of kiln-dried, clear western pine. 
Panels are square edged. This new 
line is in addition to the custom line 
of rabbeted and beaded, preassembled 
window and door shutters. Also avail- 
able are the popular cafe-bar doors 
and folding screens with simulated 
louvers. Woodcraft Quality Shutters, 
Dept. AL, 1190 Pershing Circle, West 
Englewood, N. J. 


Circle No. 209 on Coupon, page 142. 


Stainless Steel Fixtures 

A line of stainless steel lighting 
fixtures, designed to harmonize with 
the trim metals of modern institu- 
tional and commercial buildings, is 
announced. These fixtures, all UL ap- 
proved, combine distinctive styling 
with the long-lasting qualities of 
stainless steel. Models 1925 (wall 
pocket), 1984 (bracket lantern) and 
1988 (bracket lantern) are available 
in either the embossed pattern surface 
or in the smooth satin surface. Models 
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1941 (ceiling light) and 1933 (half 
cylinder pocket) are available only in 
the smooth satin surface. The Novelty 
Lighting Corp., Dept. AL-N-17, 2480 
E. 22nd St., Cleveland 15, Ohio. 


Circle No. 210 on Coupon, page 142, 


Two Cabinet Lavatories 

Two new cabinet lavatories with all- 
porcelain steel tops and steel cabinets 
with baked enamel finish in white and 
four new colors, coral, blue, green and 
gray, are announced. Both models fea- 
ture swept-back styling and recessed 
front for extra knee space. The Cor- 
onet is a lavatory-vanity with dressing 
table either left or right of bowl. It 
has one drawer, two storage compart- 
ments and shelf; top is 34” x 20”. The 
Petite is 20” x 20”. The cabinet hides 
waste and supply lines and provides 
under-lavatory storage space. Shirley 
Corp., Dept. AL, 330 E. St. Joseph, 
Indianapolis 2, Ind. 


Cirele No. 211 on Coupon, page 142. 


Cresline Plastic Pipe 


Manufactured to Schedule 80 iron 
pipe standards, a new Cresline heavy 
wall pipe is made from Kralastic resin 
and is available in sizes %” through 
6” with a complete line of fittings and 
nipples, which will permit almost any 
type of pipe arrangement. This new 
pipe is designed for industrial plants, 
municipal water systems and golf 
courses where rust and corrosion are 
a problem. Kralastic pipe is the light- 
est of all semi-rigid or rigid plastic 
pipes, says manufacturer. Crescent 
Plastics, Inc., Dept. AL, 955 Diamond 
Ave., Evansville 7, Ind. 


Circle No. 212 on Coupon, page 142. 


Variety of Steel Span Widths 


Cuckler Steel Span Buildings are 
now available in 32’, 44’, 50’, 60’ and 
multiples. The new 50’ and 60’ Steel 
Span Packaged Buildings have been 
designed to meet rigid building codes 
and take care of the increasing de- 
mand for larger Steel Span units in 
the commercial, industrial and agri- 

(continued on next page) 





You Save Y Ways 


By building your own 
TECO 


TRUSSED RAFTERS 


Using Teco Design Data 
and Wedge-Fit-Split Rings 
> ~ 
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1 FABRICATION 





—Only a minimum of equipment is 
needed. 


—Fabrication is simple with Teco 
Fabricating Bench Design. 
—Bore and groove in one operation. 


IPMENT ss 
2 - ner 
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—Ship Teco trusses folded — save 
35% shipping space per truss. 

—Ship knocked down — save 80° 
shipping space per truss. 


3 ASSEMBLY 





—Assembly is fool-proof — no jig is 
needed. 


—Teco Wedge-Fit split rings auto- 
matically align truss members. 

—Truss assembles only one way — 
the right way. 


Send for Free Teco Fabricating Bench 
Design and step-by-step: data on 
“How to Build Teco Trussed Rafters’. 


TIMBER ENGINEERING CO. AL-572 
1319 18th Street, N.W. 
Washington 6, D. C. 


1 am considering trusses for 
homes. 

Please send me Free copy of Teco 
Fabricating Bench Design and ‘How to 
Build Wood Frame Teco Trussed Rafters’. 
Name 
Firm 


Street 


City, Zone, State 





Circle No. 105 on Coupon, page 142. 
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cultural markets. Steel Span sales 
program, says manufacturer, is de- 
signed to help the dealer sell the en- 
tire building as a package. Cuckler 
Mfg. Co., Dept. AL, Monticello, Iowa. 


Circle No. 213 on Coupon, page 142. 





Cabinet Hinge 


A new Semi-Concealed Inset Cabinet 
Hinge No. 555 for lipped doors is of 
heavy gauge steel with oval shaped 
convex small leaf. This design (patent 
applied for) was created by Ajax en- 
gineers to fit the need of the cabinet 
making industry for a hinge that does 
not require exact alignment in paral- 
lel relation to hinges on adjacent cabi- 
net doors, manufacturer says. By 
adopting special automation  tech- 
niques, Ajax announces it is able to 
provide this hinge at budget prices. 
Available in %”, %”, 5s” and %” in- 
sets, in a variety of 16 finishes. Ajax 
Hardware Sales Co., Dept. AL, 4355 
Valley Blvd., Los Angeles 32, Calif. 


Circle No. 214 on Coupon, page 142. 


Maneuverable Riding Mower 


New concepts of maneuverability, 
styling and operator comfort mark the 
entry of a riding mower by Jari Prod- 
ucts. The new Jari Square-Turn 
PoweRide features an exclusive trans- 
mission that literally turns the mower 
“on a dime” and a streamlined body 
and fiberglass “armchair” seat, manu- 
facturer says. Designed for suburban 
lawns or institutional use, it will cut 
a 30” path with front reel only or a 
66” swath with two wing units added, 
it is said. A choice of power plants, 
3.3 hp or 6.8 hp, make it suitable for 
any grass-cutting assignement. The 
seven-in-one transmission has no 
gears; its simple construction is said 
to insure a minimum of maintenance. 


Jari Products, Inc., Dept. AL, 2990 


Pillsbury Ave. S., Minneapolis 8, Minn. 
Circle No. 215 on Coupon, page 142. 
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Economy Roof Ventilator 

A new, low-cost circular roof venti- 
lator with increased free area is avail- 
able in aluminum (No. 408) and gal- 
vanized steel (No. 508). The new Leigh 
Roof Ventilator has an 8” diameter 
opening, offering 50% square inches 
of free area in a highly compact de- 
sign. It is securely weather-baffled and 
has an 8-mesh screen approved by 
FHA. Roofing material can be installed 
close to the stack over an extra-wide 
flange, which gives better coverage for 
a water-tight installation, manufac- 
turer says. Leigh Building Products 
Div., Air Control Products, Inc., Dept. 
AL, Coopersville, Mich. 


Circle No. 216 on Coupon, page 142. 


Weslock Modernizer 

Weslock Modernizer, an all-new kit 
to convert old-style mortise lock in- 
stallations to modern Weslocks, is 
available. The Modernizer kit includes 
front and back escutcheon plates, 
strike and latch plate and necessary 
screws. All plates are of sufficient di- 
mensions to cover most mortise lock 
cutouts without filling, puttying or 
painting. Modernizer kits are designed 
to fit all Weslocks; complete instruc- 
tions for simple installations are in- 
cluded. Western Lock Mfg. Co., Dept. 
AL, 211 N. Madison Ave., Los An- 
geles 4, Calif. 


Circle No. 217 on Coupon, page 142. 


Peel and Stick Floor Tile 

Peel ‘N’ Stick, a new resilient floor 
tile introduced by Robbins Floor Prod- 
ucts, can be applied right over lino- 
leum, it is said. The new flooring has 
a built-in pressure sensitive adhesive 
backing. This dry adhesive coating is 
protected by a thin layer of poly- 
ethylene treated paper. Simply peel 
off paper and stick to the floor, says 
manufacturer. No solvent or bond is 
said to be necessary. Robbins Floor 
Products, Inc., Dept. AL, Tuscumbia 
(Muscle Shoals), Ala. 

Circle No. 218 on Coupon, page 142. 


Tub Sealer Molding 


A new design of tub sealer molding 
makes a double water seal at the joint 
of wall and wash basin or tub. The 
molding, designed to seal the tapered 
wall flange of modern bathtubs and 
wash basins, keeps out water from 
above and beneath the wall joint, it is 
said. Two sets of sealing grooves on 
the molding make the double seal; one 
set seals against the flange, the other 
against the wall above the joint. Calk- 
ing compound completes the seal along 
the length of molding. Youngstown 
Mfg., Inc., Dept. AL, 66-76 S. Pros- 
pect St., Youngstown, Ohio. 

Circle No. 219 on Coupon, page 142. 








Portable Radial Drill 

A new Portable Radial Drill Press 
is said to be ideally suited for steel 
erection, all types of construction, 
bridge and railroad work and general 
maintenance. It is portable, of all-steel 
construction, easily carried, operated 
and controlled by one man, says man- 
ufacturer. It swings in a 360° radius 
and is adjustable horizontally or verti- 
cally and clamps and rolls on any size, 
shape or type of metal or wood with a 
safe, sure grip. Lance Iron Works, 
Dept. AL, Box 310R3, Chicago 
Heights, Ill. 


Circle No. 220 on Coupon, page 142. 


All-Purpose Screwdriver 

The new Ratchet Head Versatool 
Screwdriver answers almost all 
screwdriving needs, says manufac- 
turer. Designed especially for the 
homeowner, this compact tool fits any 
pocket. A choice of three blades to 
handle slotted or recessed screws in 
straight or offset positions is offered. 
Universal Ratchet-in-the-head works 
in either direction or locks, making 
screwdriving easier and faster, it is 
claimed. The Versatool screwdriver is 
made unusually durable with tool steel 
blades carefully heat treated and hol- 
low ground. Shelton Plane and Tool 
Co., Dept. AL, Shelton, Conn. 


Cirele No. 221 on Coupon, page 142. 


Base Unit Pull-Out Trays 

A high-capacity cabinet incorporat- 
ing slide-out trays has been added as 
part of the new Kitchen Maid Triple- 
H kitchens line. The new base unit 
accommodates up to six pull-out trays 
for heavy canned goods, pots and pans 
and other cooking utensils, provides 
easy access to the most-used items in 
the kitchen. Available in a choice of 
Nutmeg, Spicebush or Cinnamon nat- 
ural finishes, or in pink, yellow, green, 
turquoise or white enamels, or a 
matched color finish. This is one of 
more than 30 special-purpose features 
in the Kitchen Maid Triple-H offering, 
which is comprised of three separate 
lines. The Kitchen Maid Corp., Dept. 
AL, Andrews, Ind. 


Circle No. 222 on Coupon, page 142. 
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Garden Tool Set 


Great Neck Saw Mfgrs. announces a 
five-piece “Good Earth” garden tool 
set to its growing line of garden tools. 
Colorfully boxed in its own self- 
service display, the set consists of the 
five basic hand tools for all-around 
gardening: trowel, transplanter, fork, 
cultivator and a weeder. The tools have 
a stainless steel look, specially plated 
ferrules and cold forged steel blades. 
Handles are two-tone natural hard- 
wood, weatherproof and fitted to the 
hand. Great Neck Saw Mfers., Inc., 
Dept. AL, Mineola, N. Y. 


Circle No. 223 on Coupon, page 142. 


Grooved Siding Panels 


Grooved hardboard siding panels 
with 8” and random spacing as well 
as 4” spacing between grooves now is 
available in Masonite Panelgroove and 
Ridgegroove. In the random groove 
pattern, the grooves are spaced in this 
oruer..4 . 29. 6”, 11”. 4”. 6” end 8‘ 
Each panel is identical to every other 
panel, Panelgroove has a smooth sur- 
face punctuated by the %” wide 
grooves. Ridgegroove has the same 
groove pattern and a ridged surface. 
Both products are made of Tempered 
Presdwood and may be used either for 
interior or exterior applications. The 
5/16” thick panels are 4’ wide and up 
to 16’ long. Masonite Corp., Dept. AL, 
111 W. Washington St., Chicago 2, Ill. 


Circle No. 224 on Coupon, page 142. 


Splash Plates 


The new line of Kitchen-Aire 
Splash Plates are of the same durable 
electroplated finishes as the range 
hoods. They come with necessary at- 
taching hz irdware and are available in 
widths to match all range tools. Stew- 
art Industries, Inc., Dept. AL, 320 E. 

Joseph St., Indianapolis 2, Ind. 


Circle No, 225 on Coupon, page 142. 
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Raised Door Panels 

Ridge Door is offering economical 
raised panels for most models of in- 
dustrial and residential overhead doors. 
Production facilities now include an 
electronic gluing machine designed ex- 
clusively for preparing raised panels. 
Panels made by this machine are said 
to have permanent joint protection 
against all types of weather and ex- 
posure assuring a perfect product of 
lasting appearance. Ridge Door Co., 
Dept. AL, Drawer 312, Monmouth 
Junction, N. J. 


Circle No. 226 on Coupon, page 142 


Fold-Aside Hardware 


Fold-Aside door hardware allows 
full access to wardrobes, storage areas 
or passageways. The design of the 
new Series 2000 Fold-Aside permits 
use with doors of decorative styling, 
such as louvered, paneled, shogi, wov- 
en or slab doors. Nylon guide wheels 
travel in extruded aluminum overhead 
track for quiet, easy door movement. 
There is no bottom track, the thresh- 
old is clear. Installation is easy and 
hardware fits any opening up to 6'0”, 
it is said. Packaged sets of Acme 
Series 2000 contain installation in- 
structions and template for drilling 
holes. Acme Appliance Mfg. Co., Dept. 
AL, 35 S. Raymond Ave., Pasadena, 
Calif. 


Circle No. 227 on Coupon, page 142 


Redesigns Its Saw Line 
A complete redesign of its line of 
portable electric saws is announced 
by Black & Decker, which will increase 
each saw’s power, safe ‘ty and handling 
ase. In addition to the No. 63 saw in- 
troduced last year, the line now in- 
cludes the new 73, 83 and 93 heavy- 
duty saws. Offer up to 25 more 
power than previous models and pos- 
sess greater cutting speed, it is said. 
Also featured is a switch guard to pre- 
vent accidental tripping of the instant 
release trigger switch as well as a 
“picture window” view of blade built 

Circle No. 228 on Coupon, page 142 

(continued on next page) 





) Obes ms Me etodeet=teh sek =t a 


Yes—and I’m interested in protect- 
ing the investment in my new home 
That’s why when I built it I asked 
my contractor to use Wolmanized® 
pressure-treated lumber. I made 
sure it was Wolmanized lumber, be 
cause I know that only nationally 
advertised Wolmanized lumber can 
give my home lifetime protection 
against termites and rot, and the cost 
is so low! Too, I am sure of beauty, 
plus protection, for Wolmanized 
lumber is not oily and it can be 
painted to the color schemes I want. 


PRESSURE-TREATED LUMBER 


If you’re a dealer inter 
ested in products with 
growing profit potentials 
and markets, write for this 
booklet. It tells you about 
Wolmanized lumber, where 
to use it, where to get it 


Wolman Preservative Dept. =< 
Poon 

KOPPERS COMPANY, INC. — 

1454 Koppers Building, Pittsburgh 19, Pa. 





Wolmanized* 
PRESSURE-TREATED LUMBER 
Circle No. 110 on Coupon, page 142. 
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Here's the one that 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repaits in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 








STICKS AND STAYS pif 
t 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
ae you by far the 
est profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and penne so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty A not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Circle No. 106 on Coupon, page 142. 











Recommended Reading for Lumber Dealers: 


THE 
FUTURE 
OF WOOD 


American 
[ amberman 


(Weyer- 
haeuser 
Timber 
Company 
Report) 


y ~ 
+ 
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This far-reaching report on the future market 
and supply of lumber contains new information 
vital to plans of every lumber and building 
products dealer 





AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Enclosed is...... 
please send me 
of 


. copies 


ee by 
return mail 
NAME 
COMPANY 
ADDRESS 
CITY 
STATE 
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in the blade guard to allow a sawdust- 
free view of the cutting line at any 
angle or depth of cut. The Black & 
Decker Mfg. Co., Dept. AL, Towson, 
Md. 


Circle No. 229 on Coupon, page 142. 


Time Control Switches 


The new Mark-Time Handy Turn- 
off Time Switch is easily and quickly 
installed in the standard wall box, in 
fact, interchanged with the toggle 
switch, the dial and knob permit pre- 
setting a time cycle (manually) up to 
12 hours and when the pointer has 
returned to zero and the time period 
has expired the switch turns off auto- 
matically. The same system, with a 
dial spaced in minutes instead of hours, 
maintains the garage light at night for 
sufficient time for the driver to get to 
the house, then it automatically turns 
off. There are six turn-off types and six 
turn-on, with or without a “hold” fea- 
ture for use as a toggle switch. M. H. 
Rhodes, Inc., Dept. AL, 30 Bartholo- 
mew Ave., Hartford 6, Conn. 

Circle No. 230 on Coupon, page 142. 


Kwikset Push-Pull Latch 


A new, low-cost, one-hole push-pull 
latch for patio, porch and sundeck 
doors is announced. Ease of installa- 
tion, ruggedness of construction com- 
bined with finger-tip operation, plus 
low cost are features of the Kwikset 
Push-Pull Latch, No. 1-344, according 
to manufacturer. It is available in rich, 


durable finishes of brass, bronze or 
satin chrome. The new latch can be 
quickly installed on doors %” to 13%” 
thick by boring only a single hole, it 
is said. The strike is flush mounted on 
the jamb without mortising. Kwikset 
Locks, Inc., Dept. AL, Anaheim, Calif. 


Circle No. 231 on Coupon, page 142, 


Roto-Operator Window 


Modernaire Corp. announces a new 
line of budget-priced, roto-operated 
windows that may be used with equal 
efficiency in either awning or casement 
applications. The brand new roto 
mechanism used on these windows is 
engineered so that heavy steel arms 
distribute the window weight evenly 
and pull in the sash for firm, positive, 
corner-tight closing in both casement 
and awning positions, it is said. The 
manufacturer states that the Modern- 
aire roto operator is also self-locking 
so that need for extra locking devices 
are entirely eliminated. The sash 
opens a full 130° for easy cleaning 
from inside the room. Modernaire 
Corp., Dept. AL, 8400 Kinsman Ave., 
Cleveland 4, Ohio. 


Circle No. 232 on Coupon, page 142. 


Pipe Wrapping Kits 

Fibre Glass-Evercoat Co. offers pipe 
wrapping kits. The fiberglass blanket 
material in the kits will completely 
eliminate condensation on water pipes, 
gas pipes, etc., it is said, or help keep 
pipes from freezing and can be painted 
to match the area where it is used. 
Other uses found successful are stop- 
page of dripping pipes, protection 
against exposed hot water pipes, 
weatherstripping, furnace duct wrap 
and water tank wrap. The kits are 
attractively packaged and are avail- 
able in two sizes; one kit contains 21’ 
of 3” wide material, the other con- 
tains 50’ of 3” wide material. Fibre 
Glass-Evercoat Co., Inc., Dept. AL, 
7220 Vine St., Cincinnati 16, Ohio. 

Circle No. 233 on Coupon, page 142, 
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Size Range Extended 

Easton Rigid (unplasticized) PVC pipe is now available 
in all standard pipe sizes from %4” to 6”. It has been ap- 
proved by the National Sanitation Foundation for use with 
drinking water and carries the NSF Seal of Approval. 
Easton PVC pipe and Easton PVC electrical-plastic tub- 
ing is precision-sized to close tolerances and is dimension- 
ally stable, easily worked and assembled, says manufac- 
turer. Easton Plastic Products Co., Inc., Dept. AL, Easton, 
Penna. 


Circle No, 234 on Coupon, page 142. 


Shure-Set Fastening Tool 

Shure-Set is designed to fasten into concrete, mortar or 
cinder blocks. A hammer-in fastening tool, Shure-Set makes 
tough fastening jobs easy and fast for every carpenter, 
electrician and craftsman, it is said. Promotional materials 
are available. Rumser Fastening System, Dept. AL, 12110 
Berea Road, Cleveland 11, Ohio. 


Circle No. 235 on Coupon, page 142. 


Built-In Home Heating Plant 
A completely new built-in oil-fired wall furnace is an- 
nounced. A compact, self-contained home heating plant, 
modern in design, of 65,000 BTU output, Model RH65 is 
easy to install and adaptable to any style home, it is said. 
The furnace is recessed into the wall or a convenient closet. 
Special features include the exclusive Distributaire package 
a complete Prefab Plenum and Duct System—which de- 
livers warm forced air into five or more rooms through 
ceiling registers, reports manufacturer. Side wall or back 
wall registers are also available. Quaker Mfg. Co., Dept. 
AL, 1147 Merchandise Mart, Chicago 54, III. 
Cirele No. 236 on Coupon, page 142. 
(continued on next page) 





What's Your Answer? 


(Answers on page 137) 


Name five various ways dealers have de- 
vised to get product literature into the 
hands of customers? 


What is the biggest selling point when talk- 
ing to a customer about the new budget- 
priced Lupton aluminum sliding door? 


How did the Romney Lumber Co. catapult 
an outdoor location into an active sales 
area? 


What new staple is said to be the only one 
designed especially for ceiling tile? 


What system has an Idaho firm developed 
for inventory control that is paying off— 
more than $1,000 so far? 


By what new means can you show home- 
owners how to use Trinity White cement? 


What store arrangement enabled a Ken- 


tucky firm to increase its sales 15% within 
six months after remodeling? 


What famous TV star demonstrates Mason- 
ite products “live” on the coast-to-coast 
“Home” show? 


What method was devised by a Utah dealer 
to save valuable time for sales clerks in the 
sale of nails? 


Name two new big markets now available to 
you for pressure-creosoted products? 
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YOURS FOR THE 
ASKING |! 


THE NAMES OF ALL 
THE MEN BEHIND 
THE SEAL! 


Write now for the new 1957 edition of National- 
American’s Membership Directory. It contains over 500 
listings of lumber wholesalers and shows species handled 
by each. It’s invaluable! 

For Lumber Manufacturers . . . It provides you with a 
roster of reliable representatives devoting their energies 
to increase the sale and consumption of lumber. 


For Retailers . . . It puts the lumber resources of the 
Western Hemisphere at your finger-tips. There’s a 
National-American member handling exactly the species 
you want—and he’s as near as your telephone. His 
phone number is listed in the Directory. 


Get it and use it —remember, it’s good business to do 
business through 


The New 1957 National-American 
MEMBERSHIP DIRECTORY 


National-American 


WHOLESALE 


Lumber Association 


3 East 44th Street, New York 17,N. Y. 
1111 Yeon Building, Portland 4, Ore. 


Circle No. 51 on Coupon, page 142. 





Aluminum Thresholds 


The Model 60 aluminum threshold, 
designed to fit all types of out-swinging 
doors, features vinyl weatherstripping 
and rugged aluminum construction. 
Each aluminum threshold is attrac- 
tively packaged in a bright yellow and 
black container, handy for display 
purposes. The manufacturer also is 
preparing three other threshold de- 
signs for production at its plant in 
North Miami. Stanley Building Spe- 
cialties Co., Sub. of The Stanley Works, 
Dept. AL, 1890 N. E. 146th St., North 
Miami, Fla. 

Cirele No. 237 on Coupon, page 142. 


Gabriel Areawalls Introduced 


Available in two styles, round and 
straight, Gabriel Steel’s new areawalls 
are designed with deep corrugations to 
provide maximum overall strength and 
extra light reflection. They are formed 
with a full-rolled, round bead at the 
top for added strength and safety and 
also feature a crack-proof, rust-resist- 
ant finish, which according to the 
manufacturer, is a result of a new 
process, heavy galvanizing treatment. 
Other features include flat flanges to 
assure tight fit against wall and pre- 
punched holes for ease of installation, 
says manufacturer. Gabriel Steel Co., 
Dept. AL, 13700 Sherwood Ave., De- 
troit 12, Mich. 


Circle No. 238 on Coupon, page 142. 


Burgess Sprayer Adds Features 

Several new features have been 
added to the Model VS-651 Burgess 
Electric Sprayer, with no advance in 
the retail price, says manufacturer. 
One addition is a built-in aluminum 
hook. The hook is for convenience in 
hanging up the sprayer when tem- 
porarily stopping spraying or while 
refilling the container. Sparkling em- 
bossed metallic bands have been added 
eon housing and container to increase 
the unit’s point-of-purchase “punch.” 
Completely self contained, Burgess 
Electric Sprayer can be used for 
spraying paint, varnish, enamel, moth- 
proofers, garden sprays and insecti- 
cides. Burgess  Vibrocrafters, Inc., 
Dept. AL, Grayslake, IIl. 


Circle No. 239 on Coupon, page 142, 
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ay SALES AIDS. 


takes years of wear, 
minutes of care 


Marlite 


New Wall Banner 


A full-color photo of a Marlite-pan- 
eled recreation room is featured in a 
new wall banner prepared by Marsh 
Wall Products. Headlines of the 17” x 
22” banner read: “Remodel with soil- 
proof Marlite Plank and Block” and 
“takes years of wear, minutes of care.” 
Various rooms, which Marlite can suit- 
ably decorate, are listed and an OHI 
tie-in is included. The banner is the 
reverse side of a folder, which tells 
dealers of current advertising and sales 
aids to help boost Marlite sales. Marsh 
Wall Products, Inc., Dept. AL, Dover, 
Ohio. 


Circle No. 240 on Coupon, page 142. 


Baldwin Doorknobs in New Wrap 


New packaging for Baldwin’s re- 
placement doorknobs, in one-half dozen 
pairs of brass, bronze or chrome, in- 
cludes a skin-tight covering of spar- 
kling clear “Mylar,” new transparent 
plastic wrap developed by DuPont. The 
new tissue thin wrap has 1/3 the ten- 
sile strength of steel; it is said to be 
moisture proof, snag proof and almost 
impossible to rip or tear. This Baldwin 
six-pack also utilizes a heavy card- 
board, top-to-bottom tray with metal 
reinforced corners for extra rigidity, 
completely sheathed in “Mylar.” Ap- 
pearance is further enhanced by over- 
all use of a single color—a vivid “Bald- 
win” red. Baldwin Mfg. Corp., Dept. 
AL, 841 Wyomissing Blvd., Reading, 
Penna. 

Circle No. 241 on Coupon, page 142. 


More Outdoor Living 


“Greater Screening Sales Opportu- 
nities Because of the Outdoor Living 
Trend” is the theme suggested by 
Chicopee Mills in promoting screen en- 


closures. The cheapest and easiest way 
for a consumer to add an outdoor room 
to his house is to build a screen en- 
closure, says manufacturer. Two sales 
aids are offered: Chicopee Fiberglas 
Screening Counter Card and Patio 
Booklet. Lumite Div., Chicopee Mills, 
Inc., Dent. AL, 47 Worth St., New York 
13, N.Y. 


Circle No. 242 on Coupon, page 142. 
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Saw Merchandiser Display 


A new saw merchandiser display for 
its portable electric saws is announced 
by Black & Decker Mfg. Co. Offered to 
the dealer with the purchase of a pack- 
aged assortment, the U-1124 Merchan- 
diser displays three famous portable 
electric saws, the Black & Decker Nos. 
63, 73 and 83, plus a rip fence, saw 
protractor, lubricant, blades and abra- 
sive discs. Built of sturdy metal and 
pegboard and painted an attractive 
green, the display is design to attract 
immediate customer attention. Its over- 
all height is 40”, with a depth of 17%” 
and a width of 28%”. The Black & 
Decker Mfg. Co., Dept. AL, Towson 4, 
Md. 


Circle No. 243 on Coupon, page 142. 


Display for Bonding Agents 


An easily setup counter display of 
sturdy corrugated board, designed to 
hold two quart containers, is available. 
The 16” x 15” display is printed in 
striking yellow and black and carries a 
sales message on Larsen’s two popular 

(continued on page 132) 
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Now available, the most complete building 
products buying guide ever published 


14th 
ANNUAL 


Makes other product 
directories obsolete 


Improved, and new, and exclusive in the 1957 Dealer 
Products File issue of American Lumberman are: 
@ an enlarged Buyers Guide, to accommodate the 
classified listing of more than 8,000 manufacturers of 
building products and equipment. 
@ Completely new, fast-reading streamlined charts 
and tables of up-to-the-minute building materials 
application and specification data. 
@ All new organization of material, making it easier 
for you to find the information you want when you 
need it. 
@ Exterior index, consisting of die-cut thumb tabs, 
gives you instant access to the title pages of major 
product and data sections. 

All these useful improvements are based on inten- 
sive personal interview research among dealers across 








NEW THIS YEAR 
e exclusive, built-in thumb index 
e faster-reading charts and tables 
of product data 
. enlarged BUYERS GUIDE listing 
more than 8,000 manufacturers 
, Published each January, for all 
year use 








the country. The result, is a dealer directory of build- 
ing products that makes other product directories 
obsolete. 

A brand new book, cover to cover, the 1957 Dealer 
Products File is the most comprehensive and useful 
guide to the buying, selling and use of building prod- 
ucts and equipment ever made available to lumber 
and material wholesalers and retailers. 


~, 


SINGLE COPY PRICE: $2.00. 


AMERICAN LUMBERMAN SUSCRIBERS get the | 
annual Dealer Products File as a regular part | 
of their subscription, at no extra charge. 


AMERICAN LUMBERMAN 
and BUILDING PRODUCTS MERCHANDISER 


139 NORTH CLARK STREET+ CHICAGO 2, ILLINOIS © Financial 6-5380 
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SALES AIDS 


Chegins on page 130) 





bonding agents—Weld-Crete, for bond- 
ing concrete, and Plaster-Weld for 
bonding plaster. Front part of the dis- 
play is recessed to hold quart-size con- 
tainers of the two products, while a 
slot between the containers is designed 
to hold selling literature on the prod- 
ucts. Larsen Products Corp., Dept. AL, 
1934 Elm St., Bethesda, Md. 


Circle No, 244 on Coupon, page 142. 


Basement Door Display 


An all-steel outside basement en- 
trance assembly, painted a bright red 
and equipped with an attractive sign, 
takes only 20 square feet of space. The 
basement door display can be used in 
showroom or outside. Only orders for 
shipment before May 30 can be guar- 
anteed delivery, says manufacturer. 
Limit one per dealer each calendar 
year. The Bilco Co., Dept. AL, P. O. 
30x 1203, New Haven, Conn. 


Circle No. 245 on Coupon, page 142. 


Revolving Counter Rack 


A new revolving counter rack for dis- 
play of the seven colors of “Scotch” 
brand plastic tape is offered in a new 
deal. The metal display stand, newly 
designed for the 1957 season, has sep- 
arate gravity-feed bins for each of the 
seven colors of plastic tape. The new 
offer, called deal CP-3, includes 48 rolls 
%” x 108” long, 24 rolls 1%” x 108” 
long, and the counter stand. Point-of- 
purchase messages printed above each 
bin suggest uses. Minnesota Mining & 
Mfg. Co., Dept. AL, 900 Bush St., St. 
Paul, Minn. 


Circle No. 246 on Coupon, page 142. 
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Paint Brush-eteria 


A new, compact counter display de- 
signed to help paint brush buyers serve 
themselves measures 16” wide x 23” 
high x 11” front to back and has a 
capacity of 39 brushes in seven differ- 
ent sizes. The display is made of per- 
forated board with a wire brace; all 
necessary hooks to mount the brushes 
are supplied. Each brush is wrapped 
and the wraps have a perforation at 
the top for easy mounting on the hooks. 
“Which Brush to Use?” information is 
on the back of the wraps, along with 
tips on brush care. Elder & Jenks, Inc., 
Dept. AL, 415 Vine St., Philadelphia, 
Penna. 


Cirele No. 247 on Coupon, page 142. 


Builders’ Hardware Dept. 


Russwin introduces a new portable 
merchandiser designed for island, wall 
or window. It displays the complete 
line of builders’ hardware for resi- 
dences. Only 36” wide, 49” high and 
19” deep, the Superette is furnished 
complete with casters and provides area 
for a reasonable stock. Russell & Erwin 
Div., The American Hardware Corp., 
Dept. AL, New Britain, Conn. 

Circle No. 248 on Coupon, page 142. 


Reflective Tape Package 


A new carded package containing an 
80” roll of one-inch wide “Scotchlite” 
brand reflective safety tape is an- 
nounced. Available in either red or sil- 
ver, the new oval roll is protected by a 
plastic bubble and mounted on a 
4” x 5”, three-color card punched at 
the top for pegboard display. Pictured 
at the top of the card are drawings 
depicting various uses of the reflective 
safety tape including boats and docks, 
lawn signs and car doors and bumpers. 
On the back are additional pictures and 


Extp 
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application instructions. Minnesota 
Mining and Manufacturing Co., Dept. 
AL, 900 Bush St., St. Paul 6, Minn. 


Circle No. 249 on Coupon, page 142, 


Peg-Legs in New Package 


A new flat Peg-Legs package is said 
to make it far easier to display, stock 
and sell these high-quality wooden 
furniture legs. The heavy corrugated 
paper box, in an attractive woodgrain 
effect, is designed to hold legs securely 
and conceals the mounting plates and 
screws included with everv set. Each 
package has a heavy-gauge acetate 
cover that shows the contents. End 
labels simplify stock identification and 
each set of legs is packaged with full 
instructions. Lower prices are also an- 
nounced on both the 22” and 28%” 
Peg-Legs in all four styles. Perry Fur- 
niture Co., Dept. AL, Grand Rapids 2, 
Mich. 


Cirele No. 250 on Coupon, page 142. 


New Line of Wood Finishes 


A new line of wood finishes has been 
announced by Colorizer Paints, with the 
release of a new wood finish color card 
featuring popular stains and finishes 
chosen from the Colorizer range of 
1,322 colors. The new card includes such 
popular colors as driftwood, platinum, 
cherry, mahogany, birch and maple. 

(continued on page 134) 
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To insure consistent high 


the quality line profits for dealers... 





of fine 


e 
DRAWERS, PULL-OUTS 
& 
ADJUSTABLE SHELVES 
s 
SLIDING DOORS 


How often have you been em- 
barrassed by sticking drawers or 
jammed sliding doors while 
showing a new kitchen? Never, 
maybe. But why chance loss of 
sales through poor finishing? 
K-V drawer slides won’t stick 

. Sliding door hardware gives 
lifetime, free-running service .. . 
K-V adjustable shelf hardware 
assures sturdy shelves. K-V be- 


K-V DRAWER SLIDES 

Four side-mounting styles for light 
to heavy drawers. Won't stick, jam 
or sag. Also an under-mounting slide 
for mixer or appliance pull-out 
shelves or very narrow drawer 
installations 


SHELF STANDARDS, SUPPORTS 
Built-in mounting standards are 
easily installed with drive screws 
(furnished snap-in shelf sup- 
ports are strength tested, save space, 
level-aligned 


K-V SLIDING DOOR 
ASSEMBLIES 

For glass, plywood, fiberboard, wood 
doors — noiseless, friction-free and 
easily installed. Ball bearing tracks, 
bronze or nylon sheaves, guides 
shoes for all doors. 


longs in fine kitchens. 








K-V SLIDE-AWAY RACKS FOR 
CUPS, PANS, TOWELS 


Bright, sturdy and convenient 
K-V kitchen racks add the 
final touch of perfection to 
modern kitchen built-in cab- 
inets. They give you more 
storage space, keep utensils 
and towels within fingertip 
range. Easy to install, last 
a lifetime. 


WRITE FOR price sheets and 
specifications or look for K-V at 
your suppliers. 


KNAPE & VOGT MFG. CO. 
Grand Rapids, Michigan 


Circle No. 52 on Coupon, page 142. 
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SOUTHWEST TAKES EVERY 
POSSIBLE STEP TO INSURE 
CONSISTENT HIGH QUALITY 


... such as storing lumber indoors 
until shipped to our dealers 


- 
nee softer-textured Ponderosa 
Pine from Arizona’s mountain country 


deserves to be handled with care because it’s 
world champ in its class. And how we pamper 
it! 
e It’s slowly and evenly dried in kilns. 
e It’s milled by modern machinery to precise, unvary- 
ing dimensions. 
It's end-waxed for protection and eye appeal. 
And, it’s stored in warehouses, out of the weather, 
until shipped. 
The result: consistent quality. That’s why 
customers look for the lumber end-stamped 


with the “Indian Sign”! 


‘\fouthwest 


LUMBER MILLS. INC. 








General Offices: P. 0. Box 908 Phoenix, Arizona 
Mills at: Flagstaff - McNary 
and delivered when promised! 


6000 cars shipped vearly 


SIDING e SHEATHING e SUB-FLOORING 
ROOF DECKING e PANELING e INTERIOR FINISH 


Circle No. 53 on Coupon, page 142. 
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Colors are achieved by blending Color- 
izer colorants with a special Colorizer 
wood finish base. Colorizer Paints, Dept. 
AL, 65 W. First South, Salt Lake City, 
Utah. 


Circle No. 251 on Coupon, page 142. 


Handy-Dandy Dispenser 


A dispenser rack for standard %- 


Atlas %-pound packages—30 each of 
three fast-moving items. All Atlas 
standard %-pound packages will fit the 
merchandiser and are available in units 
of 10. Atlas Tack Corp., Dept. AL, 1079 
Pleasant St., Fairhaven, Mass. 


Circle No. 252 on Coupon, page 142. 
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New Series of Cartoons 


Two new series of cartoons to use in 
advertising paint and floor coverings 
now are available in newspaper mat 
form. One series of the cartoons fea- 
tures scenes under the title “Jest Dec- 
orate” for paint and wallpaper adver- 
tising and the other series is titled 
“This’ll Floor Ya’” to show situations 
on floor coverings. There are 52 car- 
toons in each series. Mats come in 
either one or two-column sizes. Lilly 
Advertising Cartoons, Dept. AL, Box 
167, Long Beach 1, Calif. 


is available. The attractive display re- 
quires little floor or counter space when 
easel mounted, or it can be hung on the 
wall. It measures 25” x 40” and fea- 
tures 25 samples of 44” x 4%” Lustro 
plastic tile, each in a different color. 
Lustro Tile Products Corp., Dept. AL, 
1066 Home Ave., Akron, Ohio. 
Circle No. 254 on Coupon, page 142. 


More Dealers Than Ever 


pound packages of Atlas tacks, nails 
and brads is designed to hang on mod- 
ern pegboard walls or partitions. Called 
the Handy-Dandy pe gboard merchan- 
diser, it measures only 11” x 7” x 2” 
and holds 30 packs at a time. It is 
readily refilled. The Pegboard merchan- 
diser is offered with an order of 90 


Cirele No. 253 on Coupon, page 142. 


Lustro Display Card 


Designed to sell, a new brightly col- 
ored wall, floor or counter display card 
for Lustro Crown Contour Budget Tile 


are Now Reading 


AMERICAN LUMBERMAN 


MNT AT ATTN 





_ JOIST HANGER 


RIBBED STEEL 
“s. CROSS BRIDGING 


YOU CAN 
DEPEND ON 


BEEVECAND } 
BUILDING |= 


AREA WALL 


VENTILATOR 


FOUNDATION 
VENTILATOR 


FRAMING ANCHOR PEAK VENTILATOR 


MORE THAN 40 TOP-QUALITY BUILDING PRODUCTS 
WRITE FOR CATALOG—or see it in SWEET’S 


CLEVELAND STEEL SPECIALTY CO., INC. 


ESTABLISHED 1924 


3771 EAST 91st STREET © CLEVELAND 5, OHIO 
Circle No. 54 on Coupon, page 142. 
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MASONRY, CLAY, 
;§$ CONCRETE... 


CONCRETE BLOCK CONSTRUCTION FOR HOME 
AND FAR 


J. Raiph Daizell and Gilbert Townsend $3.25 
The authors contend anyone can plan and build, 
correctly, a structure from concrete blocks. And 
they proveit. Morethana ise, clear exp! tion 
of block construction for the handyman or novice, 
this book also presents the most efficient methods 
and practical suggestions of value to even experi- 
enced block-layers. Includes a typical job example, 
with step-by-step illustrations. 216 pages. 


AMERICAN LUMBERMAN, INC. 

139 NO. CLARK ST., CHICAGO 2, ILL. 

Enclosed is my check in the amount of $3.25 for the 
above book. 





Name 
Addr 








City, State 











eee 


Mt bin Uf +- 


HOW TO _— AND INSTALL 
PLUMBIN 

A. J. ican, ae $4.25 
Package selling of bathrooms and kitchens is be- 
coming a big source of profits for more and more 
Pear pond a This book will help you, elated to 
3 on o 








nd cont 

lumbin installation. C 
2 the pl oe a and installation a a modern 
two bathr 9%p nd full 
size blueprints. 
AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, HLL. 
Enclosed is my check In the amount ef $4.25 for the 
above book. 








Name 


Address 





City, State 
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an LITERATURE 


Consumer Data 


The 1957 Edition of the popular 
booklet, “Garden Redwood Ideas from 
California,” with many illustrations in 
color, is now available. The theme of 
this year’s 16-page booklet is “Ex- 
pand Your Living Space by Landscap- 
ing with Garden Redwood.” Illustrated 
are structures of Garden Redwood, 
which are adaptable to the various 
sections of the country, allowing some 
modification for specific climatic re- 
quirements. Service Library, Califor- 
nia Redwood Association, Dept. AL, 
576 Sacramento St., San Francisco 11, 
Calif. 


Circle No. 255 on Coupon, page 142. 


Western White Spruce. A new book- 
let, which fully describes the uses of 
Western White Spruce, is announced. 
Copy may be obtained by writing 
Alberta Forest Products Association, 
Dept. AL, Canada Permanent Bldg., 
10126—100 St., Edmonton, Alberta, 
Can. 


Circle No. 256 on Coupon, page 142. 


New Simpson Forestone beautiful 
fissured woodfiber acoustical tile with 
stapling flange joint is fully described 
in new literature, For full information 
on Forestone, write Simpson Logging 
Co., Dept. AL, 1012 White Bldg., 
Seattle 1, Wash. 


Circle No. 257 on Coupon, page 142. 


Technical Data 


Ualco Windows. A new catalog on 
recently improved Ualco Lifetime Alu- 
minum Horizontal Sliding Window 
lists and shows standard and modular 
sizes and glass sizes, gives specifica- 
tions, shows drawings of installations 
and installation details. Also included 
is information concerning two fin 
series (Standard Fin and Integral Fin, 
for which fin, trim and sill are ex- 
truded as parts of frame members), 
which make the Ualco Horizontal 
Sliding Window easily adaptable any- 
where, even in cedar shake and drop 
siding construction, says manufactur- 
er. Southern Sash Sales & Supply Co., 
Inc., Dept. AL, 818 20th St., Sheffield, 
Ala. 

Circle No. 258 on Coupon, page 142, 


Plastic Pipe. A new, 16-page bro- 
chure covers the three basic types of 
pipe—flexible, semi-rigid and rigid. 
The advantages, methods of installa- 
tion, the many applications, as well as 
the points to consider in selecting the 
proper type of pipe for any articular 
job, are fully explained. Chemical re- 
sistance charts as well as flow and 
friction tables are also included. Cres- 
cent Plastics, Inc., Dept. AL, 955 
Diamond Ave., Evansville 7, Ind. 

Circle No. 259 on Coupon, page 142. 


Rosboro Lumber. “Utility is the 
Word for Lumber” is the title of a 
new booklet, which tells where and 
how to use Rosboro’s Utility grades 
to best advantage. Copy may be ob- 
tained by writing Rosboro Lumber Co., 
Dept. AL, Springfield, Ore. 

Circle No. 260 on Coupon, page 142. 


Electrical Heat for Store 


Customers and employes of Byrd 
Lumber Co., Marion, Ind., enjoy 
year-around comfort thanks to two 
heat pumps, one of which is pictured 
with Ernest Maddox, Byrd sales- 
man. Pumps are located in deck of 
shed that adjoins office and store 
structure. The millwork shop is also 
heated and air conditioned by elec- 
tricity. 

Another innovation at Byrd is 
that the store-office building is of 
pole-frame construction, with flat 
roof trusses, allowing changeable 
interior partitions. 











spells good 
advice for you . 


FOR PROFIT— 


GLUE—BEST! 














Rogers 


“ROGERS am ALWAYS © 
SPELLS 


PROFIT 


Glueky’s “Scrabble” 


u 

~~ 3 
le, em 
& 


R|O 


ROGERS LIQUID 


NATIONALLY ADVERTISED! 
“the best liquid fish glue" has more 


points of superiority—it's always clear—uni- 
form—odorless—has gorilla grip—will not dis- 
color woods—is easier to paint, varnish or stain 
— is stronger — nationally advertised and na- 
tionally preferred by home craftsmen and by 
industry. 
Be sure you have plenty of Rogers Glue on 
hand to provide the right answer for customer 
satisfaction . . . and to score higher profits. 
Order Rogers Glue from your jobber, today, 
or if he is unable to supply you, write us 
immediately. 


Cf ROGERS 


3,885 Ibs. and over Shearing ISINGLASS & GLUE CO, 


Strength per Square Inch 
— GLOUCESTER, MASS. 
Circle No. 56 on Coupon, page 142. 





Nothing’s too good for McGinnis — since he started 
suggesting “Scotcn” Brand Masking Tape 
with every sale! 














Circle No. 55 on Coupon, page 142. 
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New Bulk Storage Methed 


A new method of materials handling 
and bulk storage has been devised in 
“The Burlington Way” Drive-In 
Racks, says manufacturer. This new 
concept is designed to facilitate the 
handling of large volumes of mate- 
rial, supplementing the conventional 
rack by storing a maximum amount of 
material in a minimum amount of 
space. Utilizing all available overhead 
space and eliminating access aisles 
with its drive-in feature, The Burling- 
ton Way is said to effect great savings 
in valuable floor space. There is said 
to be no limit to height of storage, 
other than that placed by ceiling and 
lifting equipment. Burlington Fabrica- 
tors, Inc., Dept, AL, Box 155, Burling- 
ton, N. J. 


Circle No. 261 on Coupon, page 142. 


Electric Halverson Collator 

The Halverson Collator is said to be 
the first and only all-electric, fully 
automatic collator in the low-price 
field. Collates 66 complete sets of 8 
sheets—528 sheets—per minute... 31 
thousand sheets in a single hour, it is 
said. Holds up to 300 sheets per tray 
and gathers sheets from two to eight 
different stations, says manufacturer. 
Stations not in use are shut off by indi- 
vidual switches. Halverson Products 
Co., Inc., Dept. AL, 886 N. Milwaukee 
Ave., Chicago 22, Ill. 


Circle No. 262 on Coupon, page 142. 





Automatic Calculator 


An advanced version of its duplex 
calculator, Monroe’s new fully auto- 
matic calculator, called the 88-N, of- 
fers all the advantages of the 66-N, 
including Monroe’s exclusive ‘mem- 
ory” or accumulating dials, plus two 
new features. “Selective automatic 
division” makes it possible to divide 
from the accumulating dials as well 
as from the lower result dials. Mon- 
roe’s three-factor multiplication also 
has been added. Monroe’s new 4-N cal- 
culator, a general utility machine, is 
designed for the average business. 
Low in cost, it offers the basic Mon- 
roe features plus fully automatic divi- 
sion with dividend alignment. Monroe 
Calculating Machine Co., Inc., Dept. 
AL, Orange, N. J. 


Circle No, 263 on Coupon, page 142. 


Hand Truck Attachment 


A newly designed, adjustable height, 
hand truck attachment is available. 
The unit is said to fit any standard 
hand truck and is available in four 
basic types: a lightweight unit with 
single or double caster plate for loads 
up to 400 pounds and a heavy duty 
unit with single or double caster plate 
for loads up to 2,000 pounds. Installa- 
tion is said to be simple, requiring only 
attachment of the axle bar (with clamp 
furnished as part of the unit) and 
attachment of cross bar holding up- 
right arm. Casters are installed with 
bolts on the plate provided. Universal 


Hand Truck Attachment Co., Dept. 
AL, 633 South LaBrea Ave., Los An- 
geles 36, Calif. 


Cirele No, 264 on Coupon, page 142. 


Jaeger Truck Mixer 

A new truck mixer with front-of- 
engine power take-off that can start, 
stop and reverse the drum while trav- 
eling and is operated by finger-touch 
hydraulic control from inside or out- 
side the cab is announced. This feature 
is made possible by Jaeger’s 3-speed 
hydraulic reversing transmission, 
which provides an automatic, power- 
actuated cycle of operation, says man- 
ufacturer. Weight saving and shorter 
center of gravity are made possible by 
the front-of-engine pto, it is said. For 
example, the Jaeger on a GMC FW-556 
truck has a center of gravity of 67”, 
carries a rated payload of 6 cubic 
yards of concrete (24,300 pounds) 
with legal axle loading. The Jaeger 
Machine Co., Dept. AL, 550 W. Spring, 
Columbus 16, Ohio. 


Circle No. 265 on Coupon, page 142, 


Light-Duty Fork Trucks 


Shorter turning radius and other 
extra maneuverability may be gained 
in applications where operating con- 
ditions are not too severe, with a new 
series of electric fork trucks, says 
manufacturer. Two models are now 
available. FTA-50, with 5,000 pounds 
capacity, and FTA-70, with 7,000 
pounds capacity. Other capacities will 
be added to the line. The new FTA 
series offers trucks entirely capable of 
handling capacity loads and capable of 
turning in a shorter radius and oper- 
ating in narrow aisles than heavy-duty 
trucks of the same capacity. Standard 
lift height is 120”. Baker-Raulang Co., 
Dept. AL, 1250 W. 80th St., Cleveland 
2, Ohio. 

Circle No. 266 on Coupon, page 142. 








FLEXTRIP. solves settling problems 


IN THIS 
Low-cost 


Horizontal Sliding Aluminum Primary Window 


* Large Nailing Fin 

* Rigid, Tonguve-Lock 
Construction 

* Vinyl Weather Seal 

* Design-Patented Drainage 

* Clamp-Lock Corners 

* Removable Sliding Section 


Flextrip—a special stainless-steel, show-case type runner 
will absorb up to %4” 
sides and the bottom. Result—freedom from complaints 
and service expense, and greater profits for you. 

Storm King’s Slide-O-Matic window is available in 51 
sizes, in types for every home. Investigate this beautiful, 
money-saving window —today! 


of house-settling variations on two 





DISTRIBUTORS: A few fine 
territories still available. 


STORM KING CORPORATION 
Miamisburg, Ohio 
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MASS DISPLAYS of brand-name unfinished furniture moves $600,000 worth of unpainted 


furniture for Whissel Lumber Co. 


Moves $600,000 in Unpainted Furniture 


Quality lines and show-window display helps sell even 


picnic benches in the winter. 


Hesitantly venturing into the 
unpainted furniture field five years 
ago, Whissel Lumber Co., Buffalo, 
N. Y., turned over a $73,000 volume 
the first year. Now the firm’s $120,- 
000 inventory of ready-to-paint 
furniture turns over five times a 
vear for a $600,000 volume. These 
sales are in addition to the firm’s 
regular lumberyard business. 

Manager Frank Whissel feels 
three factors are responsible for 
the firm’s success: a spacious show 
window, a stop light and a large 
inventory. Whissel’s stock ranges 
up to 4,000 pieces and every avail- 
able inch of floor space is used to 
display part of this inventory. 
Some days as many as 100 pieces 
are sold. 

Windows remodeled. To take 
advantage of its 250-foot frontage 
on a busy street, Whissel remod- 
eled its facade with spacious win- 
dows to expose the store interior 
to traffic. The mass displays at- 


tract motorists, who can’t seem to 
resist the temptation to drop in 
and browse around. Rarely does a 
browser leave without making a 
purchase. 

Whissel’s philosophy is that any 
item that doesn’t turn over at least 
three times a year should be dis- 
continued. This policy has paid off 
and a continuous stream of cus- 
tomers flowing past the cashier 
and checkout counters prove it. 

Boosts name brands. When the 
firm first started merchandising 
unfinished furniture, it was manu- 
factured in the yard’s mill. As vol- 
ume grew the mill couldn’t meet 
the demand and Whissel substi- 
tuted brand-name merchandise. 

Quality lines have fostered cus- 
tomer confidence and customers 
travel as much as 40 miles to shop 
at Whissels’. Manager Frank Whis- 
sel doesn’t believe in fancy promo- 
tion or gimmicks, but depends 
upon the curiosity of passers-by to 





lure them into the showroom and 
convert them into customers. 


Heaviest seller during the Christ- 
Mas season are unpainted desks 
which Whissel buys in large quan- 
tities. 

Experience has shown the magic 
of a well-lighted display window 
can create a demand for almost 
any item. Last winter, with sev- 
eral inches of snow on the ground, 
Whissel promoted redwood picnic 
benches and sold a carload in two 
days. 





What's Your Answer? 


(Que stions on page 129) 


. (1) On check-out counter, (2) wall 
rack, (3) wings mounted on roof- 
supporting column, (4) Lazy Susan 
display and (5) free-standing rack. 
See article, page 66. 


2. It can be installed in one hour. See 
ad, pages 24-25. 


3.Setup for self-service a covered 
outdoor building products sales 
area in full view of passing traffic. 
See article, page 54. 


. Arrow’s new Ceiltile staple. See ad, 
page 26. 


.A flip-card file system. See article, 
page 56. 


». Send for a copy of a booklet, titled 
“Do-It-Yourself Around the Home 
with Trinity White Cement.” See 
ad, page 20. 

7. Introduction of self-service. See 

article, page 52. 

. Arlene Francis. See ad, 

14-15. 


pages 


. Packaged nail stocks in one, two 
and five-pound cartons. See article, 
page 86. 

.Pole-type buildings and bunker 

silos. See ad, pages 28-29. 





Manufacturers and Distributors 


of 


WEST COAST WOODS 
Douglas Fir, Hemlock, Cedar, 


Pine, White Spruce 
AND SHINGLES 


Lu MBER COMPAN Y 


Each office of Twin Harbors is 
geared to provide fast, experienced 
and complete information regarding 
placement of -your order. 


BRANCH OFFICES 
Portiand, Ore. New York, N. Y. 
Arcata, Calif. Medford, Mass. 
Menlo Park, Calif. Toledo, Ohio 
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Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


display 


Here’s a display fixture you can 
use many, many different ways: 
with or without adjustable shelves 
on front, end or back, overhead 
panel, storage cabinet and bin- 
ning; and either open or closed 
on the ends. 

A basic half island unit 48” high, 
60” wide and 2434” deep which you 
can use in your show window, 
against the wall, and singly or two 
units back-to-back as a full island. 

Estimated price if bought at re- 
tail: $190.00 plus shipping. 

By building it yourself, you can 
save more than $100.00! Complete 
plans, working blueprints, step-by- 
step instructions, materials and 
materials source list and details on 
modifications, only $8.75. Avail- 
able by return mail from American 
Lumberman. Fill-in and return 
coupon below today. [gd 


fixture |, 


Orr ein Lumberman Dealer Service Dept. 
139 N. Clark St., Chicago 2, illinois 


Please send me postpaid the four blueprints and com- 


plete instructions for the retail lumber dealer half island 
display fixture. | am enclosing $8.75. (Please sen 
check or money order.) 





Company 








Street. 


City. _.Zone____ State. 
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Courtesy Curtis Companies, Inc. 


KITCHEN CABINET DISPLAY, flood-lighted at night, is mounted on casters so it can be 


moved to strategic locations to attract women customers. 


SUBURBAN BRANCH of Home Materials Co. serves rapidly expanding Mansfield suburbs. 


Self-Service Branch Yard Pays Off 


Everything price-marked and under one roof booms 


consumer and contractor business for Ohio dealer. 


Design and location are the keys 
to the success of the Home Mate- 
rials Co. branch yard in the sub- 
urbs of Mansfield, Ohio. Located 
near a shopping center, the build- 
ing materials showroom is de- 
signed to encourage self-service. 

The old-line firm built the new 
yard specifically to serve the 
handyman market, but contractors 
also have developed the habit of 
dropping in to pick up items they 
need in a hurry. 


All building materials are 
stored under one roof and sizes, 
species and prices are clearly 
marked to stimulate pick-up busi- 
ness. 

Besides taking the mystery out 
of buying building materials, the 
new setup also has cut the firm’s 
operating costs. Two men, man- 
ager Jake Miller and assistant, 
Bob Flowers, handle the whole 
operation. 
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Didn't Wait for Opening 
to Buy Phone Book Ad 


When Jay Golde, left, and Arnold 
Hoffman were getting set to start 
their new retail lumberyard, “‘The 
Lumber King,” at Anaheim, Calif., 
they were faced with a problem. 
They aimed at January 15, 1957 as 
their opening day. However, the 
yearly edition of the telephone book 
came off the press two months 
earlier. 

The problem was whether to au- 
thorize an advertisement in the 
telephone book classified section be- 
fore they officially opened for busi- 
ness or to skip this year’s phone 
book entirely. 

They decided to set up a quarter- 
page ad. 

Their telephone was _ installed 
January 1, the same time that the 
partners began converting their 
property into a retail lumberyard. 
By opening day they had received 
a number of worthwhile telephone 
inquiries. 

The firm’s telephone book adver- 
tisement features an eye-catching 
trade character known as “‘Lumber 
Jack.”” Golde and Hoffman have 
registered this character as a trade- 
mark. The main item in the aid, 
however, is a map which instantly 
spots the location of the yard in re- 
lation to well known Jandmarks in 
the vicinity. 





Up-Front Paint Display 


Paint color center near the win- 
dow lets the public know paint is 
sold by the Gordon Lumber Co., 
Chicago Heights, Ill. As in many 
stores, the paint department is at 
the rear of the store. Co-owner Art 
Gordon became convinced that sales 
were being lost because the paint 
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could not be seen from the street. 
This attractive paint selection 
area has proved to be just the ticket. 
Customers now can see paint on dis- 
play and manufacturer-supplied col- 
or selectors encourage store traffic. 
The home planning center is nearby, 
stimulating the sale of paint for new 
homes and remodeling jobs. 


Good Laminate Display 


Sales of plastic laminate counter 
top materials are boosted at Hicks 
Lumber Co., Salinas, Calif., through 
use of a display and inventory rack 
which cost $25. 

“Selling from this display,” said 
C. W. Hicks, owner, “‘is easy because 
the 4” high steps enable the cus- 
tomer to select colors without re- 
moving the sheets.” 

The display-inventory rack is 8 
long, 51” wide, 72” high. An “A” 
frame arrangement permits eight 
colors to be shown in full-size sheets, 
each one separated from the next 





one in front. In the middle of the 
“A” frame Hicks carries an inven- | 
tory of metal moldings used with| 
the laminates. 


fixture 


Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


Here’s a display fixture you can 
use with complete flexibility: open, 
with storage cabinets, shelves and 
glass binning, or with swinging or 
sliding panels. 

A basic wall unit 10034” high, 
96” wide and 32” deep, with a 
modular four-foot design, which 
you can use in series along the 
length of a wall, or singly along 

narrow wall expanses. 
Estimated price if 
bought at retail: 
$550.00 plus ship- 
ping. 

By building it 
yourself, you can 
save more than 

$250.00! Complete 

plans, working blue- 

prints, step-by-step in- 

structions, materials and 

materials source list and details 

on modifications, only $8.75. Avail- 

able by return post from American 

Lumberman. Fill-in and send 
coupon today. 


American Lumberman Dealer Service Dept. 

139 N. Clark St., Chicago 2, Illinois 
Please send me postpaid the four blueprints and com- 
plete instructions for the retail lumber dealer wall unt 
display fixture. | am enclosing $8.75. (please send chec 
or money order.) 


Name 





Company 
Street 


City. Zone State. 








Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 


25¢ per word for each insertion. 
Minimum charge of $1.25 per line. 


20c per word ror each consecutive 
insertion. Minimum charge of $1.00 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount al- 
lowed 


All ads for classified section must be in 
Publisher's office 14 days preceding date oi 
publication. Advertisements are set in uniform 
6 point style. No cuts or special] borders al- 
lowed. 


Replies forwarded without additional charge. 
Count five words to a line and when less 
are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, IIl. 





HELP WANTED 





DETAILER AND BILLER—Large midwest archi- 
tectural millwork company has opening for two 
experienced detailers and billers qualified to 
make shop drawings for schools and churches. 
Send resume of experience, age, salary de- 
sired and availability. Excellent opportunity 
for right man. Reply Box V-20 American Lum- 
bermen, Inc. 


Well established Lower Michigan lumber 
wholesaler has opening for salesman to call 
on retail lumber dealers. Apply in writing 
stating references and experience. Address 
Box V-28 American Lumberman, Inc. 


Assistant to Export Manager needed by large 
lumber manufacturer and exporter. Must have 
lumber sales experience. Prefer college grad- 
uate age 30/35. Excellent opportunity, perma- 
nent, office in southeast. Give details first 
letter enclosing snapshot. Reply Box V-41 
American Lumberman, Inc. 


MANAGER WANTED to take full responsibility 
for purchasing, selling, collections, and per- 
sonnel. Three yards located in Northern Illi- 
nois. Will discuss salary with bonus proposi- 
tion. State age, experience, qualifications, and 
references. An exceptional opportunity for the 
right man. Address Box V-5]1 American Lum- 
berman, Inc. 


Commission salesmen to sell Southern and 
western forest products on split profit basis 
exclusive territory and full protection. Gaiennie 
Lumber, Box 1774, Shreveport, La. 


MANAGEMENT CONSULTANT for field service 
in lumber trade association as counselor in 
employe and public relations policies. High 
academic record and public speaking profi- 
ciency required. Teachers of manual training 
and engineering graduates preferred. Send 
photo with complete chronological resume. 
Address Box V-52 American Lumberman, Inc. 


SALES ENGINEERS FOR EXPANDING SALES 
coverage of latex admix for concrete, terrazzo, 
plaster, stucco, etc., for durability, water-and- 
weather-proofing, resiliency, etc. Should serve 
architects, builders, contractors, etc. Must have 
construction background. Product already sold 
nationally and internationally. Straight com- 
mission, protected territory, volume line. Ad- 
dress Box V-55 American Lumberman, Inc. 
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HELP WANTED 





FHA TITLE II MAN 


Large Florida Retail Lumber and Building 
Material concern wishes to employ experi- 
enced Lumber and Building Material! man who 
has had experience in making applications for, 
and processing, FHA Title II loans and in the 
handling of Construction Mortgages. Only man 
with good record need apply. Address Box 
V-39 American Lumberman, Inc. 


Assistant Sales Manager for Eastern Office Fir 
Plywood manufacturer, experienced in sales 
department procedure and plywood sales. Ore- 
gon Plywood Sales Corporation, 1234 Broad- 
way. Buffalo 12, N. Y. 


Assistant to District Sales Manager North- 
eastern States needed by large lumber manu- 
facturer with office in New York. Must be 
acquainted with trade. experienced in carload 
lumber sales, prefer college education, ~ 
30/35. Excellent opportunity, permanent, will- 
ing do necessary traveling. Details first letter 
enclosing snapshot. Reply Box V-40 American 
Lumberman, Inc. 








Wanted: Manager for large Retail operation 
in a Texas Metropolitan center, doing in ex- 
cess of two million a year, must be experi- 
enced all phases, purchasing as well as han- 
dling Sales personnel. Would appreciate as 
much detail as possible with reply, with the 
assurance that correspondence will be held in 
strict confidence. Address Box V-42 American 
Lumberman, Inc. 





SITUATIONS WANTED 





Experienced wholesale lumber and millwork 
salesman. Acquainted Chicago area. Available 
April 1. Address Box V-50 American Lumber- 
man Inc. 


Retail lumber store manager seeks opening in 
New England area. Prefer firm heavy on con- 
sumer sales or desiring to convert to consumer 
type operation. Have sound experience. Ad- 
dress Box V-53 American Lumberman, Inc. 


SALES REPRESENTATIVES 
WANTED 





SALES REPRESENTATIVE WANTED—For West 
Coast Territories by established manufacturer 
of competitive line of metal building products 
sold to Building Material and Hardware Dis- 
tributors. C ission arrang t. Our prod- 
ucts have been sold East of the Rockies for 
many years and we now plan extension of 
coverage to Far West. Products include circu- 
lator fireplaces, fireplace dampers and doors. 
outdoor fireplace units, foundation and eaves 
vents, steel lintels, mortar boxes, wall ties. 
access doors and metal building specialties. 
In reply give full details. Vestal Manufactur- 
ing Co., Sweetwater, Tennessee. 








SALES REPRESENTATIVES 
AVAILABLE 





COMING TO CHICAGO? 


Let’s get acquainted. Have sold Lumber Yards 
thru Jobbers since ‘39. Please phone Wilmette 
985 or Write Box 43 — R. T. Hosking. 


MANUFACTURER'S AGENT AVAILABLE 


Excellent opportunity for manufacturer seeking 
distribution in the state of Wisconsin. We have 
three men traveling the state calling on lumber 
yards, paint, and hardware trade. If you have 
a good product, we can sell it. Address, Box 
V-54 American Lumberman, Inc. 


With following among Millwork and Building 
Supply Jobbers in New England, New York 
State. New Jersey and Eastern Pennsylvania 
would like additional line. Also following 
among Retail Dealers within 159 mile radius 
of Albany, N. Y. Address Box V-56 American 
Lumberman, Inc. 





WANTED — RAILS 





RAILS. New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kilp Trucks in stock 
M. K. FRANK 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bldg., Pittsburgh 22, Pa. 
105 Lake Street, Reno, Nevada. 





SALES REPRESENTATIVES 
WANTED 





FACTORY REPRESENTATIVES: A few choice 
territories still available for Storm King’s 
fast-growing Slide-O-Matic Horizontal Primary 
Aluminum Window. Increased production facil- 
ities and extensive national advertising are 
making this America’s fastest growing win- 
dow. Factory representatives on a commis- 
sion basis are ded i diately to set-up 
distribution in areas where we are not now 
represented. Exclusive features and attractive 
pricing assure good reception. If you need a 
good primary window line, don’t overlook this 
money-making opportunity. Write, wire or 
phone Mr. J. A. Zissen, Storm King Corpo- 
ration, Miamisburg. Ohio. Telephone 6-2471. 








MANUFACTURERS AGENTS 


We are now ready to expand sales representa- 
tion on our brand new architectural door 
weatherstrip product development. Top results 
already achieved in test markets, and is a 
year around seller. 


Get in on the ground floor of this volume 
seller developed by one of the nation’s most 
respected brand names. Many areas open, 
absolutely protected accounts. prompt com- 
missions. 


Write at once for literature and product sam- 
le, which is easily quickly demonstrated. 
ery simple to understand; virtually sells on 

sight. Full marketing helps, advertising, etc. 

Give your phone number. Box V-45 American 

Lumberman, Inc. 


MACHINERY WANTED 





orse Power Electric Motor 


Chattanooga Lumber & Coal Corp. 
P. O. Box 164 
Chattanooga, Tennessee 





MISCELLANEOUS WANTED 





WANTED—Sawdust kiln dried—car or truck 
loads. 
WOOD PRODUCTS COMPANY 


421 Phillips Ave. 
Toledo 12, Ohio 





LUMBER & DIMENSION 
FOR SALE 





FOR SALE: North Carolina White Pine. Rough. 
surfaced or S2S&R/S. Quality Hardwood Pal- 
lets. Corinth Hardwood Cv., Box 581-A Bristol. 
Tenn. 





Used Mixed Hardwood & Softwood Stickers 
25/32 x 1-3/4'' x 47'’—Carload or Truckload. 
Ahonen Lumber Company—Ironwood, Michi- 
gan. 
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BUSINESSES FOR SALE 


USED MACHINERY FOR SALE 





Lumber yard, including large painting, plumb- 
ing and hardware business. Real opportunity. 

wher retiring. Located in fastest growing 
area of Central Missouri. Doing $160,000 an- 
nual business. Will inventory out and lease 
buildings. Terms. Will guarantee to pay out 
in three years. Address Box V-49 American 
Lumberman, Inc. 


West, Central Ohio 
Lumber & Builders Supply fronting on two 
streets. Lot 88° by 212’, Railroad siding length 
of lot. Showroom 58’ frontage, Redwood ex- 
terior. Insured, $89,000. Plenty parking space, 
Black top street: excellent part of city. 


$80,000 cash 
20,000 cash 
25,000 cash 


Ralph Bollenbacher, Realtor 
Van Wert, Ohio Ph. 2385 


Without inventory 
10 year terms 


15 year terms 


Furniture parts mfg. co. Estab. 77 years. 
Located heart of Blue Ridge Mountains. Sales 
$1 return to owner approx. $20,000. Sale 
price $50,000. Owner retiring. Address Box V-57 
American Lumberman, Inc. 


For sale, complete planing mill, Central 
Penna., location, large lot on D. L. & W Rail- 
road siding. Only planing mill in town. Write 
Box V-58 American Lumberman, Inc. 


FOR SALE 


Yard in southern Wisconsin, Rich Farming 
Community. One yard town, small investment. 
good opportunity for owner to run himself. 
Address Box V-59 American Lumberman, Inc. 


For Sale, diversified hardware store, North- 
western Connecticut—Liberal terms arranged. 
Write P. O. Box 373, New Milford, Conn. 


FOR SALE 


Lumber yard in Tucson, Arizona, one of the 
fastest growing towns in the southwest, near 
new army electronic development center, new 
towns being built. This yard has been run 
without the benefit of salesmen or advertise- 
ment. Now doing $15,000.00 per month. Will 
sell at inventory, lease or sell site on main 
street. Here is a chance to buy a yard in 
one of the fastest growing towns and most 
ideal and healthful climates in the U.S.A. Ad- 
dress Box V-60 American Lumberman, Inc. 


FOR SALE 


Yard in eastern Nebraska town. located in 
rich farming community. Comparatively small 
investment will handle. Owner wishes to re- 
seam Address Box V-35 American Lumberman, 
nc. 





USED MACHINERY FOR SALE 





TIMBER, RIPPING AND SURFACING UNIT 


. Band saw 64” Wheels, 8” saws. 
. Knight Carriage, 4 blocks, 36 ft. long. 
. No. 1 Boss Timber Surfacer size 30x16”. 


ALSO 
- Berlin #341 Band Resaw 54” wheels. 
6” saws 


. Ross Carrier. Model 70, 5 ton. 
Mall Chain Saw +7 (Gasoline) 
- Monarch Uni-point circular CC Saw 5 H.P. 


OFFICE EQUIPMENT 


. Burroughs Moon Hopkins Billing Machine— 
special. 
. Addressograph H3 with 10,000 plates and 
cabinets. 
. 2 Kardexes—14 drawers—cards 3x5. 
. Elliott Postal Card Printing Machine. 


Bishop Lumber Company NIC 
2315 Elston Ave. 
Chicago, Il. 
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FOR SALE 


Ross Straddle Carrier—Modei 70-6675, 2-3 years 
old. 9.00-20 and 7.50-15 tires. Wheel guards. 
Spec. Sprockets. Price $3750.00 FOB our plant 
is less than 50% of cost new. 


HUSS LUMBER COMPANY 
1353 W. Fullerton Avenue 
Chicago 14, Illinois 


Clark Ross 15,000 lb. Capacity Fork Lift. 
Like new—$5,500 Terms 

idd.e Martin Lumber Company 
Duiuth, Minnesota 


FOR SALE 


V-60 Yates Resaw 60” LH—tilt rolls. Practically 
new. Pilot wheel set works for fractional saw- 
ing. V-belt drive 75 HP. Six 18 gauge saws. 
Last word for complete unit. $8,100.00. 


HUSS LUMBER COMPANY 


1350 W. Fullerton Avenue 
Chicago 14, Illinois 


- te 
2 ROSS CARRIERS—1952 Models, excellent con- 
dition, Model #91-7968N, 15 ton capacity. 
Midwest Steel Corp. 
Charleston, West Virginia 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write tor prices and iniormation 


THE MINNESOTA SPECIALTY CO 


Minneapolis. Minn 


DOUBLE YOUR INCOME from your news- 
paper advertising by using our Low Cost 
“*Timber-r-r’” cartoons. For FREE proofs write 
LILLY ADVERTISING CARTOONS, Box 167 
Long Beach 1, Calif. 





BOOKS FOR SALE 





LOGGING. By N. C. Brown. The principle: 
and methods of harvesting timber in tne 
United States and Canada. This book will he: 
the student and operator to gain a better un 
derstanding of logging methods empioyec 
Price $5.00. 


BLUEPRINT READING. By Daizell. McKin 
ney and Ritow. A practical book of seli 
instruction on blueprint reading as applied 
to the building trades. The popular question 
and answer method is utilized and two sets 
of plans are included. Price $1.75. 


CYCLOPEDIA OF BUILDING TERMS 64 
pages of definitions, illustrations, charts anc 
tables to assist lumber and building materia! 
dealers in the operation of their business 
Manual of Fundamentals of light construction 
and building materials for lumber declers 
Excellent presentation. Price 50c. 


HANDY LUMBER CALCULATOR. A useful 
pocket size manual including a lumber cal 
culator for standard sizes, log rules, esti- 
mated weights of lumber and useful miscel 
laneous lumber tabulations. Price 50 cents 


WOOD STRUCTURAL DESIGN DATA. Com. 
jled by National Lumber Manufacturers 

eciation. Information on physical, chem- 
ical, and mechanical properties of wood, and 
tables showing how to determine the correct 
size of member, also on standard sizes, meas- 
urements, and trade terms. Price 


SCRIBNER’S LUMBER AND LOG BOOK. In- 
Ai Pp hl for 1} hb merchants sawmil! 
men, etc. Vest pocket size of 1950 pages. 
giving tables on scantling and plank measures. 
round timber reduced to inch measure by 
Doyle’s Rule, log tally calculations, and other 
valuable information. Price $1.00. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chieago 2, Ill. 








store 


Mr. Lumber Dealer: 
a basic store fixture 
designed specifically 
to display and dem- 
onstrate burlding 
materials. 


isplay 


fixture 


Here’s a display fixture 
that shows large samples of 
roofing and siding, together, 
as they actually appear ap- 
plied on a house. 

The smallest roof and sid- 
ing unit yet devised to dis- 
play these bulky materials: 
15916” long, 46” wide and 
7914" deep. Holds and dis- 
plays 24, 3’ x 5’ siding 
samples and 26 large roofing 
samples. Forward and lat- 
eral sliding tracks enable 
you to show combinations 
quickly and easily. 

Estimated price if bought 
at retail: $550.00 plus ship- 
ping. 

By building it yourself, 
you can save more than 
$250.00! Complete plans, 
working blueprints, step-by- 
step instructions, materials 
and materials source list 
and details on modifica- 
tions, only $8.75. Available 
by return post from Amer- 
ican Lumberman. Fill-in and 
mail coupon now. 


American Lumberman Dealer Service Dept. 
335 N. Clark St., Chicago 2, Illinois. 


Please send me postpaid thethree blueprints and com- 
plete instructions for the retail lumber dealer roof and 
siding unit display fixture. | am enclosing $8.75 (Please 
send check or money order.) 

Name 

Company. 

Street_ 


City 
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ASBESTOS SIDING conceers BLOCK CONSTRUCTION FOR HOME 











Cali 


Can 





A FARM 
J. Ralph Daizell and Gilbert Townsend a 
MADE OF The authors contend anyone can pian and build, 
. correctly, a structure from concrete blocks. And 


they proveit. Morethan a concise, clear explanation Cap 
of block construction for the handyman or novice, 
this book also presents the most efficient methods 
and practical suggestions of value to even experi- 
enced block-layers. Includes a typical job example, 
with step-by-step illustrations. 216 pages. 


| 
| 
J 
| 
AMERICAN LUMBERMAN, INC. | : 
139 NO. CLARK ST., CHICAGO 2, ILL. | Clar 
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for ASBESTOS SIDING 
LAP OR BEVEL SIDING sie iemiaas 
WOOD SHINGLE SHAKES talis, Samples and 
PLYWOOD OR HARDBOARD sone 


BUGHER MFG. CO. 


301 E. Lincoln Road, Kokomo, Ind. 
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Mail to American Lumberman & Building Products Merchandiser 139 N. Clark St., Chicage 2, Ill. 
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PONDEROSA PINE — SUGAR PINE 


Trade Mark WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 
Annual Production 60 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


=n PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 
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observes that a model woman is a 
model is a naked fact. 


never heard a man talk so fast in my life!” 
His father was a tobacco auctioneer and 


1 live as cheaply as one can play poker. 


ever take your little hand in his?” 
“Ves, and twists it ‘til I drop the gun.” 


“Does vour husband 


ssip but what else can she de with it? 


Let us remind you that MAUK is in the business of wholesaling 
lumber. We stock and sell recognized standard brands of lumber 
and lumber products. We manufacture and sell under our own 
trademarks other first class products. 

Remember, though, we reach the consumer only through recog- 
nized, establish umber dealers. That’s one of the reasons why 
IX is such a decided advantage for you 


dealing 
+ 


Simple ( sis 1s better than no breath at all. 


Wolf: “May I tell you something? I love to take home experi- 
need girls.” 

Girl: “I’m net an experienced girl.” 

Wolf: “ ou're not home, either.” 


* 


wked int millinery shop and pointed out a hat 
“That red one with the feathers and the berries,” 
Vould you take it out of the window for me?” 
ly, madam,” the clerk replied. “We'd be glad to.” 
very much,” said the woman, moving toward the 
thing bothers me every time I pass.” 


Do \ 1 Know What Dep't 

Do you know what a zipper is? The undoing of the modern girl. 

Do you know what a successful love affair is? No hits, no runs, 
no heirs. 

Do vou 


MAUK way 


I what the wise way with wood is? The 


* * * 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Go. 


Toledo 8, Ohio 


LDEALE | 
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Sign Suggests Phone Orders 


A large sign simulating the dial of a telephone 
reminds people passing the Lampert Yards in 
Cedar Rapids, Iowa, that they can order mate- 
rials by phone. Listed around the six-foot sign 
are some of the materials handled by the firm. 


















































Door Viewing Made Easy 

Customers can view any of 25 doors with per- 
fect ease because of this handy rack at the Rock 
Island Lumber Co., Cleveland, Ohio. The doors 
pull out smoothly on sliding-door hardware. 
Each door has an identifying tag that lists type 
of wood and price. 

The rack was made in the firm’s millwork 
shop. The rear of the rack is used to display 
several kinds of bathroom medicine cabinets. 
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New hardware 
creations by 


° 


Here are fresh ideas and designs that will interest the 
modern home owner. The new products here illustrated 
have been added to the extensive National line to meet 


today’s demand of styie conscious home builders. 


Smart new contours have been designed for these Semi- 
Concealed Hinges and Pulls. Sparkling finishes applied to 
the hardware enhance their installation and are easy to 


keep clean. 


The No. 712 Magnetic Catch illustrated at right has flush 
strike mounted on door eliminating unsightly projections. 
No. 214 Concave Pulls Permanent magnet has approximately 14 pound holding 


power. 


Many of our products are now sold in the attractive 
Visual Pack, where you see all the actual merchandise 
at a glance. Strong polyethylene bags protect the hard- 
ware finishes from injury and prevent loss of any of 


the component parts. 


 tatreal @ 


NATIONAL MANUEACTURIN: ee 





No. 461B% No. 461D'2 No. 461234 
Semi Concealed Hinges 
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BRIXMENT 


Better Mortar tor Blocks 
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BETTER BODY 


When concrete block are laid. the mortar should have 
“body”. to support the weight of the unit, thus holding 
it up to the line. If the mortar lacks body. the block will 
settle below the line even if a thick bed of mortar has 
been spread. 

\t the same time, plasticity is required. Unless the 
mortar is plastic, the bricklayer cannot quickly and 
accurately tap the block down to the line. 

Brixment mortar has body and plasticity. It is firm but 
not stiff—soft but not sloppy. This combination of 
body and plasticity makes Brixment the best possible 


mortar to use with concrete blocks. 
Louisville Cement Company .. . Louisville 2, Kentucky 
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